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P HM Dj! 
Sing le Bore’ Hore why: 


@ Installs in minutes—there’s only one hole to 
bore. 
easy on your pocketbook 


Strike mounts on surface of door jamb—no 


easy to install 


mortise required. 





CAT. No. 1100 Door edge easily planed after installation 
WITH STRAIGHT because there is no protruding latch bolt. 
SHANK 

SEAMLESS ' ” 2 

KNOB ; “Soft touch” yielding strike, locks door 


securely. 





Specially suited for use with door closer. 





>| Exterior parts are solid brass. 
CAT. No. 1101 
WITH FRENCH SHANK KNOB— 
ALSO AVAILABLE IN Interior parts steel—no die castings. 
ANODIZED ALUMINUM 


Locks securely from inside at touch of a 


DEXTER LOCK COMPANY tes 


Fits doors %" to 134" thick with no adjustment. 
GRAND RAPIDS * MICHIGAN i , ; : 
A SUBSIDIARY OF NATIONAL BRASS COMPANY Dexter Single Bore is Lifetime Guaranteed. 
In Caneda: Dexter Lock Canada Lid., Guelph, Ontaric 
In Mexico: Dexter Locks, Plata Elegante, $. A. de C. V., Monterrey, Nuevo Leon 
MANUFACTURERS OF AMERICA'S ORIGINAL TUBULAR LOCKS 





AUTHORIZED F+O'W DISTRIBUTORS: 


ALABAMA 
R-O-W DISTRIBUTORS, Rocky Mount, Virgima 
ARKANSAS 
CENTRAL R-O-W DISTRIBUTORS OF ARKANSAS, North Little Rock, Arkansas 
CALIFORNIA 
CALIFORNIA BUILDERS SUPPLY, INC., Richmond. Fresno, Sacramento, Calif 
T. M. COBB CO., Los Angeles, San Diego, Cakforma 
COLORADO 
MBER DEALERS, INC... Denver Colorado 
NecTICUT 
GENERAL W RAFT CO. INC , North Bergen, New Jersey, and Lowell, Mass 
DELAWARE 
DEALERS WAREHOUSE SUPPLY CO, INC., Baltimore, Maryland 
DISTRICT OF COLUMBIA 
DEALERS WAREHOUSE SUPPLY CO., INC., Arlington, Virginia 
FLORIDA 
V E. ANDERSON MFG. CO., INC., Bradenton, Fla 


GEORGIA 
R-O-W DISTRIBUTORS, Rocky Mount, Virginia 


DA 
ONSE SASH & DOOR, INC., Boise, idaho 
JOHNSON BROS. PLANING MILL CO., Idaho Falls, Idaho 
iLLInoIs 
V. E. ANDERSON MFG. CO., INC., Owensboro, Kentucky 
IMSE-SCHILLING SASH & DOOR CO., St. Louis, Missouri 
R-O-W WINDOW CO., Joliet, illinois 
INDIANA 
V. E. ANDERSON MFG. CO., INC., Owensboro, Kentucky 
R-O-W WHOLESALE DISTRIBUTORS, INC., Norwood, Ohio 
R-O-W WINDOW CO., Joliet, Illinois 
Iowa 
ANDREW A. KINDEM & SONS, INC., Minneapolis, Minnesota 
WISCONSIN WINDOW UNIT CO, Merrill, Wisconsin 
KANSAS 
MARTIN MATERIAL CO., Kansas City, Missouri 
KENTUCKY 
V. E. ANDERSON MFG. CO., INC., Owensboro, Kentucky 
R+O-+W WHOLESALE DISTRIBUTORS, INC., Norwood, Ono 


MAINE 
GENERAL WOOOCRAFT CO., INC., Lowell, Massachusetts 


MARVLAND 
DEALERS WAREHOUSE SUPPLY CO., INC., Baltimore, Maryland 
MASSACHUSETTS 
GENERAL WOODCRAFT CO..INC., Lowell, Massachusetts, and Schenectady, N.Y 
MICHIGAN 
FLINT SASH & DOOR CO., INC., Flint, Saginaw, Michigan 
PORTER-HADLEY CO., Grand Rapids, Michigan 
ROYAL OAK WHOLESALE CO., Royal Oak, Michigan 
MINNESOTA 
ANDREW A. KINDEM & SONS, INC., Minneapolis, Minnesota 
MISSOURI 
IMSE-SCHILLING SASH & DOOR CO., St. Louis, Missouri 
MARTIN MATERIAL CO., Kansas City, Missouri 
ONTANA 
FALLS WINDOW & CABINET SHOP, Great Falis, Montana 
INTERSTATE LUMBER CO., Missoula, Montana 
WESTERN BUILDERS, Billings, Montana 
NEBRASKA 
THE SOTHMAN CO., Grand Island, Nebraska 
NE HAMPSHIRE 
GENERAL WOODCRAFT CO., INC., Lowell, Massachusetts 
NEW JERSEY 
GENERAL WOODCRAFT CO., INC., North Bergen, New Jersey 
ReO-W DISTRIBUTORS, Rocky Mount, Virginia 
NEW YORK 
RAL WOODCRAFT CO., INC., North Bergen, N. J., and Schenectady 
A. ROBERSON & SON, INC., Binghamton, New York 
THE WHITMER-JACKSON CO., INC., Buffalo, Rochester, New York 
NORTH CAROLINA 
TON BUNDY LUMBER CO., INC., Norfolk, Virginia 
LER MILLWORK CORP., Charlotte, North Carolina 
R-O-W DISTRIBUTORS, Rocky Mount, Virginia 
NORTH DAKOTA 
K R. KINNARDO & CO., Minot, North Dakota 
ountIo 
FABROW MFG., INC., Toledo, Ohio 
THE MAHONEY SASH & DOOR CO., Canton, Youngstown, Ohio 
R-O+W WHOLESALE DISTRIBUTORS, INC., Norwood, Ohio 
KLAHOMA 
LUMBERMEN’S SUPPLY CO., Oklahoma City, Oklahoma 
OREGON 
ACME MILLWORK, INC., Kirkland, Washington 
POKANE SASH & DOOR CO., Spokane, Washington 
PENNSYLVANIA 
ADELMAN LUMBER CO., Pittsburgh, Pennsylvania 
R+O-W DISTRIBUTORS, Rocky Mount, Virginia 
A. ROBERSON & SON, INC., Binghamton, New York 
RHODE ISLAND 
JENERAL WOODCRAFT CO., INC., Lowell, Massachusetts 
SOUTH CAROLINA 
R-O-W DISTRIBUTORS, Rocky Mount, Virginia 
SOUTH DAKOTA 
)WN SASH & DOOR CO., Watertown, South Dakota 
TENNESSEE 
V. E, ANDERSON MFG. CO., INC., Owensboro, Kentucky 
R-O-W DISTRIBUTORS, Rocky Mount, Virginia 


ER 
t MBERMANS SASH 4 DOOR CO 
SOUTHWEST SASH & DOOR CO 
H. E. WOODRUFF CO., Corpus 
UTAH 
R. W. FRANK & CO., Sait Lake City, Utar 
ve oOnT 
SENERAL WOODCRAFT CO., IMC., Schenectady, New York 
VIRGINIA 
DALTON-BUNDY LUMBER CO., INC., Norfolk, Virgima 
R-O-W DISTRIBUTORS, Rocky Mount, Virgua 
WASHINGTON 
ACME MILLWORK, INC., Kirkland, Washington 
POKANE SASH & DOOR CO., Spokane, Washington 
WEST VIRGINIA 
R-O-W DISTRIBUTORS, Rocky Mount, Virginia 
WISCONSIN 
WISCONSIN WINDOW UNIT CO., Merrill, Wisconsin 
WwYOMmIinG 
FOWLER & PETH, Cheyenne, Wyoming 
CANADA F 
CALGARY SASH & DOOR CO., Calgary, Alberta, ( 
CRANBROOK SASH & DOOR CO., Cranbrook, B.C 
HAYWARD BUILDING SUPPLIES, LTO.. Edmonton, Alberta, Canada 
D. PORTER & SON, Stellarton, Nova Scotts, Canada 
B CUSHING MILLS, LTO, Calgary, Alberta, Canada 
TANNER BUILDING SUPPLIES, LTD., Lethbridge & Magrath, Alberta, Canada 
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WINDOWS 
REMOVE ! 


R+O-W windows outsell all competito.s. 
This leadership has been built on the 
public demand for windows with the 
patented R-O-W lift-out feature—plus 
quality construction and fair price. 


Your customers deserve the best 


R.O.W. SALES CO. 1340-48 ACADEMY AVENUE + FERNDALE 20, MICHIGAN 


R*O°W is the registered trade mark of the R.0.W. Bales Co, 


(To obtain more data on advertised products see page 138) 
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Made only by 
Marsh Wall Products, Inc. 
in the world's largest prefinished 
wallpanel plant 


25 Years of Progress 


Since pioneering prefinished wall 
paneling in 1930, Marlite sales have 
grown steadily through a reputation 
for highest quality and fine dealer 
relations. Keeping pace with the 

Better than ever for you today... commeniy “tactemng demand fer 
Marlite, the factory is now being 


Only Marlite gives you... expanded for the 12th time! 


¢ Planks, Blocks and Panels—a complete line of colors, wood and 


marble patterns with glossy and semi-gloss finishes suitable for any 
room in any building. 


© A real do-it-vourself paneling—easily installed Marlite Plank and a ® 
Block for the rapidly growing do-it-yourself market. Marlite 
© Intensive advertising and effective dealer aids which have made 
Marlite the world’s best known prefinished wallpanel. PREFINISHED 
© Nationwide distribution with convenient warehouses and helpful 


: WALL and CEILING PANELING 
factory representatives located near you. 


© Highest quality maintained through continuous research and prod- 
uct development by skilled product engineers in Marsh’s own lab- 
oratories. 














Marlite is made with genuine Masonite® Tempered Dvolux® 
Marlite Plank and Biock Patent Applied For 


MARSH WALL PRODUCTS, INC., DEPT. 1041, DOVER, OHIO 


Subsidiary of Masonite Corporation 


(To obtain more data on advertised products see page 138) October 4, 1954, AMERICAN LUMBERMAN & 





ess 2, 
*ogas” 
VANCE PUBLISHING CORP., 


EDITORIAL AND EXECUTIVE OFFICES, 
139 N. Clark Street, Chicago 2, lil. 





PUBLISHER 


HERBERT A. VANCE 
A. W. BOULTON, Assistant to Publisher 


EDITORIAL STAFF 


ARTHUR A. HOOD, Editor 

RICHARD W. DOUGLASS, Executive Editor 
GORDON J. LAWLER, Managing Editor 
ROBERT Y. KERR, Washington Editor 
DONALD O. CARLSON, Associate Editor 
GEORGE F. VAN ZEVERN, Production Editor 
WALTER VENEIGH, Assoclate Editor 
ROBERT E. RUSSELL, Associate Editor 


BUSINESS STAFF 


W. G. SIMPSON, Manager 

H. ROYAL LEE, Promotion 

GENE BURROUGHS, Advertisers’ Service 
LOUISE PLISKA, Advertising Production 
A. M. SCHWAB, Classified Advertising 


DISTRICT MANAGERS 


NEW YORK 17, Tom Lindsey, Bob Monetti, 
Room 5622, Grand Central Terminal, 70 E. 
45th St., Murray Hill 3-8333 


CLEVELAND 15, Hal Hursh, Room 405, 
2123 E. Mh St., Prospect |-3235 


CHICAGO 2, Clair Heyer, Duke Lynch, Bruce 
McGregor, Thomas F. Hannon, Financial 
6-5380 

ATLANTA, T. L. Williams, 1000 Bouldercrest 
Drive, S. E., Dixie 5829 

WEST COAST—Chas. W. Hoefer, 10800 Mag- 


dalena Rd., Los Altos, Callf., Whitecliff 
8-3237 


CIRCULATION DEPARTMENT 


ELMER O. OLIN, Manager 
E. 8. CUNNINGHAM, Service 





AMERICAN LUMBERMAN & BUILDING 
PRODUCTS MERCHANDISER is published 
every other Monday by American Lumber- 
man, Inc., 139 N. Clark St., Chicago 2, Ill. 
Subscriptions: one year, U. S. and Canada, 
$4 (26 issues), $6 for two years, $8 for three 
years. Foreign $15 for one year. Single cur- 
rent copy, 50¢, back copies $1, except 
Dealer Products File which is $2. Entered as 
second class matter October 2, 1946 at the 
Post Office at Chicago, Illinois, under the 
Act of March 3, 1879. Copyright 1954 by 


American Lumberman, Inc. 
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PROFIT BUILDERS! 


OU'LL sell more and better builders’ hard- 

ware when you put these compact Corbin 
silent salesmen to work for youl Use them in 
windows .. . on walls . . . on counters, They'll 
attract many an “impulse” sale that would 
otherwise be lost. They’re tops as conversation 
starters . . . action getters. It will pay you to 
ask your Corbin distributor about these color- 
ful, low cost sales-build- 


ing sample mounts now! ¢{] IN 
rlds 
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P. & F. CORBIN 
Division 
The American Hardware Corporation 


New Britain, Connecticut 


COMPLETE 
STOCKS 








FINEST 
PLYWOODS 


GREATER 

ECONOMY --e-rely on KOCHTON PLYWOOD 
for all your plywood needs in 
large or small quantities 


We can ship immediately from any one of our 14 conveniently located Complete Stocks of HARDWOOD PLYWOODS; FIR PLY- 
KOCHTON warehouses. Also, our huge purchasing power enables us WOODS; ALL SPECIES OF DOORS IN HOLLOW AND 
to buy at the lowest market price; in turn we pass these savings on to SOLID CORE; CUPBOARD DOORSTOCK; HARDBOARDS, 
you in lower prices. We can supply what you need, when you need TEMPERED AND UNTEMPERED; PERFORATED HARD- 
it and still save you money. Remember that KOCHTON products are BOARDS; NEVAMAR PLASTIC LAMINATES; RECLUING 
“as near as your telephone”! STOCK; PLY-VENEER; HOMASOTE PRODUCTS. 








write immediately to be included on our mailing list. 
Specializing in direct 
ill shipments by ‘ == @ Fort Worth, Texas 
"h c i CL : 74 ee Vinewood 2878 
_ aug = | 2. Indianapolis, Indiana @ South Bend, Indiana 
=e Melrose 5-3485 Phone 7-7715 
_ Minneapolis, Minnesota @ Los Angeles, California 
Granville 2444 Raymond 3-3651 


Milwaukee, Wisconsin @ Columbus, Ohio 
Orchard 2-6730 Klondike 3507 
Detroit, Michigan @ Saginaw, Michigan 

‘ Tyler 8-2000 Phone 3-5493 

Decatur, Illinois @ Grand Rapids, Michigan 
Phone 3-9741 Glendale 6-5466 
Cincinnati, Ohio @ Green Bay, Wisconsin 
Capital 1259 Hemlock 2-4879 


PLYWOOD ANI VENEER CO. INC. GENERAL OFFICES & WAREHOUSE 


Phone Taylor 9-0800, 509 W. Roosevelt Road, Chicago 7, Illinois 





(To obtain more data on advertised products see page 138) October 4, 1954, AMERICAN LUMBERMAN & 





NEWSCAST 





| LATE AND IMPORTANT Developments of the Industry 


CONSTRUCTION STILL BOOMING. Dollar volume for the first eight months has now 
reached $23.7 (a new record). That's 5% ahead of building in the same 
period last year. If there is no increase for the balance of the year, 
the $36 billion level should be reached. If the 5% increase is main- 
tained, $36% billion will be achieved. 

HOME BUILDING EXCEEDS EXPECTATIONS. The increase in new houses is 6%. With 
$7.28 billion accounted for, if new construction during the rest of 
1954 only equals last year, the annual total will still exceed 19535 by 
over $400 million. If the current increase is maintained, the boost 
would be $530 million. 

DEALER SALES DROP OFF. With building smashing records the casual observer might 
think that the building material dealer is doing quite well this year. 
Actually, the July report of retail sales by the U.S. Department of 
Commerce shows volume down 7% for the first seven months of 1954. July 
was 5% under July 1953. By-passing the dealer is obviously continuing 
and becoming more of a problem with each passing month. Prefabs are 
taking a bigger bite out of the market and there's still much to be 
done in building more consumer business. 

WHOLESALER CLEANUP BEGINNING. Major manufacturers of building materials are well 
along with a critical, forced-draft examination of their entire whole- 
sale distribution setup. It'S no secret that many distributors who 
have been selling direct to builders have been dropped, that many more 
will get the same treatment. There's an air of urgency and sincerity 
to the matter. 

THE MATERIALS OUTLOOK. Lumber: despite the west coast strike there is still an 
ample supply of softwoods. Fir, however, may be in short supply during 
the winter. Flooring: it's firm with shipments and orders exceeding 
production. Cement: production and consumption is well balanced, 
prices stable. Brick, glass and almost all other materials seem in 
good supply, prices unchanged. 

FHA HAS LOG JAM. Reports from dealers and builders paint a picture of a steadily 
mounting backlog of appraisal requests - a waiting period of 8 to 10 
weeks is not unusual. The impact of the more liberal FHA terms has not 
to be felt but it will add to the office workload. 

CONGRESS CUTS FHA APPROPRIATIONS. The critical situation in FHA offices isn't 
helped by a last-minute action in congress slashing their funds. FHA 
wanted $1,3f0,000 for the Washington office, got $350,000. They re- 
quested $3,000,000 for field offices, were authorized $1,20,000. 
Dealers are urged to point out to their senators and congressmen that 
FHA is self-sustaining, actually makes a handsome profit. 

DISASTER HOUSING LOANS. This being the hurricane season, it might be well to re- 
call that under Section 203 (h) a homeowner can obtain a 100%, 30-year 
loan up to $7,000 when his house is destroyed in a major disaster area 
so designated by the President. 

WARRANTY NOW REQUIRED. Commitments for new homes issued after October 1 by both 
the VA and FHA now require a one~year performance warranty. 

(continued on next page) 
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COUNnter Stand 
and digplau 
For dealers who staged a Christmas promotion last year—here’s a “better- 


than-ever” package... complete with “how-to” merchandising ideas! 


For dealers who have never tapped the big Christmas “Do-it-Yourself” 
market—here’s a “natural” to build your holiday profits! 





—ROMOTION. 


FILL OUT AND MAIL TODAY FOR YOUR FREE CHRISTMAS PI 
Douglas Fir Plywood Association, Tacoma 2, Washington 


Please send me absoliitely free the material checked: 
["} Counter Stand 
----wm@hsistmas Decoration Plan Folders Name A 
Toy and Gift Folders ‘ 28 cs: ¢ 
(indicate quantity; up to @ total of 100 tree) 5 e ad-mats 
(_} Christmas Window-Wall Banner adic anc 
Pr ichisnise @blinial ton , Rs radio and TV 
(meludes localized publicity material) jl comm 
[-) Radio Commerciats {_} TV Commercials : 
Note: “How-to” Merchandising Ideas inciuded in 
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The booming construction in- 
dustry set another new outlay rec- 
ord in August. 

The Commerce and Labor De- 
partments said in a joint statement 
that new construction spending in 
August climbed to $3.605 billion. 
This marks an advance of 3% 
from July and of 8% from August, 


1953. 
$23.7 Billion Peak 


The August volume lifted ex- 
penditures for new construction in 
the first eight months of 1954 to 
a new peak of $23.739 billion, the 
agencies said. The 1954 total is 
4% larger than the $22.922 billion 
spent in the same months of 1953. 

Continuance of -new construc- 
tion spending at the present pace 
through 1954 will result in a rec- 
ord-breaking 12-months total of 
$36.5 billion, the agencies said. 
Outlays in 1953—the previous rec- 
ord year—amounted to $35.250 
billion. 

Most of the increase between 
July and August resulted from 
expansion in private residential 
building, public utility construc- 
tion and highway works, the de- 
partments said. Outlays for most 
other types of construction “re- 
mained at about their high July 
levels or rose slightly,” they added. 

Activity in the opening eight 
months has been marked by a 
sharp 30% upswing in commercial 
work, they said. 


Long Lumber Strike 
Ends on West Coast 


SEATTLE — The lumber and 
loggers’ strike in the Pacific North- 
west which began June 21st has 
ended though there are a few hold- 
outs still negotiating with man- 
agement. The proposal of gover- 
nors Langlie of Washington and 
Patterson of Oregon that the men 
return to work while a fact finding 
panel of seven men work out a 
solution was accepted by the 
unions after district and local 
voting. 

Two labor men have been select- 
ed by the unions and the rest of 
the panel, not yet chosen, will con- 
sist of two members from manage- 
ment and three appointed by the 
governors. The panel will have 90 
days in which to work but its find- 
ings will not be binding on the 
unions. Rumors that the strike 
will resume are regarded here as 
possible but very improbable. 

Bulk of the temporary settle- 
ments consisted of renewals of the 
old wage rate but those firms 
which settled earlier in the strike 
won up to 744¢ an hour pending 
final adjudication. Principal con- 
tention of the strikers was a de- 
mand for a 12%4¢ an hour increase. 
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August Building Sets New Record 


A rumor that the yet indus- 
try is very badly off in supplies is 
considerably exaggerated. Last 
published figures show production 
down but 6.2%. An_ industry 
spokesman said that while stocks 
are low and unbalanced the inven- 
tory picture is not critical. 


Contemporary Homes 
Preferred by Public 


Recently Better Homes & Gar- 
dens magazine reviewed the most 
popular Five Star building plans 
they had published since 1952. 
Five plans were well ahead in 
sales—more than 10,500 sets were 
purchased by prospective home- 
owners. All five plans were for 
houses of contemporary design and 
this suggested to BH & G editors 
that “public taste is a lot further 
ahead than most builders are in- 
clined to think.” 

All five houses offered these pre- 
ferred features: rear or side living 
room, minimum of three bedrooms, 
one-story on slab, open planning, 
low-pitched roof, provision for 
outdoor living, bigger and more 
windows, wide roof overhangs on 
two sides, central entrance, one- 
and-a-half or two baths, and in 
many cases pitched ceilings. 


Mason Appoints 
Title | Committee 


FHA Commissioner Norman P. 
Mason has announced the appoint- 
ment of eight representatives of 
the home building and lending in- 
dustry to an advisory committee to 
study the FHA’s home moderniza- 
tion and repair program. 

Named chairman of the group is 
Cyrus B. Sweet, former president 
of the National Retail Lumber 
Dealers Association, who recently 
accepted an appointment to direct 
FHA’s Title I program. 





SUBWAY ROUTES TO KINGSBRIDGE 
ARMORY FROM MIDTOWN AREA 


1. Lexington Avenue IRT Express train marked 
Jerome-Woodlawn Express” to Kings- 
bridge Road and Armory. 


2. 6th Avenve IND Express train marked 
“D—Bronx—Concourse Express” to Kings- 
bridgr, Road. Walk two short blocks 
west te the Armory. 


3. 7th Avenue IRT Express train marked “East 
180th Street” to 149th Street, go upstairs 
to upper level and take the train marked 
“Jerome-Woodlawn Express” to Kings- 
bridge Road and Armory. 


4. 8th Avenve IND train marked “A”, “AA” 
or “CC” to 59th Street, and change for the 
train marked “D—Bronx—Concourse Ex- 
press” to K Road. Walk two 
short blocks west to the Armory. 


NEWS 


Press, TY Cover 
Big NRLDA Exposition 


Extensive press and television 
coverage has told millions of con- 
sumers about the first National Re- 
tail Lumber Dealers Association 
exposition which opened October 
2 at the Kingsbridge armory in 
New York City. 

















NBC telecast its highly popular 
“Home” program directly from the 
exposition featuring the model 
rooms designed by 12 consumer 
magazines, Lu-Re-Co homes and 
other educational features of in- 
terest to consumers. 

The New York Journal Ameri- 
can, joint sponsor in the New York 
City area, published a special sec- 
tion on October 3 devoted exclu- 
sively to the exposition. Other 
newspapers and press associations 
carried scores of stories saluting 
the exposition. 

Model rooms of 1955 proved to 
be one of highlights of the show. 
The 12 rooms include everything 
from a colonial-style living room 
to a finished expansion attic. 

Dealers are encouraged to visit 
the exposition before it closes Sun- 
day, October 10. Scheduled for the 
remainder of the week are the fol- 
lowing events: 

Wednesday, October 6 

Morning: Materials handling 
demonstration, Lu-Re-Co demon- 
stration. 

Afternoon: Materials handling 
clinic, retail store merchandising 
clinic, Lu-Re-Co demonstration 
and a marketing forum on financ- 
ing light construction. 

Thursday, October 7 

Morning: Materials handling 
demonstration, retail store mer- 
chandising clinic, Lu-Re-Co dem- 
onstration. 

Afternoon: Materials handling 
clinic, retail store merchandising 
clinic, demonstration of Lu-Re-Co 
construction. 

Friday, October 8 

Morning: Materials handling 
demonstration, retail store mer- 
chandising clinic, LuRe-Co dem- 
onstration. 

Afternoon: Lu-Re-Co construc- 
tion demonstration. 
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Pay $3 Billion for Home Renovation 


America’s home owners spent an 
estimated $3 billion in the first 
five months of this year fixing up 
and enlarging their homes, the 
Census Bureau said. 

The estimate was based on in- 
terviews with 2,000 households in 
86 areas of the nation. It was lim- 
ited to owner-occupied buildings 
of less than five dwelling units. 

First Study of Repairs 

It was the first attempt of the 
Census Bureau to collect informa- 
tion on the amount and type of 
spending in the evergrowing field 
of home maintenance, alteration 
and decoration, including the do-it- 
yourself type of work. The report 
did not give separate estimates for 
spending by do-it-yourself artisans 
and work done by professionals. 

The Census Bureau estimated 
that homeowners living in resi- 
dences of four or less dwelling 
units spent $1,260,000,000 on home 
repairs and replacements from 
January through May. Alterations 
and improvements accounted for 
$1,407,000,000 and additions for 
$331,000,000. 

It appeared, therefore, that the 
great bulk of the spending was in 
the repair, replacement, alteration 
and improvement field where much 
work is now done by the home 
owner himself. 


Shady Deals Disclosed 
At Senate FHA Hearings 


At the end of hearings in Chi- 
cago last month on FHA irregu- 
larities, excessive profits and al- 
leged bribery, Senator Homer E. 
Capehart (R., Ind.), chairman of 
the Senate banking committee, said 
he would seek indictments against 
many witnesses. 

“The best conclusion I can 
draw,” Capehart said in reviewing 
the hearings, “is that the wrong 
kind of people are in this busi- 
ness.” 

Capehart added that homeown- 
ers throughout the nation have 
been “bilked out of millions of 
dollars in the home repair racket, 
because the racketeers and ‘suede- 
shoe’ boys moved into the home 
repair business.” 

“It’s about time the business 
people cleaned up these rackets,” 
Capehart said. “The racketeers 
aren’t the only ones involved in 
these Title I violatior.s and I want 
to go on record as saying the situa- 
tion stinks, and it’s been going on 
for 10 years.” 


Bribery Admitted 
Maurice Bauman, Champaign, 
Ill., freely admitted setting up 
more than 80 central Illinois 
“straw men” who signed loan ap- 
plications as high as $2,500. Bau- 
man admitted obtaining $100,000 
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in FHA-backed home improvement 
loans, most of which wasn’t used 
for the purpose. Each “straw man” 
received from $50 to $100 for sign- 
ing blank applications. An em- 
ploye of a mortgage company was 
bribed to process the applications 
for Bauman. 

“In this business you got to have 
a clout (bribe) at the bank and 
FHA,” said witness Harry M. Cain, 
Chicago, brother of Los Angeles 
gangster Mickey Cohen. Cain tes- 
tified that bribes were common to 
induce banks to finance shady 
home repair deals. 


Cole Reveals Windfalls 


Albert M. Cole, administrator 
of the housing and home financing 
agency, the first witness called by 
the committee, testified that ex- 
cessive rents throughout the na- 
tion, based on inflated building 
cost estimates, totaled $1,650,000 
from 1946 to 1951. Cole also dis- 
closed a new list of 40 projects on 
which FHA-insured mortgage 
loans exceeded building costs. 


FHA to Liberalize 
House Design View 


Commissioner Norm P. Mason 
said recently in Chicago that the 
Federal Housing Administration 
will take a more liberal view of 
“quality construction” and “func- 
tional contemporary design” in ap- 
praising homes for FHA-insured 
mortgages. 

Mason commented that FHA is 
now in the process of revising its 
appraisal standards with a view 
toward “helping the homeowner to 
obtain a more livable house that in 


the long run will cost him less 
money.” 

With lower down payments and 
longer repayment periods on gov- 
ernment-insured loans authorized 
by the new law, he said, more em- 
phasis can now be placed on three 
and four-bedroom homes, on extra 
storage and closet space, on ade- 
quate insulation and other quality 
features that may raise the initial 
cost of a home but cut the long- 
run costs of upkeep. 


New Merchandising 
Calendar Being Mailed 


Copies of the new quarterly 
merchandising calendar prepared 
by the National Retail Lumber 
Dealers Association are being 
mailed this month to dealers that 
belong to federated state and re- 
gional associations. 

Covering the months of October, 
November and December, the cal- 
endar suggests advertising and 
promotion themes for dealer use 
in his store. The calendar recom- 
mends for: 

October—A monthly theme, “It’s 
time to condition your home for 
winter comfort.” Items worth pro- 
moting, the calendar says, should 
include: weatherstripping, insula- 
tion, floor coverings, combination 
eg storm sash, wall and ceiling 
tile. 

November — A monthly theme, 
“Make your home more efficient— 
modernize now.” Product promo- 
tion should be on insulation, storm 
sash, kitchen cabinets, floor cov- 
erings and wall tile. 

December—“Put your home on 
your Christmas list” is the theme 
for the month with medicine cabi- 
nets, tools, gift certificates, oak 
flooring and cedar paneling, among 
the products suggested. 


ALBERT M. COLE, left, U. S. Housing chief, testifies as first witness before 
Senate committee investigating FHA operations in Chicago. Clockwise around 
the table are: Cole, Cliff Hunt, court reporter, William Simon, general counsel 
for the committee, Sen. Capehart (R., Ind.), committee chairman and Thomas 


Kenney, assistant counsel for the committee. 


(American Lumberman Photo.) 
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Now flooring—-merchandised 


eo cant resist! 


eosell themselves! 


“eo serve themselves! 


FLOORS - COUNTER TOPS - WALLS 


re cna 
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Yes, now flooring takes its place alongside your 
other profitable traffic items — because Goodyear 
provides a complete merchandising unit that sells 
the world’s finest vinyl flooring for you! 


Featuring colorful Goodyear All-Vinyl Flooring — 
the top-quality, factory pre-polished flooring that 
never needs waxing—you'll find the attractive STOP 
’N SELL unit invites store traffic to plan their own 
floor and install it themselves. 


EVERYTHING IS PROVIDED: & large easel excites 
creative imagination with the color combination 
they want * floor-planning graph shows them just 


GOODFYEAR 


how to figure the exact number of tiles they will 
need & handy Flor-Master Installation Kit provides 
all tools needed to do a professional job, includes 
easy-to-follow instructions ®& plus conveniently 
packaged flooring and adhesives! 


You'll profit plenty when you display beautiful 
Goodyear All-Vinyl Flooring—already time-proved 
in more than a million homes, and never needs 
waxing! 
WRITE FOR CATALOG and COMPLETE DETAILS — 
Goodyear, Flooring Department V-8322 
Akron 16, Ohio 


Fior-Master—T.M. The Goodyear Tire & Rubber Company, Akron, Ohio 





FLOORS+WALLS+>COUNTER TOPS —IN TILES AND 45*WIDE ROLLS 


(To obtain more data on advertised products see page 138) 


RO0-Vinyl Flooring 





so that “do-it-yourself’’ enthusiasts 
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Report from 


Question: How’s the country 
doing, now, on building? 


Answer: Most newspapers have 
carried admiring stories about 
construction as the front-runner 
of the national economy; figures 
something like these: Construction 
as a whole—light, heavy, private, 
public — during August reached 
the highest point of record; 8% 
above the top reach of a year ago. 
If the industry keeps up its cur- 
rent speed, we may expect a ’54 
total of $36.5 billion; which would 
be $1.3 billion higher than the 
mighty effort of ’53. 


Question: Yes, but how about 
house building? 


Answer: It seems to be doing 
all right, too. This is an estimate, 
since at the present writing the 
official report hasn’t come in. The 
best guess available is that work 
done on residence units in August 
of this year carried a dollar value 
15% higher than the correspond- 
ing figures of a year ago. 

During the early months of ’54 
there were gains over the corre- 
sponding months of ’53; welcome 
enough but not so hefty. But in 
the summer months house building 
got to going in a big way. 


Question: How about sales of 
new homes? Are speculative build- 
ers selling their product? 


Answer: That of course would 
vary, here and there. even in a 
nationally high-flying market. 
There’s said to have been a big 
increase in speculative building. 
However, the Federal Reserve 
Bank of Chicago has checked its 
district and reports no appreciable 
surplus inventories of unsold 
homes in the hands of builders. 


Question: What about the pros- 
pects for prefabricated homes? 


Answer: Well, James A. Price, 
former president of the Prefabri- 
cated Home Manufacturers Insti- 
tute, places next year’s output of 
prefabs at from 75,000 to 85,000. 


Question: Any educated guesses 
about the number of dwellings to 
be put up next year? 


Answer: Miles Colean, the build- 
ing economist, says the ’55 output 


BUILDING Propucts MERCHANDISER 


will be at least 1,200,000. Mike 
can guess them if anybody can. 
However, Henry G. Waltemade, of 
the National Association of Real 
Estate Boards, raises Mike 100,000. 
He says 1,300,000. 

While 1964 is quite a ways off, 
Paul B. Wishart, president of the 
Minneapolis-Honeywell Regulator 
Company, told the American Insti- 
tute of Architects’ convention in 
Boston that the industry will be 
starting 2,000,000 residence units 
in that year. 

As this page understands it, 
Wishart doesn’t reach this re- 
sounding figure by projecting pres- 
ent production curves, nor even 
by estimating that the country’s 
economy will expand enough on its 
own native power to reach this 
goal. He expects housing construc- 
tion to expand the economy; not 
vice versa. (See feature in this 
issue “The Future for Wood in 
America,” for a different opinion.) 

In particular, Wishart thinks the 
fascination of the new homes that 
are functionally good and indi- 
vidually designed will prove to be 
more of an economic moving force 
than will the fascination of new 
cars. 

We're getting out of the period 
when people would accept any kind 
of a structure which would shelter 
them. That was the period of the 
“standardized house.” That kind 
of thing is losing its earlier sales 
magic. People still want conveni- 
ences and reasonable prices; but 
they’re getting fed to the teeth 
with the Procrustean type of 
house; the affair to which the 
family had to fit itself. They want 
homes that are fitted to the family. 


Question: How much are these 
individually designed houses go- 
ing to cost? 


Answer: No estimate is avail- 
abl, so far as this page knows, for 
1964. But there are several for 
1955. Hersey E. Riley, chief of the 
Division of Construction Statis- 
tics, of the BLS, says there are 
rather clear indications that the 
average price next year will be be- 
tween $13,000 and $14,000. Earlier 
predictions had placed the median 
price between $9,000 and $10,000. 
Other guesses have ranged from 
$15,000 to $20,000. 

As we understand it, these high- 
er estimates are neither wholly 








WASHINGTON 


ee —_ a sme cs ee 


nor indeed largely due to the drift 
toward tailor-made designs. It 
turns rather upon the desire for 
larger houses and specifically for 
more bedrooms and for additional 
baths; things that would cost more 


in a standardized house. But in 
addition there is a mounting de- 
sire for certain individualized de- 
tails, of the kind Mr. Wishart in- 
dicated. 


Question: What are the pros- 
pects next year for dealers and 
builders in the business of home 
improvement and enlargement? 


Answer: They’re generally said 
to be better than good. A consid- 
erable part of a family’s heart’s 
desires for a larger, more func- 
tional, more individual and hand- 
somer home can be realized by 
alterations in the home it already 
has. And thousands of families 
can now be helped along toward 
this goal, without much financial 
pain, by taking advantage of the 
open-end mortgage clauses made 
available under the Federal Hous- 
ing Act of 1954. 

George C. Johnson, president of 
the Dime Savings Bank of Brook- 
lyn, expects this provision to issue 
in what he calls an upsurge in the 
business of turning existing struc- 
tures into functionally better and 
also handsomer homes. The Title 
I modernization loans helped a lot 
of people. But such loans had to 
be paid within three years, which 
often added a prohibitively heavy 
monthly payment load. Also, this 
type of loan was used at times by 
the suede-shoe boys, to prove that 
the hand is quicker than the eye. 

By re-borrowing what has al- 
ready been paid on the principal 
mortgage, the added monthly pay- 
ments can be spread over the re- 
maining period this principal 
mortgage has to run. Johnson is 
convinced the open-end mortgage 
will prove to be an important tool 
both in improving the living stand- 
ards of American families and in 
curbing possible future inflation. 

The FHA has issued a booklet 
entitled “Mutual Mortgage Insur- 
ance,” which deals with the ad- 
ministrative rules and regulations 
under Section 203 of the National 
Housing Act. Section 221.48 of the 
booklet has to do with eligibility 
of open-end advances. 


R. Y. Kerr 
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@ Dealers are confidently recommending 
and selling edge-glued lumber for use out- 
side and inside—on the basis of its proved 
record of dependability. The supply of de- 
sirable wide lumber items has been broad- 
ened by Weyerhaeuser 4-Square Glued-up 
Lumber. With its outstanding performance 
record, more and more dealers are specify- 
ing “‘glued-up and/or regular stock.” 

For exterior uses, edge-glued lumber 
serves as durably as regular stock. Its per- 
formance has proved it to be equal to, 
and interchangeable with, regular stock in 
species, grades, patterns and uses. It is 
available in bungalow siding, finish, step- 
ping, selects and wide common items. 

Edge-glued lumber is equally effective 
for interior and industrial uses. The light 
color of the glue line in Weyerhaeuser 
4-Square Glued-up Lumber makes it ideal 
for natural as well as for enameled and 


this brand 


name on lumber 


also brings you 





painted finishes. Industrial clears and other 
grades are available in widths up to 30’. 

The edge-gluing of lumber for exterior 
and interior uses is a proved Weyerhaeuser 
development—one which has been enthu- 
siastically received by the building indus- 
try. Talk to your Weyerhaeuser District 
Representative, or write for the book on 
glued-up lumber. 





STEPPING of Douglas Fir and West Coast 
Hemlock is available on an “and/or” basis. 
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WEYERHAEUSER 4-Square Glued-up bungalow 
siding of Western Red Cedar is fully as durable 
as regular siding of the same species. 







WIDE glued-up lumber in Western Pines and 
Associated Species is fully as strong as regular 
stock. 





GLUED-UP lumber takes natural finishes very well, 
and is ideal for a variety of interior uses such os 
cabinets. 


FINISH of West Coast Hemlock and Douglas Fir 
is interchangeable with regular stock. 








THIS BOOK 
describes glued-up 
lumber, lists the items 
available, and sum- 
marizes test resuits. 
Copies are available 
without charge. 


Weyerhaeuser 
Sales Company 


ST. PAUL 1, MINNESOTA 
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- one reason why 


BALDWIN-HILL 


Magid Span teats 


are so easy to apply 


There’s nothing weak-kneed about B-H Magic Spun 


Blankets. Their spring-like rigidity and exceptional 
} / resilience speed application time—every time. No 
0 a p you ¢2 eee more flopping about or sagging with B-H insulation. 
Even longer lengths are easily handled by one man. 
Over 400,000 “do-it-yourself” buyers are meet- And B-H Spun Blankets cling to studs, even before 
ing Baldwin-Hill face-to-face in the dealer stapling, like ivy to a brick wall. 

distributed _repoaaeetis 1d sock oc smcne SR8 Backing up a fine product is a sound merchandising 
me gm potered mg aN program with counter displays and wall streamers, 
let on “HOW TO IN- decals and envelope stuffers, samples and catalog 
STALL”. Write for sheets, Sweet's catalog reprints and advertising mats 

sample copy. as well as two new promotiuns shown at the left. 


Ask Your Building Materials Wholesaler or 
Write Us for Complete Information 
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It's another 





“saptwall success story. 


PANELING 





installed!"" — says 
Steinman Lumber 
Company's Adviser on 
Interiors. 


yo usually have the “last word” on in- 
teriors . . . so Steinman Lumber Com- 
pany, Milwaukee, uses an Adviser-on-Interiors 
to sell Craftwall. And the results speak for 
themselves! Sales have climbed steadily .. . 
with a woman to give customers “the woman’s 
viewpoint” on Craftwall. 


Craftwall is factory-finished for lasting beauty. 
It is highly decorative and easy to keep clean. 

It offers a wide variety of design opportunities. 
It is available in 7 hardwoods and 4 smart styles. 


Sales-wise, Craftwall offers additional advantages: 
® Craftwall is easy to install — and hardwood 
trim to match is available. 
® itis backed by powerfiil national advertising. 
® Smart point-of-sale material helps win sales. 


Join the hundreds of dealers now profiting 
with Roddis factory-finished Craftwall. Talk 
to your Roddiscraft representative — and get 
your samples, displays and promotional ma- 
terial now. The minute you start selling Craft- 
wall you start writing your own success story! 


“Craftwall's richness and beauty 
win with women ...and women find 
it even more beautiful when it's 






“Women are so enthusiastic about new 
factory-finished Craftwall . .. we have 
Mrs. Muriel Fritsch to sell it. And you 
should see her sell it!" — says Arthur 
C. Kremers, Office Manager of Steinman 
Lumber Co. 


Roddiscratt 


RODDIS PLYWOOD CORPORATION 


MARSHFIELD, WISCONSIN 


pues Warehouses in Principal Citi & cece cece mm 





' 

I RODDISCRAFT, RGDDIS PLYWOOD CORP. 

4 Dept. AL-1054, Marshfield, Wisconsin 

Please send me complete information about Craft- 

I wall, the new factory-finished paneling. 

I 

q Name 

I 

I PMB one accorserrcrorenatnet ie a thst ellietine 

1 I 
I Cline. 1 sntmasentiniianeteeeee ean I 
! ! 
Tsisecampeentanents hiichhiieamianaihidll 
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cornerstone. pia 


you know that people who do their 
own repairing and remodeling 


spend 6 billion a year for materials? 


They’re the cornerstone of a great 


new building-supply market. You 
can cash in on it by featuring trusted 
products, like those advertised in 
The Saturday Evening Post. More 


A CURTIS MAGAZINE 


home owners* have [oigeesigy ewwmne: 
POS" No 


confidence™* in the 
Post. It gets to the 
heart of America. 
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Mieet the world’s most modern 





20,000 Ib. carrier Y 


Advanced design of the Ross Series 81 Carrier 
means advanced efficiency and savings in its opera- 
tion! The Series 81 is the one modern carrier in the 
middleweight class (20,000 lbs.)—we invite you to 
make your own comparisons to prove it to yourself. 
Here are some of the features: 


RUGGEDNESS: tubular cross-members 
provide maximum rigidity; box-type double wall 
construction of side members is unsurpassed for 
strength and carrying capacity. 


VISIBILITY: unequaled view of road and 
load!—driver can see 5-foot man 7 in. from frort 
of carrier, 12 in. from right corner, 28 in. from right 
side. Load hook visibility is also excellent. 


FASTER HOISTING SPEEDS: 


35 ft. per minute. 


ALL-HYDRAULIC OPERATION: 
load hooks, power steering, hook swing operate on 
totally enclosed hydraulic systems—require practi- 
cally no maintenance. 


BuILpDING Propucts MERCHANDISER 
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CONCEALED SUSPENSION 
SYSTEM: springs in corner posts are protected 
from weather and abrasives; no Rocker arm to inter- 
fere with visibility. 


With the Series 81, you can pick up a load faster 
and take off faster than with any competitive 
machine. For fast, horizontal transportation of 
20,000 Ib. loads, the Series 81 is by far your best 
buy. Contact your local Clark-Ross dealer (listed 
under ““Trucks, Industrial” in the Yellow Pages), or 
send in the coupon for specifications. 


CLA 1 4 ROSS CARRIER DIVISION 


CLARK EQUIPMENT COMPANY 
Benton Harbor 40, Michigan 





EQUIPMENT 


Send specs on Series 81 


Name____ 





Firm 
Address 
| 











ee eee 


eee ee 
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*“CERTAINLY...we always Keep 
a good supply on hand’”’ 





Your trade knows the good results obtained with Trinity white 
cement. The raw materials are carefully selected—then 
manufactured with painstaking care. More than 200 tests for 
quality are made during each working day. 

Trinity white cement gives a brilliant white. When pigments are 
added it gives purer colors and tints. ft is a true portland cement 
that meets all Federal and ASTM specifications. It is continuowsly 
advertised to all architects, builders and contractors. 


Keep an adequate stock on hand! 


as white ® 
oe 


TUM 


plain or waterproofed Meets all Federal and A.$.T.M. specifications 


A Product of GENERAL PORTLAND CEMENT CO. + Chicago - Dallas + Chattanooga - Tampa - Los Angeles 
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THE ONE BIG NAME IS 
Alsyile 


THE ORIGINAL TRANSLUCENT FIBERGLAS PANELS 


The leader from Coast to 
Coast...in sales...in 
"> _ distribution...in dealer 
ae Zo support and profits... 
we Za, in advertising and 
> promotion...in quality! 


» 









Only one can be first in any field. 

In fiberglas panels, that one is Alsynite. 
It is the first name, the big name, 

the nationally-accepted premium quality 


brand. Isn’t that the one for you? 





























4 DEALERSHIPS STILL : 
° OPEN...ACT NOW! . 
° The Alsynite distribution system ° 
$ offers attractive protected rights to ° 
+ qualified firms. 4 
> une, /. * 4 
e Cale , We . 
P4 Y ° 
MAIL TODAY! 
* ALSYNITE COMPANY or AMERICA * 
& Dept.AL-B,4654 De Soto $t., San Diego 9, Calif. * 
Ps Send information on Alsynite ° 
a dealership. 4 
¢ Name ° 
GO i ite BO : ame > 
Alsynite “Silent Salesman” is Colorful, new counter display takes : Cee eam Obie ond Now Jersey Daren Race Cn. 3 
available to all dealers. little space, sells on sight. “Cece esesseeseeceeeeeeeeesseeeeee” 
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"SHOW-HOUSE” Aolects Paine 











SATURDAY EVENING POST 
September 11 Edition 


color nondA ° LIVING FOR YOUNG HOMEMAKERS 
{or Ap WM October Edition 
HOUSE BEAUTIFUL’S MAINTENANCE 


and BUILDING MANUAL 
(Fall and Winter Edition) 


j 


5,418,613 magazine subscribers . . . over 10,000,000 
readers ... will see Rezo doors featured and 
recommended by one of America’s top authorities 
on home planning. 


Here’s another “first” for Paine — Rezo doors 
selected and specified all through the SHOW- 
HOUSE model home. Dramatically presented 
in full color close-ups in three of the nation’s 
leading magazines . . . to pre-sell your 
customers on Rezo’s distinctive beauty 

and unrivalled quality. 


You can’t offer your customers a better door 
than Rezo — America’s finest hollow core 
flush door, Proven by nearly 7,000,000 
installatioas — backed hy over a century of 


, “A millwork craftsmanship. 
Paine Rezo Doors are 


light weight — easy to For full details, see your jobber or write: 
hang. Beautifully hand- 


matched hardwood face 
panels, Air-vented grid 
core, for year ‘round 
dimensional stability in 


» climate, assures « ' . 
lifetime of trouble-free LUMBER COMPANY, LTD. 


service, ESTABLISHED 1853 © OSHKOSH, WIS. 


(To obtain more data on advertised products see page 138) October 4, 1954. AMERICAN LUMRERMAN & 
















R 4 REFUND 
“te oF May 


$ Guaranteed by “ 
Good Housekeeping 


Ip 








4 NS 
ST AS ADVERTISED wert 





BUILDING 
MATERIALS 


NOW 


you can use the 


(ood Housekeeping Guaranty Seal 
to help boost your sales of 


Hintkote Building Materials 


The Good Housekeeping Guaranty Seal and The 
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Flintkote Company trademark have much in 
common: 


BOTH have been backing quality 
products for more than half a century. 


And now .. . these famous symbols have teamed 
up. Both testify to the quality of Flintkote 
Building Materials... products that regularly 
prove that their “extra years of service cost 
no more.” 


A series of Flintkote consumer advertisements 
are being presented to the 10,650,000 readers of 
Good Housekeeping ... readers who know how 


carefully this publication investigates the prod- 
ucts it guarantees with its well known Seal. 


Use the Seal as an additional help in selling 
Flintkote Roofing, Siding, and Insulation Board 
products. 


Ask your Flintkote representative for helpful 
promotion material featuring the alliance of 
Flintkote Building Materials and The Good 
Housekeeping Guaranty Seal. 


THE FLINTKOTE COMPANY, Building Materials 
Division, 30 Rockefeller Plaza, New 
York 20, N. Y. 


-FLINTKOTE =z opletr yeard of sewice 00d] ‘md more! 
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SOLID BRASS 


Knobs and Pulls 


No. 4496 — 11,” 


No. 4496 — 14," 


No. 4453 


No. 4496 — 11,” 
No. 4408 Backplate 


Brass Capped Hinges To Fit All Details 


Ne. 1543 
Butt Hinge 











ALUMINUM 


Knobs and Pulls 


No. 4482 
ALD — Ww" 


Salesmaker DB527 


No. 4482 ALD — 1)” 
No. 4408 ALD Backplate 


No. 1543 ALD 


For Lipped Doors Butt Hinge 





For Plywood Doors 


No. 4478 ALD 


ie — 9 


No. 4479 ALD 


Salesmaker DB525 


Aluminum Capped Hinges To Fit All Details 


No. 1544 ALD No. 1545 


For Lipped Doors 


NOW! More Cabinet Hardware by Stanley 
NEW! Solid Brass and Aluminum Lines 


Ask to see these new lines by Stanley 


Two matched sets in solid brass. . . 
one with concave knobs, one with con- 
vex knobs, both available in standard 


finishes. And an aluminum line. All 
are complete sets — yet they are short 
lines . . . minimum inventory. 

Look at this hardware. Examine the 
nifty salesmakers. Added Attraction: 
3 or 4 of these hook together as shown 
for the ultimate in space saving display. 
See your wholesaler today. Ask him 
about Stanley Cabinet Hardware. 

Want more information? Get all the 
details. Write The Stanley Works, 111 
Lake Street, New Britain, Conn. Ask 
for Cabinet Hardware Catalog F100. 


It’s new. It’s load- 

ed. It’s got all the 

facts you want... 

about, the Solid 

Brass and Alfumi- 

num lines, Ranch 

Craft, Rustic Iron, 

Chrome — and all 

the new Stanley Cabinet Hardware. If 
you don’t have your copy, write for it 
today. Then see your wholesaler, see 
Stanley Cabinet Hardware. You'll sell 
Stanley Cabinet Hardware. 


THE STANLEY WORKS © NEW BRITAIN, CONNECTICUT 
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Merchaniler \ SIANUEY 


Electric Tools 
For Builders 





H23 Builders Kit 


Router, plane and templet packed with 
cutter, bits, guides and arbor in distinc- 
tive metal carrying case — $135.00 List 
price. 












H70 Builders Saw 


7” builders saw 
cuts dressed 2” x 
4” at 45°. $77.50 

! List price. 


H33 Plane 
High-speed 


power plane. 
$69.50 List price. 


H45 Router 


The most versa- 
tile woodwork- 
ing powzr tool. 
$49.50 List 
price. 


For full details on these and other 
Stanley Handyman Electric Tools see 
your wholesaler, or write Stanley 
Electric Tools, 445 Myrtle Street, New 
Britain, Conn. 






A few of the 20 Christmas-boxed Specials 


“Yankee® Ratchet Screw Driver No. 
X133H Spiral ratchet screw driver 
for + ages driving and drawing. $2.98 
retail, 


8 ft. “Pull-Push” Rule No. X1208W 
Big black numbers on smooth white 
blade. $1.19 retail. 6 ft. at $.98 and 
10 ft. at $1.49 available. 


Screw Driver Set No. X3000M Kit 
of 5 useful drivers, different tips — 
plastic handles. $2.98 retail. 


Chisel Set No. X64 4 of the finest 
chisels made. Keen cutters in plastic 
case. $11.00 retail. 









Christmas Packaging 
For 20 Selected Items 


Seasonal Tops Fit Over Regular Boxes 
Trim, Mats, Stuffers Also Available 


TWO POPULAR, BIG-TICKET TOOL SETS 


... for Christmas Gift Leaders 





Tool Chest No. 971 

The “Do-It-Yourself” Set. 24 fine 
Stanley Tools and a Stanley 
Handyman %” Electric Drill Set. 
The big gift at $113.50 retail. 


Get full details on Stanley's Tools for 
Christmas Promotion. See your 
wholesaler or write Stanley Tools, 


Tool Chest No. 895 

A good buy. 28 Stanley Handyman 
tools in a handy metal cabinet. Per- 
fect for homeowner or boy car- 
penter — $57.00 retail. 


207 Elm Street, New Britain, Con- 
necticut. Ask for catalog page T181. 
It has all the information you want. 


HARDWARE @ TOOLS @ ELECTRIC TOOLS @ STEEL STRAPPING ©@ STEEL 
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DriHome Cepar SHAKES answer today’s de- 
mand for a natural product, plus cheery, friendly 
color schemes in home construction and mod- 
ernization. 

These are the factory colored shakes that have 
become the architects’ standard in many regions. 
And with good reason. 

DriHome Shakes are manufactured from the 
prime stands of cedar found along the Pacific 
slope of Canada. Each shake is individually 
squared to assure perfect fit, and striated to pro- 
vide a more beautiful appearance in use. They 
are then dipped in a high quality, linseed base 


*DriHome Shake Paint is also available in any 
of our 10 modern colors for use in coloring 


sidewall shakes, shingles or rough sawn lumber. 


Driteme Shakes are sold through retail lumber 
dealers only. Write us for information about 


mixed car shipments. 


28 (To obtain more data on advertised products see page 138) 





MAROON, CAMEO, SLATE GREY, CHOCOLATE, WHITE, RUST 


made from our own 
#1 Certigrade 
Red Cedar Shingles 


color coating, and slow-dried to make certain of 
completely uniform coverage. 


You may recommend DriHome Shakes with 
full confidence that no finer quality exists in the 
market. So take full advantage of the return to 
real wood exteriors..Show and sell genuine 
DriHome Shakes . .... the products that save so 
much in application, decoration and mainten- 
ance costs, give so much in utility and beauty. 


Deitfome 
SHAKES 


Product of CANADIAN FOREST PRODUCTS LTD. 
HUNTTING-MERRITT SHINGLE DIVISION 
9110 Milton Street +- Vancouver, B. C., Canada 
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With the superior soft texture of 





Arkanses Soft Pine 
ingrown by nature, manufacturing techniques 
and refinements applied by Fordyce 
| combine to turn out 
finished lumber products of 


surpassing quality. — 


From dimension to 
satin-like interior trim and 
mouldings, this quality is 
shipped to you in bright, 


double end-trimmed stock 


with trade and grade marks given extra eye and sales 


appeal through their protective coating of paraffin. 


To avoid the 


uncertainties of lumber anonymous... 
¥ 


f rf d 
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BUY BRANDS YoU KNOW! | 
FORDYCE LUMBER COMPANY 


FORDYCE, ARKANSAS 





Manufacturers of Branded Arkansas Soft Pine, Royal Oak Flooring, WOLMANIZED?’ treated lumbe 
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more profit with 
top quality ceilings of 
PLASTER... reinforced 


Yes. Profits go up when you sell quality ceil- 
ings of plaster, reinforced with Keymesh. 
You get the profit on Keymesh, as well as the 
regular profit on lath and plaster. 

Better yet, sell the 3 Keys to Stronger 
Plaster . . . Keymesh . . . Keycorner and 
Keybead. They’re easier to handle . . . easier 
to stock. They require less space in storage. 
Galvanized, they’re protected from rust. This 


expanding line of plastering products offers 
you valuable new profit opportunities. 

Your lathers and plasterers like them, too. 
They’re so easy to handle on the job. So 
easy to erect. And they give top quality re- 
sults. Every day, more and more architects 
and builders are accepting the 3 Keys to 
Stronger Plaster. Make sure you are tied in 
with this new development in building. 


3 KEYS TO STRONGER PLASTER 


Keymesh has been proved through the 
years as ao superior reinforcement for 
stucco. Now plasterers are recommending 
it for ceilings to incrense strength and 


protect against cracking. notes waste. 


Keycorner is preformed to fit accurately 
and snugly in corners and at wall and ceil- 
ing junctures. It also is ideal where strip 
lath is required ... doesn't rust... elimi- 


Keybead combines open-mesh reinforce- 
ment with a precision-formed bead. It 
assures a solid plaster corner, reinforced 
with a network of galvanized wire, pre- 
venting rust streaks. 


KEYSTONE STEEL & WIRE COMPANY 


Peoria 7, Illinois 


KEYMESH + KEYCORNER + KEYBEAD + KEYSTONE NAILS + KEYSTONE TIE WIRE 
KEYSTONE NON-CLIMBABLE FENCE + KEYSTONE ORNAMENTAL FENCE 

















New SKIL 


NEW 
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NEW 7-TOOL DISPLAY. Sound, solid, 
SKIL merchandising! This stopper 
features a complete assortment of fast 
est moving items. Compact, illumi- 
nated. FREE with purchase of fast- 
selling SKIL tool assortment! 


NEW 3-SAW DISPLAY. A hard-selling 
center of your builders’ hardware de. 
partment. Illuminated. Spotlights 
three SKIL Builders’ Saws and essen- 
tial blades. FREE with purchase of 
SKIL Saw assortment! 





21 FAST-SELLING 
SKIL POWER TOOLS 


Only SKIL gives you such a complete line...only SKIL * 
gives you 21 ways to make sales and profits. Only SKIL, SKIL Home Shop % 


; iWi—$24.95 wi " 
the leader in power tools, backs you up with the = $0 — SKIL Home Shop Belt SKIL Home Shop 6” Sand- 


merchandising helps to build your power tool business. gecred chuck. Sander—2 4" ...$79:50 er-Polisher, $43.95 
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to boost fall sales! 


Famous SKIL PORTABLE SAW plus TABLE UNIT 
gives you this unbeatable value leader! 


Every “do-it-yourself” home shop worker 
needs this great SKIL Saw and Table—two of 
the fastest selling items in the best known, 
best accepted, power tool line in the field! 


For dealers this combination guarantees 
HIGH unit sales with BIG profit margins. 
For users it provides a combination unit in- 
cluding (1) a portable saw, and (2) a sta- 





Another SKIL “scoop”! Combined 
with New Model 526 SKIL Saw, com- 
bination sells for $89.45. This sturdy 
SKIL Table becomes an accurate, tilt- 
ing arbor bench saw! Meets all saw- 
ing needs. Portable saw for custom- 
ers’ building or remodeling jobs; as a 
bench saw, for precision furniture or 
cabinet work! 








Reaching Millions and Millions of SKIL Prospects — 
Powerful Fall and Winter Advertising Support by SKIL! 
In SATURDAY EVENING POST, ARGOSY, OUTDOOR LIFE, POPULAR 
MECHANICS, MECHANIX ILLUSTRATED, FAMILY HANDYMAN — PLUS 
Free Ad Mats, Radio Scripts, Envelope Stuffers, Miniature Catalogs 








Made only by SKIL Corporation, formerly SKILSAW, Inc 


tionary tilting arbor bench saw. Appeals to 
budget buyers—only $49.50 for saw—$39.95 
for table—or $89.45 for both! 


Like all new SKIL products, they are 
backed by powerful advertising, full point- 
of-sale merchandising support and FREE 
display units to help you cash in fast! Send 
coupon now for all the facts! 





SKIL 


HOME TOOLS 
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SKIL Corporation, Dept. AL-104 
5033 Elston Avenue, Chicago 30, lilinois 


Please send me complete information on SKIL Home Shop Tools and the new 


FREE displays. 


Address 





City — State 
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* 5033 Elston Ave.. Chicago 30, IIlincis + 3601 Dundas St West, Toronto 9, Ontario + Factory Branches in All Leading Cities 
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How To Jump the “Slump” 
In Fall and Winter 
Sales This Year 


You can jump the seasonal “slump” in 
sales this Fall and Winter by catering to con- 
sumer customers. Home owners usually are 
busier in the Fall getting their houses ready 
for Winter. And Winter is the time for inte- 
rior improvements, especially among do-it- 
yourself home owners. How are you to get 
them into your yard?—HOME Maintenance 
& Improvement! 


It’s a full size magazine, of high quality 
and real beauty. Everything about it is de- 
signed to encourage readers to want to build 
onto, improve or maintain their property. It 
supplies essential home building information 
ie to do it, what to use and where to buy 
necessary materials, parts and tools. It’s the 
best salesman in print! 


HOME Maintenance & Improvement mag- 
azine service is available only to retail lumber 
and building products dealers. It was de- 
signed specifically to solve their local general 
advertising needs. And each dealer subscrib- 
ing to its service is protected from any 
duplication of names in his trading area. SEPT. OCT. Nav. DEC. JAN. FEB. = MAR, 


It’s inexpensive . . . the total price per copy 






































APR. 


HOME 


mailed is less than what it costs you to dic- 
tate and send a personal letter. And it’s 
simple to use. We imprint the name and 
address of your company prominently on the 
front cover of each copy you order. When 
your customers and prospects receive it, it 
bears your name, therefore—it’s your maga- 
zine! Then, we address and mail—paying 
the postage—to whomever you select. That’s 
all there is to it! 


The result, of course, is that readers inter- 
ested in something shown in the magazine 





are directed exclusively to you. You can’t 
miss! 


Is it tested? Over 1,500 retail lumber 
dealers had us mail over 410,000 copies of 
the big Summer 1954 issue to their customers 


and prospects. It’s the biggest and best thing 
of its kind! 


Like to examine a copy of HOME Mainte- 
nance & Improvement, without obligation? 
We will gladly send you a free sample copy, 


if you’ll inquire as indicated below. 


Die 


Maintenance & Improvement 


Service Manager, Room 2000E, 139 N. Clark St., Chicago 2, Illinois, FInancial 6-5380 


Another effective service developed for the retail lumber and building products dealer by American Lumberman and Building 


Products Merchandiser magazine. 
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WARE 
ALUMINUM WINDOWS 


offer you 3 big bonuses that 
save you time and assure 
customer satisfaction— 





1. DEPENDABLE DELIVERY 


through the Ware system of stragetically 

located warehouses in Houston, Atlanta, Chicago, 
and Newark— providing overnight service 

to most cities! 


FULL LINE 


to meet all your needs. Whether your next 
requirement is for a ten thousand window 
project or a single residence, there's surely a 
Ware Window that's exactly what you want. 


3. VALUE THAT’S PROVEN 


in thousands of installations from 

coast to coast... quality that’s backed by years 
of successful experience and maintained by 
the highest standards of manufacturing. 


Get all the profit-building details. Write Dept. L-10 


Econ O Ware 
Awning 


Intermediate 
Jalousie Econ O Wall 


Awning 


Ware Laboratories, Inc., 3700 N.W. 25th St., Elma cee 


Member of the Aluminum Window Manufacturers’ Association 
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Lights in Strand door optional 


Gell the STRAND Door as an APPLIANCE— 
not just as another “wall” of the garabe 


The public is “appliance-minded” these 
days. They are willing to pay good 
money for things that give ‘em better 
living—dish washers, deep freezes, tele- 
vision sets, washing machines, electric 
stoves, etc 


Well, a garage door is a working ap- 
pliance, too. It can irritate or it can 
satisfy, every time it is used. 


Some doors keep the home owner 
doors that swell, shrink, 
sag and splinter—aluminum doors that 
may dent easily—inferior steel 
that may get out of kilter 


sore—wood 


doors 


Personally, I'd pay double to get a 
STRAND All-Steel door. But, strangely, 
here's a case where the best costs less. 
Reason is, STRANDS are standardized 
and mass-produced in the biggest home 
door factory, and, also, they are more 
easily installed. 


They Add 
to Home Beauty, Too 


All modern ‘home “appliances” sell 
partly on beauty appeal. STRAND quali- 


GALVANNEALED « 
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fies here, too. They have smart, modern, 
horizontal-line styling. Also, you close 
‘em more, because they close easily, and 
that hides that ugly cavity which many 
garages present tothe street or neighbors. 




















Built Like a Bridge 


The enduring “easiness’’ of STRAND 
doors is due to their all-welded, all-steel 
bridge-like construction. Welded into 
one piece, the strong rear diagonal 
braces are welded to the door and to the 
deep, sturdy steel frame. 


STRAND doors are galvannealed with 
a thick, oven-baked coat of zinc armor. 
No prime coat needed. 


Quickly Installed—More Profit 


Your installation time is shorter with a 
STRAND because of 


l-piece construc- 


tion and factory-assembled hardware. 
And there are no costly call-backs. 


ee 
| 


For Today’s Wide Cars 
For only $5.50 more (factory list) you 
can give ‘em a 9’ STRAND door. (8 
door and 16’ double door also avail- 
able.) Receding or canopy types avail- 
able in 8’ or 9’ widths. 


7 
Easily Available 
STRAND doors have wide national dis- 


tribution, through 150 distributors and 
thousands of dealers. 


This Book Will Help You 


This 32-page book will make 
“ey : 


floor ‘slams, material lists, 
driveway sketches, etc 





OVERHEAD 





SEND IN THE COUPON 
ON THE OPPOSITE PAGE > 


you 12 smart designs and 


you a garage expert, and give 
Salty 
ED 
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ALABAMA 
BIRMINGHAM 
One-Der Frame Corp. 
MOBILE 
Underwood Builders Supply Co. 
MONTGOMERY 
Building Products, Inc. 


ARIZONA 
PHOENIX 
Arizona Sash, Door & Glass Company 
TUCSON 
Arizona Sash, Door & Glass Company 


ARKANSAS 
LITTLE R 


Fischer Lime & Cement 


CALIFORNIA 
FRESNO 
Building Material Distributors, Inc. 
Kendall-Addington Company 
Pacific Coast Aggregates, Inc. 
ELMHURST 
Pacific Coast Aggregates, Inc. 
OAKLAND 
Pacific Coast Aggregates, Inc 
Wholesale Building Supply 
SACRAMENTO 
Pacific Coast Aggregates, Inc. 
SAN FRANCISCO 
Pacific Coast Aggregates, Inc. 
SAN JOSE 
Building Material Distributors, 
Pacific Coast Aggregates, Inc. 
STOCKTON 
Building Material Distributors, 
Pacific Coast Aggregotes, inc. 
COLORADO 
DENVER 
C. A. Crosta, Inc. 
GRAND JUNCTION 
The Biggs-Kurtz Company 
CONNECTICUT 
Contact Detroit Steel Products Company 
District Office & Warehouse, New York 
DELAWARE 
DOVER 
Layton & Co. 
DISTRICT OF COLUMBIA 
WASHINGTON 
Central Building Supply, Inc. 


FLORIDA 
JACKSONVILLE 
Huttig Sash & Door Company, Inc. 
MIAMI 
Huttig Sash & Door Company, inc. 


GEORGIA 

ATLANTA 

Addison-Rudesal Company 
MACON 

Binswanger & Company, inc. 

McNair Lumber & Supply Company 
SAVANNAH 

Neal-Blun Company 


IDAHO 
BOISE 
Morrison-Merrill & Company 
POCATELLO 
Morrison-Merrill & Company 
TWIN FALLS 
Morrison-Merrill & Company 


ILLINOIS 

CHICAGO 

General Garage Door Co. of Ill, 

Reserve Supply Coop. Corp. of Chicago 
DANVILLE 

Material & Fuel Co. 
E. ST. LOUIS 

Cahokia Lumbermens Supply 
PEORIA 

Lucas Sales Division 
SPRINGFIELD 

Material Supply Co. 


INDIANA 


EVANSVILLE 
Indiana Wholesalers, ! nc. 


STRAND GARAGE DOOR DIVISION 


DETROIT STEEL PRODUCTS CO . 


DISTRICT OFFICES OF DETROIT STEEL PRODUCTS COMPANY 
Atlanta, Ga. « Boston, Mass. « Chicago, Ill. + Cincinnati, Ohio « Cleveland, Ohio + Houston 


+ New York City, N. Y. « Oakland, Calif 
Pittsburgh, Pa. « Son Francisco, Calif. + Seattle, Wash. + St. Louis, Mo. « Washington, D. C 


Texas « Los Angeles, Calif 
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FORT WAYNE 
international Lumber & Supply Co. 
INDIANAPOLIS 
Building Materials Service Division of 
Capita! Paper Company 
AMMOND 


Standard Equipment & Supply Corp. 
SOUTH BEND 
E. R. Newland Company, inc. 


1OWA 
CEDAR RAPIDS 
Harper—Mcintire 
OTTUMWA 
Harper-Mcintire 


V.ANSAS 
WICHITA 
Wichita Buliding Material Co., Inc, 


KENTUCKY 
LEXINGTON 


Midsouth Supply Co. 
LOUISVILLE 
Huttig Sash & Door Company, Inc. 
PADUCAH 

Paducah Sash & Door Comapny 


LOUISIANA 

ALEXANDRIA 

Davidson Sash & Door Company 
LAFAYETTE 
Davidson Sash & Door Company 
LAKE CHARLES 

Davidson Sash & Door Company 
MONROE 

Allen Millwork Manufacturing Company 
NEW GO«LEANS 

Cole Manufacturing Company 


New Orleans Sash & Door Company, inc. 


SHREVEPORT 


Allen Millwork Manufacturing C 


MAINE 


Contact Detroit Steel Products Company 
District Office & Warehouse, Boston 


MARYLAND 





pany 


BALTIMORE 
Central Building Supply, inc. 
MASSACHUSETTS 


Contact Detroit Stee! Products Company 
District Office & Warehouse, Boston 


MICHIGAN 

DETROIT 

Semmier Wholesale Co. 

Wimsatt Brothers 
GRAND RAPIDS 

Porter-Hadley Company 
KALAMAZOO 

Miller Sash & Door Company 
SAGINAW 

Saginaw Sash & Door Co. 


MINNESOTA 
ST. PAUL 
Stott Bidg. Supply 


MISSISSIPPI 
JACKSON 
Allen Builders’ Supply Company 
Jackson Sash & Door Company, Inc. 


MISSOURI 


JOPLIN 

Southwestern Sash & Door Co. 
KANSAS CITY 

Martin Material Company 
ST. LOUIS 

Bidg. Products Supply 
SPRINGFIELD 

Farm & Home Supply Company 


MONTANA 
BILLINGS 
Building Specialties Company 
NEBRASKA 


HASTINGS 
Hansen Building Specialties, Inc. 


2250 E. Grand Bivd 


_ STRAND JOBBER LIST 


NEVADA 
RENO 
Flanagan Warehouse Company 


NEW HAMPSHIRE 


Contact Detroit Steel Products Company 
District Office & Warehouse, Boston 


NEW JERSEY 
ELIZABETH 
Bildisco 


NEW MEXICO 


ALBUQUERQUE 
New Mexico Company 


NEW YORK 
BROOKLYN 


Herb Helmus Hardware Corp. 
BUFFALO 
Door Engineering Company 
LONG ISLAND 
Empire Millwork Corporation, Northern & 
Willet 81. Bivds, Corona 
Queen Door Co., South Ozone Park 


NORTH CAROLINA 


FAYETTEVILLE 
Binswanger & Company, inc. 
GREENSBORO 





y, inc. 


w Pp 


NORTH DAKOTA 


Contact Detroit Stee! Products Co. 
District Office, Chicago 


OHIO 

CINCINNATI 

Acme Sash & Door Company 
CLEVELAND 

District Office, Cleveland 
COLUMBUS 

Huttig Sash & Door Company, inc. 

Morris Door Company 
DAYTON 

Dayton Sash & Door Co. 
MUNROE FALLS 

Cueni Construction Company 
WARREN 

Ohio Glass & Sales Company 


OKLAHOMA 


Long-Bell Lumber Company 
OKLAHOMA CITY 
Long-Bell Lumber Company 
A 


General Sash and Door Co, 


OREGON 


PORTLAND 
C. E. Sand Plywood Company 


PENNSYLVANIA 


BRADFORD 
A. Miller & Sons Lumber Co 
PHILADELPHIA 
Contact Detroit Steel Products Company 
District Office & Warehouse, Philadelphia 
PITTSBURGH 
Contact Detroit Steel Products Company 
District Office & Warehouse, Pittsburgh 
SHEFFIELD 
McMillen Builders Supply Co. 


RHODE ISLAND 


Contact Detroit Stee! Products Co, 
District Office, Boston, Mass. 


SOUTH CAROLINA 


COLUMBIA 

Binswanger & Company, Inc. 
FLORENCE 

Binswanger & Company, inc. 
GREENVILLE 

Dealers Supply Co. 


Strand Garage Door Division 
Detrcit Steel Products Co. 

Dept. AL-10, 2244 E. Grand Bivd., 
Detroit 11, Michigan 


Please send 32-page booklet of Garage Plans and 
ideas. I'm enclosing 10¢ for postage and handling. 1 


Please send free Strand literature and free Garage 
Pion of the Month. () 


Detroit 11, Mich 


Nome 
Address 


City 


« Philadelphia, Pa 


SOUTH DAKOT 


Contact Detroit Stee! Products Co., Dis- 
trict Office & Warehouse, St. Louis, Mo. 


TENNESSEE 
KNOXVILLE 


Huttig Sash & Door Company, inc. 
Wilson- W eesner- Wilkinson Company 


Fischer Lime & Cement Company 
ASHVILLE 
Huttig Sash & Door Company, inc. 
Nashville Sash & Door Company 
TEXAS 
AMARILLO 
Long-Bell Lumber Company 
AU 
Davidson Sash & Door Company 


CANADIAN 
Senta Fe Sash & Door Company 
A 


LLAS 
Huttig Sash & Door Company, inc. 
EL PASO 
Booker- Walker Supply Company 
FORT WOR 
Texas Sash & Door Company 
TON 


Houston Sash & Door Company 
George C. Vaughan & Sons 
LUBBOCK 
Lubbock Sash & Door Company 
NEDERLAND 
George C. Vaughan & Sons 
SAN A 
George C. Vaughan & Sons 
s 
Sweetwater Sash & Door Company 
waco 
Stevens Sash & Door Company 
UTAH 
SALT LAKE CITY 
Morrison-Merrill & Company 
VERMONT 


Contact Detroit Steel Products Company 
District Office & Warehouse, Bo 


a) 
VIRGINIA 


ISTOL 

Bristol Steel & Iron Works 
DANVILLE 
aL ne Cc 


v » 7 





FOLK 
Eico Lumber Company, inc. 
R 
Bins: ger & C 
ROANOAKE 
Binswanger & Co. 


WASHINGTON 
SEA 


TTLE 
Paimer G. Lewis Co. 
ANE 





pany, Inc. 


Lumbermen’s Supply Corporation 
WENATCHEE 
E. T. Pybus Compony 
YAKIMA 
Aves Millwork Company, inc. 
WEST VIRGINIA 
CHARLESTON 
Oscar F. Henry Co. 
PARKERSBURG 
Parkersburg ice & Fuel 
WHEELING 
H. L. Seabright Co. 
WISCONSIN 
MILWAUKEE 
Jackson & Foster 
WYOMING 
Contact Strand Jobber in Denver, Colo- 


rado; Salt Lake City, Utah; or Billings 
Montana 


CANADA 
LONDON 


George H. Belton Lumber Co., Ltd. 
SARNIA 

Belton Lumber Company, Ltd. 
TORONTO 

Ontario Lumber & Suppl’ 
WINNIPEG 


Walter Wray, Utd. 


— ee eae ae ee ee 


State 


baw ew cs een enamancsinbemapanasunenrana 


(To obtain more data on advertised products see page 138) 


37 








“Takes less pressure 


for a clean, even cut!” 


says FRED HARRIS 
of Guy Smith Hardware, 
Richmond, Va. 


TRY THE 
‘“‘BLINDFOLD TEST” 
YOURSELF! 


Cut L-O-F first, last, or in-between 





the other brands. Run any kind of ; 4 ; : 
Young Fred Harris has cut a lot of glass. But L°’O’F’s 


“Blindfold Test” proved something new to him about 
glass-cutting. 


a cut you want. You'll see why you 
have fewer bad cuts, less waste 


and more profit with L-O-F. He made several cuts on four well-known brands of 


Call your nearest L-O-F Dis- single-strength glass. Each piece was marked only with 

, : a letter—-W, X, Y or Z. He picked ““<”’ every single time 
tributor. These local businessmen as the easiest to cut— and “Z”’ was L:O-F! Twenty-eight 
are listed under “Glass” in the out of thirty dealers who took this test picked L-O-F. 


yellow pages of phone books in “This certainly proves to me that L’O‘F is easiest to 
many principal cities. And send cut,”’ said Mr. Harris. “‘A nice light stroke does it, then 
for your free booklet— “For she snaps off clean and quick.” 
LO’F Window Glass is easiest to cut into big pieces 
Profits in Window Glass”. , é' ; ‘ : bi: 
Greater Pro little pieces, angled pieces, curved pieces. You can even 
Write Libbey-Owens:-Ford cut off narrow strips with a light, easy stroke. 
Glass Co., 608 Madison Ave., L:O-F cuts easiest because it is annealed more 
Toledo 3, Ohio slowly, more patiently. That makes it less brittle and 
; more “‘even’’ in structure—so it’s a safer buy for your 
customers, too. 
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-»- WOOD CONTINUES 


TO BE AMERICA’S 
FAVORITE 
BUILDING MATERIA! 


AND IT’S 
SOLD 


ONLY 





BY LUMBER 
DEALERS 





When the public wants lumber, it goes to 
a lumber yard...and usually buys other 
items, too. Stock nationally advertised 
West Coast Lumber... Douglas Fir, 

West Coast Hemlock, Western Red Cedar 
and Sitka Spruce. 


Send for folder describing free advertising and promotional material. 
West Coast Lumbermen's Assn., 1410 S.W. Morrison, Portland 5, Oregon 
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Whatever the job...suggest lumber first! 


WEST COAST 
LUMBER 


39 








(6 Oc ey, 
ns 


ince a 
NET BUILDING IN 


ow 
meee 


New Fiberglas Building Insulation ‘How to Promote 


Sales” portfolio tells you how to run a profitable Do-It-Yourself School! 


Your blueprint for the 1954 FIBERGLAS 
BUILDING INSULATION FALL PRO 
MOTION, this fact-filled portfolio, “How 
to Promote Sales,” tells you... 

1. How to set up and run a profitable do 
it-yourself school—with help from the 
new Fiberglas Building Insulation Do- 
it-yourself booklet which we furnish you 
to give to your customers! 

2. How to rack up record sales by pro 
moting Fiberglas Building Insulation 
(and all that goes with it!) through your 
local newspapers, radio and TV! 

3. How to turn lookers into buyers with 
colorful new Fiberglas Building Insula 
tion displays! Displays that tie you in 


fIBERGLAS 


*P\berglas @ the trade-mark (Reg. U.S. Pat. OF.) 
of Owens Corning Fiherglas Corporation 
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with four-color Fiberglas ads in national 
magazines—and with Dave Garroway’s 
popular NBC-TV show “Today”! 

If you don’t yet have a copy of this 
valuable portfolio, get one quick—and 
let the powerful new FIBERGLAS BUILD- 
ING INSULATION FALL PROMOTION 
spearhead your sales to the multi-million 
dollar do-it-yourself market. 

Just call your jobber salesman or write 
to one of the distributors below. And 
make sure you’ve got enough high-effh- 
ciency, easy-to-install Fiberglas Build- 
ing Insulation in stock to meet the rush! 
Owens-Corning Fiberglas Corp., Dept. 
64-]-4, Toledo 1, Ohio. 


beller Homes 


= 3 nf - uM = 
GARROWAY ON TV and ads in top magazines 
like Saturday Evening Post, Better Homes and 
Gardens, Farm Journal, Popular Science, Pop- 
ular Mechanics! They’re working for you 
helping you sell the great new do-it-yourself 
market—when you tie in with the 1954 FIBER- 
GLAS INSULATION FALL PROMOTION! 


FIBERGLAS BUILDING INSULATIONS ARE DISTRIBUTED NATIONALLY BY: 


: IMSULITE : noe 


ARMSTRONG 
CORK CO 
Lancaster, Pa 


CERTAIN. TEED 
PRODUCTS CORP 
Ardmore, Pa 


THE FLINTKOTE 
COMPANY 
New York, N.Y 


MINNESOTA AND 
ONTARIO PAPER CO 
Minneapolis 2, Minn 


\ 


a RUBEROID 


THE RUBEROID 


KELLEY ISLAND 
COMPANY 


co., 
Cleveland, Ohio New York, N.Y. 
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PUSH PLASTIC PIPE 
FOR FARM WATER SYSTEMS 
BUT MAKE SURE IT’S 


ClearStream PressuRated 








Surveys show the average 
farm needs 1,000 to 1,500 
feet of cold water lines. 











Are you overlooking the big pipe line to profit? Packaged ln 100-0, colle in mew pele: 
Don’t stop with pump pipe... SELL "EMA sizes for easy handling. Longer unboxed coils also. 
SYSTEM! Push plastic pipe for every cold water 


farm use . . . in barns, milkhouses, henhouses, 

stock pens, gardens, garage, lawns. Protected with name, size and pressure 
Get into this rich farm market all the rating stamped on every length. Plainly marked 

way ... but stick to quality. That means Yardley _— every 10 feet for easy measuring. 

ClearStream because it's... 


PressuRated with a pipe for every job Pre-sold as the leading line through con- 


... 75 Ibs. for farms . . . 100 Ibs. or 125 Ibs. for sistent advertising in scores of farm and trade 
city lines, golf courses, cemeteries. papers. 


For Pump Pipe, insist on Twin-du-it for jets, Sub-du-it for submersibles. 


SION YARDLEY PLASTICS COMPANY e@ 142 PARSONS AVE., COLUMBUS 15, OHIO 
2 S]P 3% In Canada: DAYMOND CO., Ltd., Chatham, Ontario 
or.05 Export Sales: F. & J. MEYER, 115 Broad St., New York 4, U.S.A. 
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Look 


New. complet, Mead 


“Dutch Boy’ Nalkyd 


With all colors pre-planned to harmonize, 
this modern, odorless flat wall paint 
is a big-volume profit-maker for sure! 


It’s got everything paint 

buyers now want — every- 
thing. That’s why new, completely new, “Dutch 
Boy” WONSOVER is bound to be a big-volume 
profit-maker. 


It’s a Nalkyd flat wall paint —last word in 
modern finishes — made from special “Nalcolyn” 
resins, exclusively “Dutch Boy.” 


It’s odorless, fast-drying, washable. 


It’s easy to use. “As foolproof as paint can be,” 
people say. And one coat of WONSOVER covers 
most surfaces with a rich, smooth finish. 


On top of this, all colors are pre-planned for 


(To obtain more data on advertised products see page 138) 


harmony. Every hue on the WONSOVER color 
card is a proved popular favorite. 


What’s more, every WONSOVER color goes with 
every other color in the line. Your customers get 
pre-planned harmony from wall to wall, room to 
room — something new and entirely different in 
a ready-mixed, ready-to-use wall paint. 


To sum up: new “Dutch Boy” Nalkyd 
WONSOVER has everything your customers want 
—everything you want — in a flat wall paint. Call 
or write our nearest office, and get full details on 
WONSOVER colors, WONSOVER prices, WONSOVER 
national advertising, WONSOVER merchandising 
helps. 
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Pennsylvania Dealer 
rings up 
400% Sales Increase 


“In just two early months of this year,” says Mr. 
Bill Spencer, Spencer Paint & Glass Company, 
New Castle, Pa., “we bought 1,030 gallons of new 
WONSOVER and matching satin gloss colors, and 
believe me we sell it all. Our sales are 400% above ; oo tb eer ein ob mae ew 
last year’s.” 








eae ” NATIONAL LEAD COMPANY (Addcess nearest office) 
For a quick “once-over” of —_ Gentlemen: 


. . . I I want a quick “once-over” of this new, big-volume profit- 
WONSOVER, just mail this coupon bd maker of yours. Please rush me full information and tell me if 
* > there is a “Dutch Boy” dealer franchise available in my area. 


Name_______ ae 


NATIONAL LEAD COMPANY: New York 6; 
Atlanta; Buffalo 3; Chicago 80; Cincinnati 3; 
Cleveland 13; Dallas 2; Philadelphia 25; Pitts Address 
burgh 12; St. Louis 1; San Francisco 10; Boston 6 , 
(National Lead Co. of Mass. ). 


Store 





#Reg. U. 8S. Pat, OF 


City 





es 
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Short Cuts to Steady Profits! 


SHORT LENGTHS OF MASONITE PRESDWOOD 
BUILD MORE “DO-IT-YOURSELF” BUSINESS! 


Are you getting the full potential out of Profit Panels of 
Presdwood"? 

There’s a growing and consistent market for handy sizes 
of this famous all wood hardboard—from the youngster 
building a birdhouse to homemakers who need “just a 
little more’’ to finish the kitchen cabinets. Farmers, fac- 
tory people, storekeepers, as well as your steady trade will 
find it easy to drop in, if you make it easy for them to buy. 

You can stock al) regular thicknesses of Standard 
Presdwood, Tempered Presdwood, Leatherwood® and 
*"Peg-Boord” Reg. 1. M. U. S. Pot. Off, B. B. Butler Mfg., Co., Inc. 


PRESDWO 


Tempered Duolux® in 4-foot widths, and handy lengths 
from 1 foot to 4 feet. They can be included in your next 
pool car order! Get in touch with your Masonite repre- 
sentative now! 

Make Masonite short panels your traffic stopper 
by displaying them prominently in your showroom. Make 
it convenient for your customers to see and select their 
handyman requirements. Ask your Masonite Representa- 
tive about the new Peg-Board* point-of-sale displayer and 
other Masonite helps on “short cuts to steady profits.” 


NATURALLY STRONGER WITH LIGNIN 


o|MASONITE™ 


WOOp mane BETTER 


(To obtain more data on advertised products see page 138) 


CORPORATION 


Dept. AL-104, Box 777, Chicago 90, Ill. 
“Masonite signifies that Masonite ¢ porot the source of the pr 


duct 
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Truscon Series 138 is the largest selling 
window of its type in the world. Especially 
popular in residential, light cial 
and institutional, and apartment con- 
struction, with and without sill vent. 





In Truscon Series 138 Windows... 
STEEL’S STRUCTURAL STRENGTH 


KEEPS SASH SECTIONS SLIM 


All-steel construction is the big reason why Truscon Series 138 
Double-Hung Windows give you so many advantages to sell. 

Steel is structurally strong. Stronger than other window materials. 
Steel sash members can beattractively slim, trim, graceful, free from bulk. 
Steel is dimensionally stable. Steel windows can’t shrink, warp, swell. 
Temperature and humidity conditions have virtually no effect upon 
them. They fit right, stay right, whatever the weather. 

Steel is durable. It can’t rot, resists damage. Steel windows can be 
expected to serve the life of the building. 

Steel is easy to fabricate. This means mass production economies 
and standards. 

In Truscon Series 138 Windows, you sell all these features. And 
more. Factory-installed stainless steel weatherstripping. Stainless 
steel motor tape balances. Electro-galvanized, Bonderized surfaces 
with baked enamel coat. Wide choice of sizes and styles, including 
sill vents, picture window units. Ease of installation. Finest hardware. 
Builder confidence and acceptance. 

Your customers want to look through windows, not at them. Sell 
Truscon Series 138 wily eg iy Steel Windows, with slim sash 
section. Write Truscon for more details. Truscon helps dealers sell. 


Truscon Series 138 Windows with sill vent are used 
throughout Barney Convalescent Hospital, Dayton, 
Ohio. Lorenz and Williams, architects; Maxon Con- 
struction Company, contractor. 


TRUSCON® 


TRUSCON STEEL DIVISION 
REPUBLIC STEEL 


1058 ALBERT STREET e# YOUNGSTOWN 1, OHIO 
EXPORT DEPT.: CHRYSLER BLDG., NEW YORK 17, N.Y. 
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ANOTHER WAY YOU SAVE WITH FORD TRIPLE ECONOMY 


New Ford F-100 Pickup has big 45-cu. ft. box. Highest total axle capacity in its class. Two 
new Low-FRICTION engines . . . the 130-h.p. Power King V-8 and 115-h.p. Cost Clipper Six. 


New driver comfort cuts trucking costs! 


Helping the driver do a better 
job saves money by saving valu- 
able truck time. What’s more, 
driver comfort is an incentive for 
safety and for better vehicle care 
that prolongs truck life, cuts 
maintenance costs. 


Only a Ford Truck gives you 
full benefit of these savings. For ‘ 
only Ford has the Driverized Cab, Automatic Shift! Fordomatic Drive saves 
most comfortable of truck cabs, time in stop-go work, cushions drive line, 
with its time-saving controls. For cuts maintenance needs. Low extra cost. 
complete information, see your 
Ford Dealer, or write: Ford Divi- 
sion, Ford Motor Co., Dept. T-24, 
Box 658, Dear’sorn, Mich. 


Deluxe Cab shown, extra cout 


New Driverized Cabs cu: fatigue! SAVE WITH ALL THREE! 


Big, curved, one-piece windshield fer : . ! 

better visibility. Exclusive Ford seat 1. Gas-Saving Power! 

shock snubbers to level the ride. New 2. Driver-Saving Ease! 

non-sag springs. New free-breathing er \ once 

woven plastic upholstery that lasts 3. MoneySaving Capacities! . — 

longer, gives year-around comfort. And... ee ee ee 
Ford Trucks last longer, too! to stop won't break an ordinary light bulb. 


Bar oa FORD 78/6 Economy TRUCKS 
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SELL MOR 


with these attractive new displays for ‘‘ Scotch’’ 
Brand tapes featured by Arthur Godfrey on 


CBS-TV and Radio. 


DEAL H-2. Colorful wood cabinet displaying 36 
assorted rolls “Scotch’’ Brand Masking Tape in 
the new dispenser package. Plus 12 rolls of the 
popular 14%" width. 


“SCOTCH” CELLOPHANE TAPE in 7 sizes. Catalog 
Nos. 167, 157, 144, 135, 134, with handy utility 
dispensers: Nos. 176, 175, econorny refill sizes. 


“SCOTCH” FREEZER TAPE in the new dispenser 
package, 12 rolls per display. Two roll sizes: 
Catalog Nos. 180, 178. 


“SCOTCH” 33 PLASTIC TAPE-—Super-tough and 
stretchy for hundreds of home repairs. In space- 
saving displays that hold 12-4” x 150” rolls. 


Order from your wholesaler today ! 


Made in U.S.A. by Minnesota Mining and Manufacturing Company. General Offices: St. Paul 6, Minnesota. In 
Canada: London, Ont., Can. Export: 122 E. 42nd St., New York City, Makers of “Scotch” Pressure-Sensitive Tapes, 


“Scotch” Brand Magnetic Tape, “3M" Adhesives, “Underseal” Rubberized Coating, “Scotchiite” Reflective Sheet- Pre ssSU re- Se ns if ive 
ing, “Safety- Walk” Non-slip Surfacing. 


Tapes 


BUILDING Propucts MERCHANDISER (To obtain more data on advertised products see page 138) 





1” * Seat ee 


Compliment the 


This splendid house has been given added beauty 
and distinction with a roof of “‘Century”’ No. 5 
Green Asbestos Shingles. It is the residence of 
Mr. J. L. Heinl, 2616 Edge Hill Road, Ottawa 
Hills, Toledo, Ohio. Mr. Heinl is President of 
Heinl’s Greenhouse, Toledo, and also President 
of the Plant of the Month Club. 


For any roofing need—from the most modest to 
the most elaborate home—**Century” Shingles 
are the outstanding choice. Because they are made 
from asbestos fiber and portland cement, they 


KEASBEY & MATTISON company. Amsler + PENNSYLVANIA 


America's first maker of asbestos-cement shingles 


(To obtain more data on advertised products see page 138) 


Mr. Allen Dean, one of Toledo’s outstanding builders, built this and 
other prominent homes in Ottawa Hills, Toledo's fine residential area. 


‘“‘CENTURY:’ Asbestos-Cement Roofing Shingles 


Finest Homes! 


won't burn, rot, or corrode. They are long-lived, 
dependable and never need protective paint. 


A house roofed with “‘Century” Shingles all but 
speaks for itself. Buyers can’t help but be im- 
pressed by the beauty, durability, economy, and 
freedom from maintenance that such a 
provides. 


roof 


Are you profiting from these easy-to-sell, nation- 
ally advertised shingles? Write for information 
today on the complete “Century” line of colorful, 
top-quality roofing and siding shingles! 


(M 


‘in asbe2 


® 
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WHAT WILL THE LUMBER INDUSTRY LOOK LIKE IN 1975? 





For Higher Profits 


These are nearly always 
present in better than av- 
erage net profit operations: 


1. 


Maximum consumer 
traffic 

Point-of-sale efficien- 
cy 

Control of the pack- 
age sale 

Profitable contractor 
relations 

Complete machinery 
for one-stop service 
Profitable pricing of 
every service 

Profits on labor and 
outside materials 
Intensified install- 
ment selling 
Thorough personnel 
training 

A professional ap- 
proach to manage- 
ment 


Producers, distributors and fabricators of lumber and wood products, who 
expect to make their livelihood from forest products in the coming decades, will 
find the study “America’s Demand for Wood, 1929 to 1975” must reading. 


Launched more than a year ago, the study was conducted and developed 
by a group of research scientists and economists under the direction of A. Ken- 
neth Beggs of the Stanford Research Institute. 


The primary objective of this study was to develop the probable demand 
for all forest products from now until 1975 and the volume of wood that would 
have to be delivered to mills to keep these demands. 


While, with laudable modesty, the Weyerhaeuser Timber Co. points out that 
long term projections often deviate from precise accuracy, your editor is con- 
vinced that the study is comprehensive, realistic and soundly reasoned. 


The report specifically stipulates that the findings are those of Stanford 
Research Institute and not of the Weyerhaeuser Timber Co. 


However, the company stresses these apparent facts in releasing the report: 


1. Bigger markets (for wood products) lie ahead, as a result of the expected 
growth in size and activity of the United States economy. 


No part of the various forest-products industries has been immune from 
inroads by competing materials, and this competition from other products 
will probably grow increasingly keen as time goes on. 


The various forest industries are already alert, and will be increasingly 
alert, to the possibilities of improved forestry and logging practices and 
new technical developments for harvesting the whole forest crop and 
for using all the material that comes to the mills from that crop. 


As competition and technical developments proceed, more and more 
wood products will be made with relatively less drain on the forests, 
so that available timber supplies will stretch much farther than would 
have seemed possible in the past. 


Elsewhere in this issue* the summary conclusions of the Institute are re- 
ported. 


Because the lumber and building products merchant inevitably will have 
a dominant part in the distribution of forest products to construction markets 
(and to some extent to local industrial markets) dealers are urged to take 
advantage of the generous offer of the Weyerhaeuser Timber Co., Tacoma, 
Wash., to supply gratis copies of the complete report. 


It is our belief that you will find this report excellent source material in the 
coming years. 


*Page 50. 
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FUTURE 


for Wood in America 


In the summer of 1953, Weyer- 
haeuser Timber Co. retained the 
Stanford Research Institute, an 
affiliate of Stanford University, to 
study and report on the probable 
demand for all forest products from 
now to 1975. It soon became appar- 
ent that all companies producing 
forest products as well as whole- 
salers and dealers would be inter- 
ested in the exhaustive study. In 
making this report available Weyer- 
haeuser comments that long-range 
projections must be studied criti- 


cally and periodically reviewed but 
they are “convinced that Stanford 
Research Institute has come up with 
a soundly reasoned analysis.” 

The research is based on the gen- 
eral assumptions that there will be 
no all-out war during the period but 
a high level of military prepared- 
ness. Also no radical advances in 
technology and a greater degree of 
stability in business cycles accom- 
panied by high, but not full employ- 
ment. 





higher living standards by 1975. 


high levels on imports. 


board and insulating board. 


ae 








Highlights of the Report in Brief 


NATIONAL ECONOMY: More population, technical advances and 


CONSTRUCTION: Huge increases, especially residential building, 
where 1,945,000 units yearly, are forecast for 1975. 


LUMBER OUTPUT: Production will increase only moderately by 1975. 
The total increase for all timber will be about 14°/, between 1952 and 
1975. Sawtirnber will increase only about 3.4°/, between 1952 and 1975. 


LUMBER MARKETS: Higher production costs, relative to competing 


materials, although less rapidly than in the past, will lose lumber more 
of its markets. 


LUMBER'S FUTURE: Despite higher lumber prices there should be a 
market for all the lumber produced in the United States, plus moderate 


OTHER FOREST PRODUCTS: Major increases are expected in pro- 
duction of pulp, paper and paperboard, plywood and veneer, and hard- 
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The future of all forest products 
is irrevocably tied to the economic 
growth of the United States as a 
whole. In anticipating a lively 
economy for generations the indi- 
viduals preparing this report stud- 
ied authentic government statis- 
tics and then projected estimates 
for the future, tempered by experi- 
ence in the industry and common 
sense. 

For example, in estimating pop- 
ulation at 212 million by 1975, the 
Institute predicts a slow and uni- 
form decline in the birthrate from 
1946 levels. A decline in the death 
rate from 17.2 deaths per thousand 
population in 1900 to 8.8 in 1975 
has been considered. 

Or again, the estimated gross 
national product in 1975 is es- 
timated to be $586 billion, up 
sharply from $348 billion in 1952. 
Disposable income, the money in- 
dividuals have to spend, will prob- 
ably go from $224 billion in 1952 
to $367 billion in 1975. 

Shorter working hours — from 
41.7 weekly in 1952 to about 37.1 
hours in 1975 are anticipated, sug- 
gesting that’ the do-it-yourself 
trend will continue because people 
will -have more free time. (See 
Chart 1.) 

Wood’s Markets 

By 1975, three basic forest prod- 
ucts — lumber, pulpwood and ply- 
wood—are expected to take 90% 
of all wood requirements, includ- 
ing all sizes and grades and 95% 
of the sawlog-size wood. Construc- 
tion, shipping containers and man- 
ufactured products will continue 
to be the major markets for forest 
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mares Don't let Specialty Dealers get 


building and selling storm 


oetooes the BIG PROFITS 


years, so | know from ex 


perience what a good 


Soe you should be getting 


fers you.”’ 


aids -WAY en, ae 
EXTRA BIG PROFITS 


on Combination Storm Windows and Doors... 
A big Ready-To-Tap Market right in your own community 


MARK-UP WHEN you DEAI 


ee ” 0- re ny j tomers W , THE BIG 
Virsreu the “hot 0 ' bled stor 3 yOU MAKE ALL O 


IT- YOURSEL Marke! 7 ke mht 
K yp 10 180% MARK -uP 


assem 


DIRECT with our FACTORY 
“sells he rape | 


, s you handsome 
aive 


petition 


profit 


Sell local home owners, contrac- 
tors and builders at rock-bottom 
price—and still make good profit 


@ A complete line —all sizes of Combination Storm and 
Screen Windows and Doors 


In either Aluminum or Redwood 





Time-proven design—high quality in every detail Don't be satisfied with 40% 


Each unit individually packaged make 


Need only minimum inventory — fast delivery 50% TO 70% MARGIN 
If you prefer, sell from sample, ordering as needed — er ae 


using ‘‘time-saver'’ order form we supply If you want a new profit source 
Price is net to you, F.O.B. Columbus. All shipments COD 
(another way we save on paper work—a savings we pass 


on to you) ot WRITE OR WIRE NOW 


Our manufacturing facilities are up-to-the-minute--D & B 


will tell of our financial soundness TODAY | 
e 


BUCKEYE SCREEN & WEATHERSTRIP CO. 
1388 S. 22nd St., Columbus 6, Ohio 


Please rush us information on your 3-Way Sales Plan. 


. you'll want our full story 





We're looking for a few aggressive 
Your Cost as Low as - 


$6.65 For Window 


dealers who would like to make 


some extra profit on a market that's 
You Can Retail For really ‘‘hot"’ 


$15.95 


FIRM 
STREET 


ciTY 


Buckeye Screen & Weatherstrip Co. 
1388 S. 22nd St., Columbus 6, Ohio 


NAME 


Burtpine Propucts MgrcHANDISER (To obtain more data on advertised products see page 138) 











Chart 1. Growth of the U. S. Economy 


Labor Weekly Prod. per Gross Nat. Disposable 
Income 


Year Population Force 


Hours Man Hour Product 





1952 157 67.4 41.7 2.64 348 224 


1960 176 72.3 40.1 3.01 412 268 


1965 187 77.6 3.24 465 298 


1970 199 83.9 3.46 333 











1975 212 90.7 37.1 3.65 586 367 


Source: Actual (1952) Government figures: Projections Stanford Re- 
search Institute. 

















FUTURE OF WOOD 


(begins on page 50) 





products. Because you are inter- 
ested specifically in the use of lum- 
ber for building this series will 
Conentaeee entirely on this mar- 
et. 

Residential Building 


Housing starts accurately mir- 
ror future consumption of lumber. 
The projections reported antici- 
pate population growth and sus- 
tained income. The projections on 
the farm are especially interest- 
ing. It is anticipated that there 
will be fewer farms, but that each 
individual unit will be larger and 
with more dwelling units. The 


projection is as follows: 
Nonfarm Farm 
1,320,000 85,000 
1,470,000 85,000 
1,650,000 85,000 1,735,000 
1,860,000 85,000 1,945,000 


Replacement of existing homes 
is expected to account for a grow- 
ing portion of the above projected 
yearly housing starts. The esti- 
mate ranges from 500,000 in the 
late fifties to around 700,000 in 
1975. (See Chart 2 for dollar value 
of construction.) 


Higher Lumber Prices 


Keeping the price of sawlogs 
down is the industry’s number one 
problem. In the future there is 
nothing to suggest anything but 
increased costs because stumpage 


Total 
1,405,000 
1,555,000 


1960 
1965 
1970 
1975 


will be more expensive, remote 
areas must now be logged and dis- 
tribution expense will continue 
upward. Lumber demand would 
jump if the price relationship to 
competing materials stayed put. 
Actually, lumber prices are ex- 
pected to climb further and rise 
more rapidly than competitive ma- 
terials. 
Lumber Production 


Lumber production will rise 
only moderately through 1975. In 
that year output should reach 41 
billion board feet compared to 38.2 
billion board feet in 1952. (See 
Charts 3 and 4 for production and 
consumption estimates.) 

The outlook for the next 20 
years is influenced by the fact that 
two-thirds of the present saw tim- 
ber is cut in the west. If the year 





Nonfarm 
Year 


Schools 


Chart 2. New Construction Expenditures 


(Billions of 1952 Dollars) 
Other Non- 


Residential Total Non- 
Residential Industrial Hospitals Highways Military (Inc. farm) Residential 


Percent 
Increase 
from 1952 


Total 
New Bldg. 





1952 11.8 9.0 


1960 13.6 8.0 


1965 15.0 8.7 


1970 17.7 9.8 








2.7 2.9 14 4.5 


3.2 3.4 0.7 6.4 


4.1 3.7 0.6 7.7 


4.7 4.6 0.6 8.7 


Sources: Actual (1952) U. S. Dept. of Commerce; Projections Stanford Research Institute. 
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Chart 3. Estimated Domestic Lumber 
by Region and Species 


1952 - 1975 
(Billions of Board Feet) 
19521960 


40.7 
1.0 
0.8 


38.9 





Production 


eo 
~ 
ur 


1965 


41.4 
0.4 
1.0 


40.0 
31.7 


U. S. Consumption 
Net Imports 
Reused Lumber 


U. S. Production 
Softwoods 


ws wil 


QO WN ON=— —N; 
Rin WOW NON WMO ANS 


Hardwoods < : 8.3 


East ‘ : 5. 

Softwoods , . 2. 
3 
4 


Hardwoods . } ; 
South : ; | 

Softwoods 

Hardwoods 
West 


Softwoods x 20.8 
Hardwoods . ; | 


5.0 


NN 


Source: Stanford Research Institute. 


Note: Detail may not add to total, due to rounding. 











2000 was projected, the fact that 


the area east of the Rockies con- 
tained three-fourths of the forests 
and four-fifths of the population, 
would serve to temper the impor- 
tance of the west over the longer 
period. 

Foreign countries and Alaska 
are suggested as other sources for 
lumber. They could solve the tim- 
ber industry’s short term demand 
if the prices were right. Actually 
little inter-exchange of timber is 
anticipated. Europe needs its own 
timber and Sweden, Finland and 
possibly the USSR will supply most 
of the materials required. Ship- 
ments from Alaska are too expen- 
sive and the species available are 
mostly useful for pulping. 


Insulation Board, Hardboard 

The prices of insulation boards 
and hardboards are expected to 
drop in relation to competitive ma- 
terials. Two hardboard plants 
went into production in 1953 and 
six more are expected to begin 
operations before the end of 1954. 
Recent hardboard developments 
center around use of mill resid- 
uals, defective timber and species 
for which other uses do not exist. 

The swing towards building 
boards can provide new capacity 
before market growth. If this oc- 
curs a major price drop could re- 
sult. If this happens building 
boards could be highly competi- 
tive price-wise. 


Progress in Plywood 

Softwood plywood will probably 
rise in price, but not as rapidly as 
hardboard. It is expected that the 
price increase will be relatively 
less than that for lumber. In soft- 
wood plywood the use of new face 
veneers and improved patching 
ochaiques will broaden the supply 
Jase. 


In the Next Issue 


Lost markets for lumber will be 
discussed in the second install- 
ment of this feature on wood in 
America. It will tell you specifi- 
cally WHY and where lumber has 
lost ground and it will describe 
the picture for the years ahead. 





Chart 4. Total Consumption 


Year Foundation Floors Ceilings 


1950 - 1975 


Roofs 





1950 
1953 
1960 
1965 
1970 
1975 


1,086 
895 
828 
762 


2,540 
1,970 
1,799 
1,590 
682 1,410 776 
610 1,240 769 


| Source: Stanford Research Institute. 


759 
793 
785 
776 





2,600 
2,400 
2,339 
2,310 
2,230 
2,200 


Exterior 


Walls 


of Lumber per Dwelling Unit in Board Feet 


Interior 
Walls 


Millwork Total 





1,748 
1,598 
1,423 
1,420 
1,340 
1,262 


1,518 
1,529 
1,513 
1,534 
1,520 
1,505 


1,050 
930 
860 
815 
760 
715 


11,717 
10,520 
9,952 
9,612 
9,123 
8,706 
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New wood from 


New Guinea 
UNIQUE PATTERN- 


decorative initiorm 


brings ; PERFECT FACE— 


oO joint yatche 


STRUCTURALLY STRONG— 


; ore voids, shim 
New Profit | ) —— 


ATTRACTIVE PRICE— 


prompt delivery 


for YOu i | ALSO AVAILABLE-— 


Tmliiamurtio 




















= PERFECT ‘fa 
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NEW GLAMOR 


People are intrigued by this romantic 
wood, wrested from its Stone Age habitat 
by a modern mechanical miracle! 





NEW EYE-APPEAL >prvr 


walls, cabinets or furniture, Klinkii appeals to the most 
sophisticated taste...compliments any application! 


mM 




















N EW ECO N @] M Attractively priced and 


saves dramatically in work. Fine furniture finish, for example, in half the 
usual coats! 


FIDDES-MOORE & CO. 


400 W. Madison St. Chicago 6 


NOW 


WHILE IT'S STILL NEWS 


Rush me details on KLINKII, the perfect plywood. 


- SHOW YOUR PROSPECTS 


AL/NAT/ 
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INEXPENSIVE HOME REPAIRS and improveme 


nts are featured on the Badger Lumber Company show. Free literature 
and plans bring viewers into the salesrooms. 


Don Forbes is the handyman at work. 


TV Show Aids Do-It-Yourself People 


Kansas City dealer 


says 15-minute weekly pro- 


duction helps sell materials 
and also builds good will. 


Badger Lumber Company’s how- 
to-do-it television show, keved to 
the interests of each member of 
the family, has become one of 
Kansas City’s highest-rated, local- 
ly-produced programs. 

Telecast every Thursday night, 
9 to 9:15 over Channel 5, Badger 
Lumber Company’s “How-To-Do- 
It-Shop” has the distinction of be- 
ing the first live show of its type 
to be televised in the Kansas City 
area. The show centers entirely 
on the fix-it, make-it market. 


A. T. Seaver, president of the 
company, describes the show as 
an integral part of the company’s 
vigorous campaign to capitalize 
on the big do-it-yourself field. 


Tips for Homeowners 


The show is built around simple 
and inexpensive tips designed to 
save the homeowner time and 
money on home repair and im- 
provements. Subjects include how 
to build furniture, how to install 
shelf and closet space and how to 
select the lumber for these jobs. 


BILLY BADGER is the Badger trademark, which opens and The approach is casual, direct and 
closes the Badger show each week. factual. 
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The fast-moving 15-minute pro- 
gram is paced by Don Forbes, 
handyman, who leads his audi- 
ences informally step-by-step 
through various home projects. 


An avid handyman, himself, 
Forbes has a complete basement 
workshop. Charles Fry, Badger 
advertising director, coordinates 
the show. Bill Badger, the com- 
pany’s trade-mark and symbol, 
opens and locks up the shop each 
week. 


The 9 p.m. spot was chosen be- 
cause it is regarded as peak listen- 
ing time. 

A large variety of items are 
stressed to make the appeal as 
broad as possible. The first pro- 
gram showed the step-by-step 
process of building a chaise 
lounge. How-to-build a picnic table 
was the theme of the second show. 
Next came a three-part show de- 
voted to a demonstration of apply- 
ing joint tape, filling and finishing 
ready-mixed joint cement; how to 
lay flooring and how to convert a 
piece of 2x4 scrap into a knife 
holder. 


“We keep three things in mind 
in tailoring the format of the pro- 
gram,” says Charles Fry. “Each 
project has to have practical value 
in the home. It must be something 


. 














3 Panels—each 14”x 64”! 

Top grade hard board panels! 
Tenon and mortised frame! 

4” legs! 

Brass plated double-acting hinges! 
All wood kiln dried! 
Primed—ready to finish! 
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the average homeowner can do. 
And it must be inexpensive enough 
to fit into the average homeowner’s 


budget. Materials for the chaise 
lounge, for example, cost only 
$10.” 


Handyman Makes Announcements 


Commercial announcements are 
spoken informally by handyman 
Forbes. The Badger Lumber 
Company name is mentioned only 
at the beginning and end of the 
show, but a large sign in the back- 
ground of the set identifies the 
company as the sponsor. 

Summer programs focused at- 
tention on five of Badger’s main 
products: oak flooring, kitchen 
cabinets, paints, concrete mix and 
plywood. 


Arrangements for the program 
are handled through an advertis- 
ing agency. Cooperation from vari- 
ous manufacturers and distribu- 
tors have helped make the show 
successful. Numerous advertising 
tie-ins like window banners and 
salesmen’s pocket protectors are 
used. Free plans, samples of ma- 
terials, literature and other give- 
aways are used to encourage lis- 
teners to visit Badger stores. 


Store managers say many cus- 





tomers who have requested free 
plans have commented, “I saw 
your television show the other 
night and liked it.” Badger execu- 
tives say that customers seem to 
credit store managers with respon- 
sibility for the show, which is all 
to the good, according to top offi- 
cials of the company, since it gives 
them a sense of participation in 
the firm’s advertising campaign. 


Certificates for “Thumbmashers” 


Theme song of the program is 
“Whistle While You Work.” Free 
certificates, signifying membership 
in the “Thumbmasher’s Club,” are 
offered as a feature of the pro- 
gram. Hundreds of persons have 
come to the stores or written in, 
for the certificates, which are 
pushed strongly at the end of the 
program. Badger is considering 
contests for listeners to help give 
the program more impact. 


“Our build-it-yourself television 
program has really generated in- 
terest among homeowners,” Mr. 
Seavers says. The Badger TV 
show is booked 26 weeks in ad- 
vance. Badger believes it is mak- 
ing their firm synonymous with 
materials for do-it-yourself activ- 
ities. 


|=——=BROADWEVE’S NEWEST SCREEN TRIUMPHI== 


No. 72 





The unpainted 
screen you can 
sell under *10. 


Cash in on today’s great “do-it-your- 
self” boom with the ALL-PURPOSE 
SCREEN ... the screen you can 
paint, varnish, paper .. . cover with 
decals or orifinal art. . . to blend 
with other furniture . . . to match 
any color rug, wall, drape! 





All-Purpose Screen 








This is the screen that is making 
news everywhere! Outstanding for 
its classic beauty and superior de- 
sign... the newest, smartest, best 
screen ever ofieved in this price 
range! 


Write for Catalog of all Broadweve Screen Styles! 





BROADWEV 


MODERN VENETIAN BLINDS, INC. 
261 FIFTH AVENUE - NEW YORK 16, N.Y. 


FURNITURE 
DIVISION 
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Fifteenth in a merchandising series 


Packages 


Promote 
Plastic 


Panel Sales 


As manufacturers take bolder 
steps in producing and marketing 
translucent reinforced fiberglass 
structural panels, more and more 
building materials dealers are tak- 
ing the time to appraise these 
panels, not only for their eye- 


Courtesy Plexolite Corporation 


PLASTIC CANOPY of corrugated plastic panels and perforated hardboard are 
combined in this tool display counter at the Pacific Plyboard Co., Los Angeles, 
and have helped increase the sales of both hand tools and plastic panels. 


Plastic panels became a fast-moving item when deal- 
ers studied their market and tried package sales to promote 
end-uses for the material to the do-it-yourself market. 


catching appeal, but also as a 
profitable specialty line. 
Plastics have had a tremendous 





this product by: 


samples of the glass. 
and offices. 
ee i a idea fo 
actual product uses. 
orts, patio covers and tu 


as decorative. 


units make installation easier. 


newspaper ads. 





Effective 10-Point Sales Program 


Some leading building materials dealers stepped up sales 
of translucent fiberglass reinforced structura 
30°% to as high as 300% when they aggressively promoted 


—Effectively using manufacturers’ sales aids to stimulate interest. 
These included counter displays, window and store banners and 


—Demonstrating the functional uses of the panels in their yards, stores 


—Making available to their salesmen manufacturers’ sales manuals, 
which answer the —— customers most frequently ask. 
ders and other manufacturers’ literature to show 


—Selling the end-use of the product in package sales of awnings, car- 
4 enclosures. 
—Playing up the fact the panels are durable and functional as well 


—Stressing easy installation with ordinary hand tools. 
—Displaying accessories and fittings to show customers how these 


—Keeping lists of qualified carpenters, who were willing to install 
lastic panels if the customer so desired. 
—Following up all leads from do-it-yourself and home shows and 


nels from 








impact on the building materials 
field and are rapidly becoming a 
first-line construction material. 
Last year, six billion pounds of 
synthetic resins went into plastic 
products. In the building materials 
field, countless carloads of polyes- 
ters and acrylics emerged as 10 
million square feet of fiberglass 
structural paneling—a _ relative 
newcomer to the field, 36 million 
square feet of vinyl flooring and 
10 million square feet of rugged 
plastic laminates for counter tops. 


Newcomer Growing Fast 


The newest, and most glamorous 
of these plastic products, translu- 
cent plastic paneling is _ light- 
weight and amazingly strong. At 
present, about 20 manufacturers 
are producing these panels in flat, 
corrugated and patterned sheets. 

The majority of these panels 
are produced by the polyester 
resin-fiberglass method. A dense, 
strong blanket of woven glass fi- 
bers is soaked in liquid polyester 
resin and the result is a translu- 
cent sheet. These sheets are placed 
in forms or molds and baked until 
they become permanently hard. 

Worked with ordinary hand 
tools, the plastic panels are a na- 
tural for the do-it-yourself market. 
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PATIO COVER is used to effectively demonstrate the decorative and functional 
uses of corrugated plastic panels at the Myrtle Avenue Lumber Co., Monrovia, 
Calif., and to create a shadowless, covered display area. 


And to help homeowners do a pro- 
fessional installation job, manu- 
facturers of these panels have 
made available accessories such as 
contoured closure strips, weather- 
seal flashing, mastics, aluminum 
nails and molding and other fit- 
tings. 

Dealers couldn’t help but notice 
the demand created by the do-it- 
yourself home shows for fiberglass 
panels, especially for patio covers, 
carports and window and door 
awnings. But the homeowner’s en- 
thusiasm cooled and sales were 
lost when he considered the diffi- 
culties of getting the materials to- 
gether to fabricate frames and 
other units before applying the 
plastic panels. 


Selling Package Products 

Surveys among lumber dealers 
showed a complete package seemed 
the best way of selling these pan- 
els for awnings, tub enclosures, 
patio covers and carports. Alert 
manufacturers heeding the deal- 
ers’ advice began offering various 
do-it-yourself kits with all the ma- 
terials for specific jobs in one 
package. 

Sold as a finished product, es- 
pecially one for which there is a 
proved demand and through do- 
it-yourself kits which permit cov- 
ering the relatively high square- 
foot price of the material, these 
plastic panels became attractive to 
the consumer. 

A tremendous new field is un- 
folding, based on the growing in- 
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Courtesy Chemold Company 


PACKAGES, containing all necessary materials to build a patio, have 
become effective sales boosters for plastic panels. Package price of 
kit is pointed out to film star Don Defore at the recent Los Angeles 
Do-It-Yourself Show. 
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WALLS OF LIGHT are often used in commercial and in- 
dustrial structures where a soft, glare-free light is desired. 
Here, a corrugated metal warehouse door has been replaced 


with corrugated plastic panels. 


terest in fiberglass panels by the 
home handyman. Now packaged 
kits of various do-it-yourself items 
using some form of plastic panel- 
ing are shipped KD in cartons and 
only a little work with ordinary 
hand tools is required to assemble 
and install these items. 

Once predominantly a summer 
seasonal business, awnings are 
now marketed on an all-year basis 
and the rising popularity of fiber- 
glass awnings should further help 
maintain a sales volume for this 
specialty throughout the year. 

This assumption is based on the 
fact that since one manufacturer 
added plastic awnings to the firm’s 
reguiar line of canvas awnings a 
year ago, the dollar sales volume 
of plastic awnings has exceeded 
the 35-year-old company’s sales 
volume of canvas awnings. 

While now dwarfed in volume 
by long-established metal and 
canvas awnings, fiberglass awning 
manufacturers are making a bid 
for their share of the $150 million 
annual market for awnings. 


Uses Growing More Varied 
The versatility of these panels 
knows no bounds. Starting out pri- 
marily as a material to keep down 
costs of skylight installation and 
maintenance, plastic panels have 
been adapted to countless other 
uses, tapping an inexhaustable 
field for quick sales and profits 
when merchandised aggressively. 
Though the uses of these panels 
are varied, they have found gen- 
eral acceptance where skylighting 
or wall lighting is desired. They 
are now used in office partitions 
and transoms, garden and patio 
sun and wind screens, shower 
stalls and doors, awnings and 
canopies, movable screens and 
fluorescent light fixtures. 
Because of their durability and 
resistance to animal acids, plastic 
panels are finding general accept- 
ance around the farm for hog and 
chicken houses, dairy barns, ma- 
chinery sheds, green houses and 
other structures where natural il- 
lumination is desired. New uses 
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market. 


for these panels are being discov- 

ered daily by architects, engineers, 

manufacturers and homeowners. 
Quote Package Prices 

Accustomed to selling lumber 
and other materials by the square 
foot, many dealers still quote the 
square foot price to potential fiber- 
glass panel customers instead of 
selling the end-use of the product 
at a package price. 

Door-to-door salesmen aren’t 
having too much trouble selling fi- 
berglass awnings—and other uses 
of these plastics—because they al- 
ways quote a packaged price and 
often budget terms. Just watching 
the plastic awnings and canopies 
blossoming out on stores and 
homes is enough to prove the ef- 
fectiveness of this selling method. 

It all adds up to a new potential 
specialty business for building ma- 
terials dealers, because even at 
75¢ to $1.50 a square foot, the in- 
tegrally-colored plastics make eco- 
nomical room dividers, sunshades, 
breezeways and other coverings. 
By covering the relatively high 
square foot price and selling the 
panels as part of a package, many 
dealers have discovered a growing 
market for fiberglass panels. 


Selling Points 


These successful dealers have 
learned that fiberglass panels have 
many selling points which nullify 
the relatively high initial cost and 
sell the panels by stressing they 
are: 

—easy to install, ordinary hand 
tools can do the job. This ease of 
installation reduces the cost of 
the finished job. 

—inaffected by humidity, salt 
water or oil. 

—shatter resistant through a 
wide temperature range from —65 
deg. F. to the temperature of live 
steam. 

—fire resistant. The panels 
won't ignite under 800 deg. F. 

—available in a variety of pat- 
terns, color, translucency and 
opacity. 

One manufacturer conducted a 
market research on the west coast 


Courtesy Alsynite Company 


CARPORTS, with corrugated plastic panel roofs have 
proved practical and attractive. 
making available KD carport kits for the do-it-yourself 


Manufacturers are now 


and discovered that when the fea- 
tures of the plastic panels were 
made known to homeowners, they 
were enthusiastic about their 
many applications. But all too 
often, dealers and their clerks dis- 
couraged sales, reasoning that the 
square-foot cost was too high. 


Manufacturers Create Demand 


To create a demand which deal- 
ers couldn’t resist, the do-it-your- 
self market was bombarded with 
promotion pieces that created in- 
quiries that dealers couldn’t an- 
swer. 

This enthusiasm was contagious 
and a new field began unfolding, 
based on consumer and dealer in- 
terest in fiberglass panels for patio 
roofs and carports. Dealers began 
to shoot at this market. They dis- 
missed price as a sales barrier and 
went all-out on promotion at home 
and do-it-yourself shows. 

These dealers learned that with 
the plastic panels, people wanted 
idea folders showing them how 
to use the material. Manufac- 
turers, too, aware of this need for 
more and better promotional liter- 
ature have made it available for 
the dealer. 

Aware of this growing interest, 
generated by demonstrations of 
these panels at various shows, 
dealers are following up manufac- 
turers’ promotion with some of 
their own. Besides newspaper and 
radio advertising, building ma- 
terials dealers are installing these 
panels in their stores to promote 
the functional and decorative uses 
of the material. 

Fiberglass panel manufacturers 
have keen developing machinery 
and techniques to speed the pro- 
duction of these panels. This will 
have an effect on the present price 
structure. Lower costs are pre- 
dicted. 

With more experience in han- 
dling these panels, builders will 
become more familiar with their 
application and more and more 
uses will be found for translucent 
reinforced fiberglass structural 
panels. 
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No. 720% 
(Latch set — No. 720) 





Here is a line of sliding door hardware that you @ Adaptable to any type of sliding door, includ- 
can sell with complete confidence. It’s ing cabinets, storage compartments, etc. 


LOCKWOOD .. . a name that stands for de- @ Chrome finish inside, brass outside for bath- 

pendability. room doors; brass finish both sides for bed- 
a é room and other doors 

LOCKWOOD sliding door hardware is made to 


the same quality and performance standardsas @ Latching device also serves as pull 
LOCKWOOD cylindrical locks. It will provide @ Ingenious design of catch eliminates bounce- 
you with new opportunities to cash in on the Do- back 


It-Yourself and home modernization markets. © Adjustable strike eccetsiniabte edaes gael 


@ Complete line of locksets and latch sets... tional changes of doors 
each set available for metal or wood doors 
1%" or 1%” thick @ Cup escutcheons available as pulls (No. 700) 







LOCKWOOD HARDWARE MANUFACTURING CO. 
Fitchburg, Massachusetts 


Simple, fool-proof installation wi 


F) = e a 


th LOCKWOOD SPEEDRIL 


SPEEDRIL makes light work of hard labor... assures accuracy. 
After boring two holes with SPEEDRIL and preparing shallow mortise 
(same as for LOCKWOOD cylindrical locks), insert latch in hole in 
edge of door and attach with screws. 


Assemble outside cup with cam Assemble inside cup with 
engaging tailpiece of latch. machine screws. 
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NOW ... more prorits For you 
IN THE “DO-IT-YOURSELF” MARKET! 





NO MORTISING 


The Moloney Pre-mortised Hinge Chan- 
nel eliminates cutting door casing. 


A 
PACKAGED FOR EASY HANDLING 


The Moloney Door comes to you pa 
aged; you sell as a complete, ready-to- 
install package. 


NATIONALLY ADVERTISED 


The Moloney Door is known to your 
customers through consistent national 
magazine advertising. 
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SMALL INVENTORY 


4 sizes fit 80% of all door casings. No 
large inventory; no fractional sizes needed. 


EASIEST TO INSTALL 


No special tools needed. New Moloney 
*"Do-it-Yourself” latch eliminates use of 
hole saw. All hardware included. Step-by- 
step instructions. 


TOP SELLING FEATURES 


Match the Moloney Door feature-for- 
feature, dollar-for-dollar with any door 
on the market. *“Do-it-Yourself” latch 

Welded corners—Adjusto-precision chan- 
nels—Sturdy door closer— Full thickness. 





FULL MARKUP 


The Moloney Door is top quality and is 
priced to give you a full markup. No 
short margins. 


roe 


# 


UNCONDITIONALLY GUARANTEED 


The Moloney Door bears the Good 
Housekeeping magazine seal of approval, 
plus one year unconditional guarantee 
on materials and workmanship. 


SPECIAL 
INTRODUCTORY OFFER 


Write, Wire o 


abo al Phone us 
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...WITH THE 


ALUMINUM 
COMBINATION 


This door is designed for the 
“Do-It-Yourself’’ market. 

It is easy to install, easy to fit 
precisely. The Moloney Door 

is completely packaged... 
easier to handle over the counter. 
It is priced for “‘Do-It-Yourself’’ 
buyers, with full mark-up 

for you! And it is backed up 
by one of the finest names 

in the aluminum combination 


door industry. 


THE MOLONEY COMPANY 


2407 Terminal Tower 
Cleveland 13, Ohio 


In Canada: Manufactured and sold by 
Moloney Aluminum Products of Canada, 
138 Pears Avenue * Toronto, Ontario 


* Patent applied for 
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Country Gentleman 


THE MAGAZINE FOR BETTER FARMING 


OCTOBER 1954-15¢ 


j 


meg 
ny, 
Important 
Message 
to You ; 

(Page 30) , of 


New! Special 
Washington 
Letter to 
Your Area 
(Page 24) 


What's 
Ahead for 
Corn Prices? 
(Page 62) 


Are You a 
Good Wife? 
Husband? 
(Page 92) 


WHY ARE WE CHANGING THIS MAGAZINE’S 
101-YEAR-OLD NAME? 


American farming is changing, and Country convert better farming into better farm living. 


Gentleman is changing with it. So, beginning with the January issue, the name 


Today, top farmers are producing twice as and aim of Country Geutleman become one— 
much per man and per acre as average farmers. Better Farming. 


They live twice as well, buy twice as much. Better farming on more farms—more profit- 


Our editorial aim is to help more farmers be- able sales to more prosperous farmers . . . that’s 
come better farmers—to help more farm families what Better Farming means! 


Starting in January-Country Gentleman is changing its name to 


compan Detter Farmin g 
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Walional {ive KEYBOARD adding machine 


NOW! 


Every key 
is its own 
motor bar! 


Saves up to 50% hand motion! 


Now you can list and add without touch- 
ing a motor bar! 50% \ess hand travel 
—a great saving of effort for operators. 
No wonder they like it! 

Amounts are added and printed the 
instant they are set on the keyboard— 
because every key is electrified! No more 
“back and forth” motion from keyboard 
to motor bar—because every key is also 
a motor bar. The only completely elec- 
trified Adding Machine! 

National’s “feather-touch” action 
makes it easier than ever to press com- 
binations of keys at one time—more 
time-and-effort-saving! 

All ciphers print automatically—still 
more effort and time saved! At the end 
of the day operators feel fresher—and 


they have accomplished more with less 
effort. 

The National Adding Machine gives 
you “Live” Keyboard p/us 8 other time- 
saving features combined only on Na- 
tional: Automatic Clear Signal . . . Sub- 
tractions in red . . . Automatic Credit 
Balance in red. . . Automatic space-up 
of tape to tear-off line when total prints 
... Large Answer Dials . . . Easy-touch 
Key action . . . Full-Visible Keyboard 
. . - Rugged-Duty Construction in com- 
pact size for desk use. 

One hour a day saved with this exclu- 
sively National combination of features 
will repay the entire cost of a National 
Adding Machine every year—an annual 
return of 100%. 


THE NATIONAL CASH REGISTER COMPANY, varron 9 onto 


949 OFFICES IN 94 COUNTRIES 
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NOW 


you can forget the motor bar! 


Don't buy any adding machine until 
you see this National! Printed words 
cannot explain all the ways this re- 
markable National saves operator ef- 
fort, saves time, saves money. You 
must see it to believe it. For a dem- 
onstration phone the nearest National 
office or National dealer. See it today! 
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SELLING is emphasized in this Christmas window that fea- 
tures both hand and power tools. Decorative paper gives 
the window a festive holiday touch. 


GOODWILL, not selling, is the theme of a window planned 
by Stebbins-Anderson Co., Towson, Md. Additional windows 
are also installed by this dealer that suggest appropriate 
items as gifts. 


Combine Sentiment with Salesmanship at Christmas 


When a dealer merges the religious spirit of 
Christmas with practical merchandising throughout 
the store he is following a successful sales pattern 
pioneered by leading retailers in many other indus- 
tries. 

Department stores, for example, have inspiring 
windows that reflect the bright holiday season, but 
they also plan displays with strong selling emphasis. 
Your customers are impressed by promotion with a 
spiritual theme, but remember that they definitely are 
looking for attractive gifts. 

During the height of the Christmas season last year 
American Lumberman visited scores of yards to 
study new selling methods. We found more and more 
dealers promoting Christmas with results that ranged 
all the way from “surprising” to “a big disappoint- 
ment.” One thing stood out very clearly. The dealers 
who were successful with holiday selling had a strong 
advertising program back of their other promotional 
efforts. A dealer described the situation this way: 


‘Very few people think of a lumberyard as a place 
to buy Christmas gifts. If we just dress up our show- 
room with holiday trimmings nothing seems to hap- 
pen. We tried it that way the year before and we 
just sat around holding our hands. This year we pre- 
pared good newspaper ads that suggested specific 
items for gifts and it surely paid-off.” 

One of the factors that should make Christmas sell- 
ing easier this year has been the tremendous growth 
of the do-it-yourself market. Store traffic has in- 
creased, including more women customers, who 
usually make the final decision on holiday buying. 
Further, it’s important to realize that the building 
material dealer has certain definite advantages over 
COVER: John Schroeder, president, John Schroeder Lum- 
ber and Supply Co., Milwaukee, completes one of his holi- 
day windows. Note the use of block styrofoam as a 
mounting base for hand tools. 
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the other stores where a customer usually shops at 
Christmas. 

Parking, for example, is easier and more convenient 
in the typical lumberyard. There’s less rush and 
selections can be made more leisurely and confi- 
dentially. And you can offer the only complete stock 
of merchandise specifically designed for the home. 

It’s simply a matter of letting people know about 
the many products you have that make appreciated 
gifts and the plus services you can give to every shop- 
per. It takes hard work and money to stimulate 
Christmas business, but the results surely justify the 
effort. 

On the pages that follow you will find suggested 
merchandise to feature at Christmas and the actual 
experiences of your fellow dealers who have turned a 
normally slow period into a lively selling season. 
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Coll the floor thats NATURALLY beautiful ! 


bruce Ranch Plank 


Honduiood Floor 





This pegged oak floor builds extra profits 


Long a favorite with architects and interior decora- 
tors, pegged oak floors are now priced for homes in all 
brackets. The lower cost is made possible because 
Bruce Ranch Plank is pegged and finished at the factory 
and laid like regular strip flooring. There’s no finishing 
on the job; installation is simple. 

Alternate 244" and 314” widths, beveled edges,and 
walnut pegs give a Ranch Plank Floor a beautiful, dec- 
orative effect that is excellent for modern or tradi- 
tional homes. It is widely used in ranch-style houses. 

This popular, nationally advertised flooring is a 
favorite with builders because it helps sell houses 
faster. You'll like it because it is less competitive than 
unfinished strip flooring—means more profit for you. 
Write us for prices, literature and sales helps. 


E. L. BRUCE CO., MEMPHIS 1, TENN. 


Hedrich-Blessing Photo 
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Pyreea (rene Ware 
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hoppmg blocks 
Kitchen Ware foe Corn fagpers 
vtamiess ote Cutlery Anas tree Staads 
romng Goad Come Pads = Xmas Tree Light 


SUGGESTIVE DISPLAY for practical gifts is easily made 
by dressing up an island counter by adding a few strips of 
lumber, crepe paper and Christmas tree lights 


GIFT SUGGESTIONS are prominently displayed on an 
overhead sign at the Standard Lumber & Hardware Co., 
Denver 


Display These Practical Gift Items 


Increased interest in home im- 
provement, outdoor living, the 
popularity of do-it-yourself as a 


gifts for the entire family. 
Christmas trees are a natural 
extra-profit maker for the lumber 
hobby and gift packaging have dealer. There’s often plenty of 
opened a profitable market for the space available to display them in 
building materials dealer. Now the warehouse and yard. From 


these Christmas tree sales comes 
extra store traffic and profitable 
impulse sales. And at no other 
time of the year is impulse selling 
higher than during the Christmas 
season. 


what once was considered the sea- 
sonal building slump is a time for 
solid profits from fast-moving 
items 


Promotion-wise dealers, aware 
of the trend for practical gifts for 
the whole family, are capitalizing 
on this holiday market. By pro- 
moting the broad range of common 
Christmas items, these dealers are 
placing more emphasis on gifts 
which can be used to provide bet- 
ter living 


With the expanding, enthusias- 
tic do-it-yourself market, the deal- 
er probably has never had a better 
gift sales potential. Even women 
are discovering the building mate- 
rial store is a source for long- 
appreciated, useful gifts. With a 
little promotion and ads suggest- 
ing gift possibilities, many dealers 
have women flocking to their show- 
rooms to buy high-profit items. 


The dealers’ main problem is to 
show people what is available for 
the Christmas gift market and 
practically everything in the store 
and warehouse has gift possibili- 
ties if promoted properly. News- 
paper ads should not only stress 
gift items such as power and hand 
tools, electrical appliances, but 
also such things as corner cabi- 
nets, unfinished furniture, wrought 
iron legs, add-a-room and other 
home improvement packages as 
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Dealer's Checklist of Christmas Merchandise 


Seasonal items 


Christmas trees and wreaths 
Outdoor display plans 
Ornaments and lights 
Fireplace logs 


Hardware 


Fireplace fixtures 
Weathervanes 

Door Knockers 

Matched hardware sets 
Wrought iron legs 
Do-it-yourself aluminum 
Decorative house numbers 


Lumber 


Corner cabinets 
Shadow boxes 
Shelves 

Ping Pong tables 
Work benches 
Chopping blocks 
Unfinished furniture 
Playground equipment 
Doll houses 
Drawing desks 

Dog houses 
Kitchen cabinets 


Outdoor living 


Barbecue equipment 
Picnic tables 

Patio cover 

Lawn furniture 
Garden accessories 


Powered equipment 
Lawn mowers 
Cultivators 
Hedge trimmers 
Paint sprayers 
Shop saws, drill presses, lathes, etc. 
Sanders and polishers 
Electric hand drills 
Power tool attachments 


Hand tools 


Matched garden tool sets 

Tool boxes 

Drill, wrench or chisel sets 

Tool kits 

Miter boxes 

Gift packaged planes, hammers, and saws 


Home improvements 


Add-a-room packages 

Floor coverings 

Awnings 
‘ Combination windows and doors 
Garages and carports 

Room dividers 

Plumbing 

Garbage disposal units 


Miscellaneous 


Gift certificates 
Cutlery sets 

Glassware and mirrors 
Do-it-yourself blueprints 
Electrical appliances 
Ladders and step stools 
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..- And You'll Clean Up on Profits 


People are buying Fenestra* Super Hot-Dip 
Galvanized Industrial Windows hand over fist. 

It’s partly because of ads, like the one shown 
above, that are running in Business Week, Ameri- 
can Builder, Practical Builder, and in archi- 
tectural publications. 

But mostly it’s the unsurpassed combination of 
the strength of steel and the superior protection 
of Fenestra Super Hot-Dip Galvanizing that 
makes these Fenestra Windows so popular. 

Sell the Fenestra Commercial Projected Win- 


dows for spots where protected ventilation is 
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wanted—the vents form protective canopies 
over the openings, so that your customers can 
get fresh air even when it’s raining outside. 

Sell the Fenestra Security Window for spots 
where protection against burglary is wanted. The 
strong integral steel grille really bars intruders. 

Remember—only Fenestra offers Super Hot- 
Dip Galvanized Steel Windows. 

For full information, write to Detroit Steel 
Products Company, Dept. AL-10, 2246 East 
Grand Boulevard, Detroit 11, Michigan. +*® 


(To obtain more data on advertised products see page 138) 
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Dealer HOLIDAY 
Advertising 
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Christmas ads. On these pages are shown — Sarena 


wood top. Specially priced for Christmas... 


dealer ads with customer appeal because (Ue 2 2 8 6. e688 88.8 ©€s Oo @ 0.5: 9. 6-6 


they are planned on these bedrock funda- 
mentals. 











Build This Work 
All Parte pre-ect te fit, easy te assem. 
bie long, 3° high, 22 wide, Legs 
ore tote ‘op, IxiO ond 2xi2, Just 
what you need in your home workshop 
or garage. All materials, in "3" 
cluding serews ond biveprint 


LOUVERED 
doors are just one 
of the millwork 
items promoted at Pong Table . . . $26.25 
Christmas by A. woot 


fal tum for ll the fomily with this 


C. Grimm Planing Lowered Doors offer more Sink Front * 2 Base Units ° 3 Wall Units— professional sine S'x?' Ping Peng Tele 
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Paul Says: 
“MAKE IT HIS MERRIEST CHRISTMAS 
WITH GIFTS FROM PAULSEN!” 


* GIFTS FOR THE HANDYMAN 




















BARR Lumber Co., Denver, advertised snack bars, 
remodeled kitchens, work benches as the key items 
in this ad. 

MAKE YOUR OWN REGULATION 
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TRAIN platforms were stressed by the 
Gary Lumber Co., Gary, Ind. Exterior 
doors, corner kitchen cabinets and 
work benches rounded-out the ad. 


TOOLS and other gifts for the home were featured by 
M. H. Paulsen Lumber Co., Milwaukee. 
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GIVE LASTING GIFTS 
corner capinets ano BEAUTY 


to any dining room 


Decorete that wasted earner upace in your dining rem with there 
attractive corner cupboards, White ponderosa pine, reedy te finikh te 
your choles, Come in ond son our selectio jer vines. Semi 
enombled, your besutifel wellpeper o psist 


~ ALL 
THE 
FAMILY 
- - ie, 
You Can Have a Beautiful 


New Playroom Ready for Xmas mp tuntane canta 


All materials for a big 2 caaeliaionn mens  inga 
14x 20 Room as shown above 00 
for only we. Rncetes 14.25 
DO IT YOURSELF — or we will get ~ *15.75 
you a reliable carpenter. ie 
. . \- 
Western White Spruce Paneling | 


4-inch Tongue and Groove, 
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Electric Train Table wooo CORNER cabinets are growing as an item to feature 


bet thet cupemaive tentn a8 er PS Build Your Own at Christmas. Elephant Lumber Stores, Columbus, 
— a ae ‘ CHRISTMAS GIFTS, Ohio, devoted this ad to telling about the many styles 


this large, sturdy éx8 
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PLAYROOMS for Christmas lead-off 
this ad from Johnson Cashway, Omaha. 
Related products, such as paneling, 
floor and ceiling tile were included. 
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TOOLS for the man of the house dominated the ad inserted by Industrial Lumber 
& Supply, Gary, Ind. Smaller ad on the left, from Badger Lumber Co., Kansas 
City, ties-in with the DFPA dealer plywood promotion program. 
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Stephen Kornreich, President of Chest- 
nut Hill Building Corp. says— 


“There’s no better window for an 
assembly job than Flexivent due to 
ease and economy of installation.” 


View of homes in 450-unit Chestnut Hill Estates located 
near Newark, Delaware. Note interesting shadow boc 
treatment of 6-sash Flexivent group in left foreground. 
Builders of Chestnut Hill Estates used Flexivents ex- 





Anthony Cusumano, Construction 
Superintendent at Chestnut Hill says— 


“I especially like the many combina- 
tions possible with Flexivents, plus 
the extreme ease in assembling. In 20 
years of home construction it’s the 
most weathertight window I've used.” 


HEIVNT writs 


for economy 


Bernice Holm, Bookkeeper and Sales- 
woman at Chestnut Hill Estates says— 


“Their beauty, the ventilation they 
give, their extreme weathertightness 
—make Flexivents a strong selling 
feature in homes I sell.” 


clusively throughout the project. They are doing the same 
in their current new development at Aberdeen, Maryland. 

In the next project you build or furnish, 
into the advantages of Andersen Flexivent Windows? 


y not look 

















Check the advantages for you in handling the 
Andersen Flexivent Window...the window 
that’s a rapidly growing favorite with operative 
builders everywhere. 

Flexivent’s exceptional versatility means you 
can stock a few sizes and still offer a wide variety 
of window combinations, Flexivent’s economy 
of design, assembly and installation makes it a 


competitive window unit in selling the large or 
small project builder, 

For further information on the versatile 
Andersen Flexivent see your WINDOWALLS 
distributor or write Andersen Corporation. 
WINDOWALLS now available from distributors 
throughout the United States, including the 
Pacific Coast. 


~ ° 
Andersen Corporation 
BAY PORT, MINNESOTA 


win praise 
=versatility 


Andersen 
Windowalls: 


COMPLETE WOOD WINDOW UNITS 


* TRADEMARKS OF ANDERSEN CORPORATION 


CHECK THESE SUPERIOR FEATURES OF ANDERSEN FLEXIVENTS 
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Andersen Roto Lock Oper- 
ator is optional for awning 
style Flexivents. Works under 
the screen, pulls both ends in 
tight, holds window in any 
open position without rattles, 


Andersen sealed insulat- 
ing glass is optionally avail- 
able. You have two less glass 
surfaces to clean plus the 
advantage of double glazing 
all year around, 


Highly weathertight. Leak- 
proof design with sloping sill 
and full weatherstrip plus 
Andersen’s pressure-locking 
system assures weather- 
tightness for Flexivents, 


Sturdy sash lock. On larger 
sizes there are two sash locks 
on each Flexivent, one at 
each end of the sash, to pull 
it tightly shut, assuring a 
weathertight seal, 








BRIGHTLY DECORATED SHOW WINDOWS at the Steel City Lumber 
& Supply Co. featured power and hand tools and kitchen accessories. 


Windows were lighted at night. 


was sold out. 


The firm’s supply of Christmas trees 


Three-Part Program Snowballs 


Holiday advertising, appropriate store decoration and 
financing for power tools pays off for the Bader Corp., Gary, Ind. 


Concentrated holiday advertis- 
ing, appropriate store decoration 
and financing for power tool sales 
combined to snowball Christmas 
income for two Bader Corporation 
yards in Gary, Ind. 

“From the standpoints of great- 
er sales and creation of customer 
good will, we were well pleased 
with our Christmas promotion in 
1953,” says Robert Dickenson, ad- 
vertising manager. “We experi- 
enced increased sales of power 
tools, hand tools, ping pong tables, 
hardboard for electric trains, per- 
forated hardboard, work benches, 
and kitchen accessories; and, the 
vard that handled Christmas trees 
sold its entire supply at a profit. 
Our interior store decorations 
drew favorable comments even 
from our ‘crustiest’ customers,” he 
adds. 

Here are the elements 
firm’s Christmas program: 


of the 


1—Seasonal Advertising 


At the rate of two per week, the 
Bader Corp. ran eight newspaper 
display ads to promote gift buying. 
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One of the display ads (four col- 
umns by 15”) carried this head- 
line: “Lifetime Gifts for the Man 
in Your Life.” Some of the ads 
featured time payments for power 
tools. 

“All of the advertised products 
were good sellers during the 
Christmas rush,” says Dickenson. 
“Ping pong tables—at $25 each— 
sold especially well. And, even 
after January 15, we were still 
selling the special products that 
we had advertised heavily for the 
Christmas rush,” he adds. 


2—Store Decoration 


“Christmas decorations in our 
store cost only about $40,” says 
Dick Briggs, manager of Bader’s 
Steel City Lumber & Supply Corp., 
“and they paid off in greater sales 
and customer good will.” 

The exterior of the Steel City 
yard featured two strings of col- 
ored lights running from the top 
of the office building to a telephone 
pole across the street. The bill- 


board-like sign atop the building 
was framed with colored lights, 
and a lighted Christmas tree was 
mounted on the roof overhang. 
Front windows, which were lighted 
at night, were decorated with imi- 
tation snow, ornaments and a 
“Merry Christmas” sign. 

The display area inside the show 
window featured power and hand 
tools and kitchen accessories on a 
field of imitation snow. Signs 
called attention to the items as 
suggestions for gifts. The interior 
of the showroom contained Christ- 
mas streamers, bells and other 
ornaments. 

Bader’s Broadway showroom 
contained a tool display, a ping 
pong table and a decorated Christ- 
mas tree. The tool display con- 
sisted of a work bench with several 
power tools available for testing 
by customers. The wall behind the 
bench was covered with ‘a red- 
painted panel of perforated hard- 
board on which hand tools were 
mounted. 
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“MAKE DAD HAPPY, give tools for EFFECTIVE TOOLS DISPLAY at the Bader Corporation’s Broadway 
Christmas,” says the sign in the dis- office consists of a work bench and wall covered with red-painted per- 


play window. Hand tools are displayed forated hardboard. Bob Dickenson shows how customers can test the 
on a field of imitation snow. power tools. 


Christmas Sales 


3—Time Payment Plan 

“Promotion of a time-payment 
plan made power tools our biggest 
single money-maker during the 
Christmas season,” says Dicken- 
son. “For the first time, we offered 
a conditional sales contract for an 
$80 power-tool unit, and this led to 
several sales which would not 
have been made otherwise,” he 
adds. 


Extra Hours Didn’t Work 


oth showrooms remained open 
until 9 p.m. (instead of 5 p.m.) on 
week days for two wecks hefore 
Christmas. On Saturdays, the 
showrooms stayed open until 4:30 
p.m. rather than the customary 
noon closing time. 

“Even though we advertised the 
extra store hours,” says Dicken- 
son, “apparently we were not able 
to educate our customers to the 
changes for the Christmas season. 
Floor traffic during the extra hours 
was not sufficient to warrant keep- PING PONG TABLES, one of the items featured in pre-Christmas ad- 


ing the showrooms open after the vertising, sold especially well. Eleanor Lucas checks the hardware 
regular business hours,” he said. displays. 
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TWELVE-VOICE choir, inset, was made from plywood and carols and hymns were played 
through a public address system. The choir was placed in front of the Bell showroom. 


Sells 25% More Plywood With Christmas Plan 


A Christmas sales promotion cli- 
maxed by starlit choir concerts in 
the desert pulled 200 cars a night 
outside Bell Lumber Co.’s display 
room in Yuma, Ariz., last year and 
sold 25% additional fir plywood 
volume above regular business. 

According to Richmond W. John- 
son, manager, merchandising fir 
plywood paid big dividends. His 
firm launched its program in Octo- 
ber, keying all promotion to do-it- 
yourself projects with a Christmas 
flavor. 

“We began,” he says, “with a 
regular hour and a half weekly 
television program backed up by 
supporting newspaper advertising. 
At the same time, we alerted our 
entire staff to our promotion pro- 
gram so everybody from president 
Ralph R. Bell down to the vard 
man knew what we were trying to 
do and was willing to cooperate.” 

Using designs that came from 
the yard’s employes and from 
Douglas Fir Plywood Association, 
Johnson had the television pro- 
gram show listeners how to build 
various gift items such as hostess 
trays, TV chairs for children, a 
magazine rack and Christmas cut- 
outs for outdoor display. 

For two weeks following each 
show, the item made for the TV 
audience was displayed in the 
showroom and employes helped 
customers figure out exactly what 
they needed to do the job. Mean- 
while the company’s regular news- 
paper ads and radio spots backed 
up its efforts on TV so everything 
worked hand in glove. 
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The climax to the promotion 
came several weeks before Christ- 
mas when Bell Lumber Co. invited 
regular 8 p.m. choir concerts at 
residents in this trading area to 
choir concerts at which Bell’s 
choir of 12 voices sang Christmas 
carols and other old favorites. 

Johnson’s heavily promoted 
choir was made of fir plywood. He 
got the idea from the angel and 
choir boy display cut-outs for 
which plans were provided in 
Douglas Fir Plywood Association’s 
1953 Christmas merchandising 
package. Johnson built six choir 
boys and six angels and displayed 
them outside the store. Each night, 
a public address system with a 
record of Christmas carols and 
other songs and hymns were played 
through speakers on the roof of 
the showroom. 

Johnson says “sales to the shoul- 


GIFT ITEMS made on Bell's TV show 
included a plywood bench, child’s TV 
seat and storage box, sewing basket, 
desk and pistol boxes. Most of the 
items were designed by Bell personnel 


der trade really boomed. And it 
gave us a chance to sell a lot of 
fir plywood shorts. We have a 
short bin in the warehouse with 
sections marked for thicknesses. 
We charge 2¢ a foot over and above 
the basic full-panel price for any- 
thing less than a full sheet and 
the program worked very well.” 

The overall program was so 
impressive that it has won awards 
from the Building Materials Ex- 
hibitors Association and from the 
National Retail Lumber Dealers 
Association. 

This year, Douglas Fir Plywood 
Association is producing another 
Christmas merchandising package 
in the form of a “Christmas Gift” 
to lumber dealers. There will be 
more than 25 plans for outdoor 
displays, gifts and toy projects and 
a giant, life-size nativity scene. 

(See page 96 for details.) 


THE SHORTS BIN was popular with 
do-it-yourself customers during the 
Christmas promotion. The big identifi- 
cation sign encourages self service and 
the bin has sections marked for thick- 
nesses. 
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Christmas Special from B&D! 


You can’t miss with Black & Decker’s new Electric Tool Chest—designed, packaged 
and priced right. Your customers save $4.30. The colorful Christmas wrapper 
around each combination gift-carrying case makes it the ideal power tool item to 
push for holiday sales! Backed up by smashing advertising in Life, Saturday 
Evening Post, Better Homes & Gardens, etc. See your local B&D wholesaler, or write: 
Tue Biack & Decker MFa. Co., Dept. H640, Towson 4, Md. 


TIE IN WITH THESE GREAT 
BLACK & DECKER SALES AIDS! 


Advertising! 


Di 


The greatest national and local Black 
& Decker advertising program in 
hardware history reaching out 
with 54,000,000 impressions to 
readers coast-to-coast and in your 
own town . . . your own store! 


splays! 

Authorized Black & Decker dealers 
get big, new 3-piece combination 
Christmas display plus year-round 
seasonal displays on most popular 
tools. Most complete program in 
the industry 


Do-It-Yourself Center! 


Here's Black & Decker’s proved 
new display, and you can put one 
up quickly with the free plans we 
furnish you! It starts impulse sales 

builds store traffic all year 
round . and has lots of space for 
you to display related do-it-your 
self items 


eeeeee . 7 eee 


Sell this new B&D Tool—world’s 
safest SAW ATTACHMENT! 


Safest, thanks to it’s ex- 


clusive telescoping blade 


guard! Also includes rip 
fence, guard retracting 
lever and built-in depth 
& bevel adjustments. 
Fits all B&D kK’, %” 
Utility and All-Purpose 
DriJis; threads directly 
Retail price into drill spindle for 


close-coupled operation, 
$] 2 95 


LEADING WHOLESALERS EVERYWHERE SELL 


@ Black& Decker 


PORTABLE ELECTRIC TOOLS 





BUILDING PAPER 


PER ROLL 
INSTEAD OF DOLLARS 


© 
HIT THAT 


“DO IT YOURSELF” 
MARKET 
with REDI-ROLLS 


Now you can put small amounts of 
building paper in the hands of your 
customers at the cost of pennies to 
them and at a profit to you. 


Redi-Rolls —a selection of 4 papers in 
small 36" 100 sq. ft. roll—come in an 
attractive display carton. The cartons 
can be placed out where your custom- 
ers can see them. 

Redi-Rolls are carry-out-size-rolls that 
will appeal to the farmer, the gardener 
—rolls that fit the 1001 uses around the 
home in the “Do It Yourself” market. 
Building Supply Dealers and hardware 
stores are finding Redi-Rolls a profit- 
able item everywhere. Take advantage 
of the publicity behind “do it yourself.” 
See your Richcraft Distributor. Send 


back the —- for complete details 
on the Redi-Roll plan. 





A few of the uses Richkreft 
Redi-Rolls can be sold for 
@ Temporary floor runners to pro- 
tect rugs and carpets 

e@ Wrapping trees and shrubs 

e Throw-oway drop cloths 

@ Do it yourself building jobs 

@ Lining planter boxes 

@ Mulching 

@ Insulation 

@ Wropping and storage 














THE RICHKRAPFT CO. 
$10 N. Dearborn Street 
Chicago 10, Illinois 


Gentlemen: 
Please sead me complete details on Redi-Roll plan 
NAME___. 
ADDRESS_ 
TOWN, 





ZONE__STATE___ 
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For the past three Christmas 
seasons, Levoy Hart, co-owner of 
the Levoy & Leo Hart Construction 
& Lumber Co., Dallas, has been 
doing a healthy holiday business 
selling garages as Christmas gifts. 

To make garage buying more 
attractive during the six-week holi- 
day season, Hart knocks off $21 
to $65 from the regular price of 
the building. This discount, a very 
small newspaper ad and word-of- 
mouth advertising were the only 
promotion required. 

“I’m not really playing Santa 
Claus,” Hart says. “V: hat I’m do- 
ing is taking advantage of the sea- 
sonal labor situation that works 
two ways with me in the middle. 

“Construction activity is slack 
just before Christmas in this part 
of Texas and it’s easier to get 
craftsmen at this time of year who 
would be scarce at any other. 

“People are always looking for 
bargains,” Hart adds, “and when 
they find they can get a garage 





(To obtain more data on advertised products see page 138) 


cheaper during the holidays and 


Dealer Wraps Up.... 


CHRISTMAS SPECIAL GARAGE is demonstrated by Levoy Hart. Lower prices 
}are offered as an inducement to increase garage sales over the holidays. 


... Garage Packages for Christmas 


Advertising a special holiday price offer and taking 
advantage of the availability of labor during the holiday 
season helped this Texas dealer sell garages as gifts. 


solve a gift problem at budget 
terms it isn’t much trouble selling 
them.” 


The young Dallas lumberman, 
who first opened this yard in 1946, 
stresses FHA Title I financing in 
his advertising. To make it more 
convenient for prospects to get in- 
formation evenings, Hart has a 
special phone number listed for 
evening calls. 





12. 
x 5.50 
mt FHA tones, FREE ESTIMATES 


Pare in! WE-7S19; vee WE- 


9969. 
LEVOY & LEO HART 


Construction & Lumber Co. 
1114 Forest Avenue Road 











MODEST ADVERTISEMENT got big 
results stimulating sales of Christmas 
special garages. No down payment, 
FHA terms and a special limited price 
offer made year-end garage purchases 
attractive. 


October 4, 1954, AMERICAN LUMBERMAN & 





By letting their wholesalers carry much of their stock, Berry 
Street Lumber Co. cuts handling and overhead costs sub- 
stantially. Mr. Nelson, General Manager, takes a personal 
interest in seeing that customers’ orders are filled promptly. 


‘“‘We turned over our stock 20 times in 24 months 
by buying from wholesalers,’’ says J. B. “Bill” Nelson, 


General Manager, Berry Street Lumber Co., 


Fort Worth, Texas 


“By letting our wholesalers carry most of our in- our customers promptly, and obsolescence and 


complaints are problems we seldom encounter.” 

handle and warehouse more than a two or three Like so many lumber dealers today, Mr. Nelson 
weeks supply of materials. And since our money could easily give many more reasons why he finds 
isn't tied up in inventory, we can put it to work it profitable to buy from wholesalers. Besides of- 
for us to help build our business.” 


A little over two years old, the Berry Street 


ventory, says Mr. Nelson, “we never need to 


fering a way to lower capital investment and in- 
creasing buying convenience, wholesalers also 
Lumber Company had a stock turnover of 20 offer sound management assistance, sales and pro- 
times in the first 24 months of business. While motional help, product information, credit, and a 
most of this yard’s business is with builders and close, friendly business relationship. 

contractors, a considerable “drop-in” trade makes 
the availability of a complete stock and fast serv- 
ice doubly important. 


The Armstrong Cork Company believes the 
wholesaler makes a veluable and permanent? con- 
tribution to the growth of the building industry. 

“Besides the financial benefits,” continues Mr. That’s why you'll find Armstrong's Build- 
Nelson, “we like the buying convenience that the 
wholesale system of distribution offers. Our 
near-by wholesalers carry a complete assortment 


~~ 
ing Materials sold only through repu- 
table, established wholesalers. 


of sizes, colors, and types of dependable, nation- ARMSTRONG CORK COMPANY 
ally advertised products. That means we can dette thine deeisen Mastin Hadda 

Makers of Temiok® © M-67® Monowall® * Cushiontone® 
Insulating Wool * Hardboards * Counter-top Cement 


order any quantity of any material and count on 
fast delivery. In turn, this enables us to service 


BUILDING PropucTts MERCHANDISER (To obtain more data on advertised products see page 138) 





Christmas Planning Guide 





Christmas Dealer Tips .. . 


Animated Roof-Top Display 


Using a salvaged cutter, a life- 
size Santa Claus and animated 
reindeer, the Coin (lowa) Lumber 
& Grain Co. has created an atten- 
tion-getting display on its ware- 
house and year after year people 
drive miles to see it. 

The reindeer are made of 4” 
hardboard, and their legs are ac- 
tuated by a 4 HP electric motor. 
The life-size Santa Claus was 
made by Mrs. L. G. Alexander, wife 
of the firm’s treasurer-manager. 


Blackboard Promotes Tools 


This magnetic blackboard at the 
Steel City Lumber & Supply Co., 
Gary, Ind., provides an ideal spot 
for near-the-cash-register power 
tool promotion for Christmas. The 
board works like a standard black- 
board with chalk, and papers are 
held firmly in place with small 
magnets. In the foreground is a 
power-tool that converts into seven 
different uses. Surveying the board 
is Edward R. Heater, assistant 
manager. 


Effective Window Display Suggests Tools as Gifts 


Making a study of tools most 
often purchased as gifts and com- 
bining them into a panel window 
display brought a 40% increase in 
tool sales last Christmas for the 
Standard Lumber & Hardware Co., 
Denver. Each tool displayed won 
its position on the basis of Christ- 
mas tool sales tabulated since 1940. 

Each year the firm has an elab- 
orate Christmas window display 
and has won several awards for 
excellence in holiday merchandis- 
ing. Last year’s window display 
featured tools for the home handy- 
man, and consisted of built-up 
shelving on either side of a 4’x6’ 
perforated hardboard panel. Con- 
cealed spotlights highlighted the 
tool display. 

On either side of the hardboard 
panel were gift suggestions, in- 
cluding electric drills, sanders, 
polishers and soldering irons, all- 
pespese paint brush kits, tool 
»oxes and other timely items. 

“We enjoyed the best Christmas 
tool sales in our history,” says Leo 
Savo, one of the co-owners of the 
firm, “primarily because the dis- 
play was slanted at the gift shop- 
per, especially women who were 
unfamiliar with tools, but well 
aware of their husband’s Christ- 
mas wants.” 
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Scrap Lumber Blocks 
Build Holiday Good Will 


Noticing that during the Christ- 
mas season parents often asked 
for lumber scraps to be cut into 
children’s blocks, Jim Fikes of the 
Eastside Lumber Co., Phoenix, 
Ariz., decided to use end cuts and 
other scraps as good-will builders. 

“We carefully saved all our 
scrap throughout the year,” Fikes 
said, “and during our spare time 
we cut it into smooth blocks, tri- 
angles and other shapes. Then we 
bought some heavy mesh bags im- 
printed with ‘Merry Christmas.’ 
The bags, large enough to hold 
about five pounds of blocks, cost 
us three cents apiece.” 

Last year a wheelbarrow was 
parked in front of the Eastside 
yard to display the free blocks. 
Response was so heavy that by 
the end of the first week they were 
all gone. A hurry-up call was made 
for more bags and the yard crew 
began sawing up lower grade stock 
into blocks to fill the demand. 
More than 300 bags of blocks were 
distributed by the end of the holi- 
day season, and the good will 
created was immeasurable. 

“The gift bags of blocks brought 
many new people into the store,” 
Fikes said, “and we sold a lot of 
sandpaper, paint and brushes to 
people who wanted to decorate the 
blocks.” 


Window Art Helpful Christmas Sales Aid 


Successfully blending fine art 
with merchandising has promoted 
Christmas sales for Brownie Build- 
ing Supply and Hardware Co., San 
Francisco. The painting, a simu- 
lated stained glass window nativ- 
ity scene, was applied by five local 
artists as part of a neighborhood 
decoration project. 

“And it brought us more busi- 
ness than any other Christmas 
promotion we've ever tried,” says 
co-owner Leland Cornell. “The 
stained glass window effect at- 


tracted pedestrians who stopped 
to lock, and often came in to buy.” 
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nothing less than Genuine Cedar Shingle: 


wt 


In the next twelve months, Alexander Caplan plans one hundred more homes in his lovely Rolling Hill 
development, located at Noe Avenue and Southern Bovievard, Chatham Township, New Jersey. All will 
feature the crowning beauty of genuine Certigrade shingle roofs. 





In his nationally known Rolling Hill, 
New Jersey development, Alexander Caplan has 
used carloads of Certigrade shingles. 


The reasons builder Caplan uses cedar 
shingles are the same reasons 
Certigrades can step up your roofing profits: 


Mr. Caplan—like so many successful builders across ¢ Beauty of appearance 
America—has found that natural materials, e Insulation against heat and cold 
such as cedar shingles, help speed the sale of his e Rigidity against wind and hail 
homes and build his reputation for quality. e Extra years of low-maintenance service 


e Application economy over spaced sheathing 
Your customers are no exceptions. Retailers 


Se lag Cash in on the trend to the “Real Thing” in home 
who remember that profit is tied to mark-up . . . are 


construction and modernization. Today, start en- 
joying the increased gross that genuine Certigrade 
against the price of substitute materials. red cedar shingles are bringing. 


stressing the value of cedar as 


RED CEDAR SHINGLE BUREAU @@ a ot: 


5510 WHITE BUILDING, SEATTLE 1, WASHINGTON 
550 BURRARD STREET, VANCOUVER I, B.C. 
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FLUORESCENT LIGHTING inside these toy display cases 
makes the items more appealing to the holiday trade. 


TOYS FOR GIRLS attracts many Christmas-shopping 
mothers who might not visit the lumberyard otherwise. 


How to Make Toyland Profitable 


Wisconsin dealer ex- 
plains successful promotion 
plan, which also stimulates 
sales of building materials. 


Mass display, persistent and 
early promotion and financing 
adds up to a sizeable sales volume 
in Christmas toys for the C. C. 
Collins Lumber Co., Madison, Wis. 

Here’s what Robert J. Connor, 
secretary and general manager, 
says about the toy business: 

“Selling toys for Christmas is a 
sure-fire traffic builder and a high- 
ly profitable business in itself. 
Profit in the toy business is good 

a 50% markup is not at all un- 
usual, And, the added traffic gen- 
erated by a good toy department 
leads to sales of many building 
materials during an otherwise 
slack season. If a dealer has a 
good location, there’s no reason 
why he should not be in the toy 
business at Christmas. You need 
three or four good distributors 
and many are available in metro- 
politan areas.” 

Collins has been selling toys on 
a year-around basis for eight 
years. In Madison (pop. 100,000), 
there are 13 retail lumberyards, 
few of which handle toys. 

Mass Toy Displays: Collins’ 
permanent toy department is lo- 
cated in a 40'x40' area on the sec- 
ond floor of the showroom. On 
display are hundreds of items sup- 
plied by 25 different sources. Dur- 
ing the Christmas season, wheel 
toys and electric trains are 
brought down to the main floor and 
arranged in special displays. 
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Financing for Toys: in late 
August, the firm’s newspaper ad- 
vertising starts to promote a lay- 
away plan for Christmas toys. 
Customers may put a few dollars 
down on the items and then pay 
up the balance when they pick 
them up. Toys on lay-away are 
held only until December 15. 

Also before the season starts, 
the firm advertises a few lead 
items (like a $19.95 electric train) 
on a $1 down and $1 a week basis. 
On large toy orders, the company 
often allows financing terms over 
a 90-day period. 

Advertising Toys: Collins uses 
newspaper advertising on a week- 
ly schedule during the pre-season 
period. About a month before 
Christmas, the store runs display 
ads two or three times per week. 

“Starting the advertising as 
early as August,” says Connor, 
“spreads the business out and 
helps to hold down the Christmas 
rush,” 


The firm also mails out 5,000 
copies of a toy catalog to custom- 
ers each year. The catalog, which 
is printed by a toy firm, carries 
Collins’ imprint and contains an 
envelope for mail orders. 

“The catalog really pays off,” 
says Connor, “ . Many people 
come in with the book in their 
hands and many more order by 
mail.” 

During the Yule season, the 
company uses both radio and TV 
spot announcements to advertise 
the toy department and Christmas 
trees. About 3,000 trees are sold 
each year. The evergreens are 
displayed in the firm’s parking lot 
and stored in a model garage. 

“The Christmas toy shoppers 
also purchase quantities of unfin- 
ished furniture, hand tools, power 
tools, wrought iron legs, plywood, 
handyman patterns and patterns 
released by the Douglas Fir Ply- 
wood Association,” adds Connor. 


Di diel gar 
. ’ 


. 6a caf 


TOY DEPARTMENT not only produces a sizeable income itself, but stimulates 
sales of building materials during the Christmas season. The 40’x40’ department 


is located on the second floor. 
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SEEN BY 10,000,000 POTENTIAL CUSTOMERS 


Bee Gee windows spotlighted in a brilliant 
full-color two page spread...in one of the best- 
read features in the strongest merchandising 
magazine in the country. Many thousands of 


eeRNOWNOUSE lies, The Bee coe MALU ES 


quality story will go to a large number of 
your own potential customers, included in 
the tremendous Post readership. Here’s how 
this vast pre-sold audience works for you. 


a a 
ba alee 





MORE LIGHT! MORE AIR! NEW MODERN BEAUTY! 


“Window-styling” with Bee Gee windows makes every 
home a model home! Over 170 styles and sizes of modern 
all-wood casement, picture and corner picture windows— 
for every kind of interior, every type of construction. Every 
Bee Gee window is a completely assembled unit, with glass, 
screen and all hardware applied at the factory. Ready for 
quick and easy installation! 


BROWN-GRAVES CO. 


Akron 1, Ohio 


TIE IN WITH THIS POWERFUL 
POST PROMOTION 


Bee Gee quality and style advantages, Bee 
Gee installation economies, and Bee Gee's 
hard-hitting consumer promotion mean 
dealers do more window volume, builders 
find it easier to sell both completed houses 
and remodeling jobs. Bee Gee's heavy pro- 
motion in national newspaper advertising 
and in news-stand home service magazines 
as well as in The Saturday Evening Post is 
building a “consumer franchise”, a national 
demand of which alert dealers and builders 
alike are quick to take advantage. 


BROWN -GRAVES CO. 
Dept. AlL-110, Akron 1, Ohic 


Please send my FREE Bee Gee Window Catalog with com- 
plete data and specifications. 


lama [] Builder [—] Architect [] Dealer ["] Jobber 


NAME 
ADDRESS 


ZONE STATE 
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Sixteenth in a merchandising series 


NOTE: This is the second of two 
articles on siding. The first appeared 
in the issue of September 20. 


Courtesy Asbestos-Cement Products Association. 


BEFORE AND AFTER PHOTOGRAPHS are one of the best methods to 
point up the obvious advantages of new siding. This Virginia farmhouse 
was recently remodeled under the direction of the editors of the American 
Lumberman’s HOME Maintenance and Improvement magazine. 


Here’s the Route to Greater Siding Sales 


The six guide-posts in this article will help you tap the rich 
market for siding in both new construction and remodeling. 


One of the best possible routes the potential in remodeling and main guide-posts: 
for increasing normally big-ticket new construction in their own ter- 1. An outside selling force— 
sales resides in the realm of sid- ritory, most dealers will agree that even if only one man, 
ing. With a little thought about such a route exists. Here are the Controlling of the application 


either through your own or 
reliable contractors’ crews, 


Convincing the Customer to Buy Handling financing, 


The siding sales manual of the Flintkote Co., New “ pene the do-it-your 

York, which is used to describe to homeowners the oS Saree, 

advantages of insulating or asbestos-cement siding, Bringing the products out- 

utilizes two time-proven approaches: 1. The fact that front in showroom and out- 

the siding pays for itself, and 2. an effort to establish -, 5 side displays, and 

customer confidence in the manufacturer, the product . ‘ 

and the firm that does the work. 6. Using supporting advertis- 
Pages in the 11%”x10” manual allow the salesman & ing. 

to take the customer through a step-by-step pro- . 

cedure to convince him that siding pays for itself. 

Work sheets are included to allow the salesman to 





Recent developments in siding 
prodwcts and sales procedures 


figure an 80% reduction in paint costs, a 20% saving 
in fuel costs, and an additional health savings. Total 
savings for the year are added and multiplied by five 


seem to indicate that a reappraisal 
of this field is in order. A number 
of new products are on the market 


or 10 years; then the cost of the siding job is deducted (see the first section of this article, 
and the dividend to the homeowner is arrived at. ‘New Product Ammunition for 
Ls > , 

Confidence in the manufacturer is generated More Siding Sales, American 
through use of prestige pages showing the piants, Lumberman, Sept. 20, page 28). 
laboratories and the fact that the firm is nationally famous in its field. The question of what type of sid- 
Confidence in the products is gained through pages showing the products’ ing to stock is successfully re- 
special features. A certificate showing that the contractor is an author- solved by dealers who handle 
ized dealer gives the customer confidence in the local firm. several types and strive to fit the 


- product to the individual project. 
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Recent scandals caused by fiy- 
by-night applicators have caused: 
(1) The consumer to look toward 
the local, established dealer as the 
best source of supply and service; 
and (2) A desire on the part of 
manufacturers to more adequately 
control sales of their siding prod- 
ucts through reliable dealers. Both 
develonments auger well for the 
retail lumberyard. 


























1—Outside Selling Is Essential 


With a carefully-selected out- 
side selling force, any lumber 
dealer can outsell fly-by-nighters 
in door-to-door sales —the arena 
where most residing jobs are sold. 
The selling foree—which may con- 
sist of only one man—should be 
paid sufficient salary, expenses 
and commissions to ensure acquir- 
ing and keeping good personnel. 

The Insulating Siding Associa- 
tion, Glenview, Ill., lists this ex- 
ample of one-man siding sales: 

When E. G. Endresen, Vermil- 
lion, S. D., retired as a lumber yard 
manager, he established his own 
roofing, insulation and home mod- 
ernization service. Formerly as a 
yard manager, he had largely 
waited for business to come to 
him; but, he was never convinced 
that the yard was getting all the 
business it should—even during 
boom periods. 

In his new capacity, Endresen 
lined up a staff of reliable carpen- 
ters, and then he went out to ring 
doorbells. His efforts paid off im- 
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INSULATING SIDING is displayed on swinging racks at 
the Heabel Building Supply Co. so customers may see the 
various colors and examine the product at close range, 





Courtesy West Coast Lumbermen’s Association, 


ADDITION OF RED CEDAR siding was all that was 
needed to immediately sell this stucco house in Aber- 
deen, Wash. 








mediately and he was soon nailing 


the application, and (C)—arrange 
down orders in a respectable vol- 


financing at so much per month. 


ume. Endresen outlines’ three (Note: See the accompanying box 
steps in his successful door-to- on how to convince the customer 


door campaign: (A) — Establish 


to buy.) 
the need for the job, (B)—handle 


(continued on next page) 


TEAMWORK between a dealer and jobber helped clinch a $20,000 sale of ply- 


wood siding for the O. P. Foss Lumber Co. Left to right, jobber Jim Lavelle, 
builder Arlo Buland and Leonard Lee, manager of the Foss Co. 
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Sales in New Construction 


Many of the new siding products 
are finding a ready acceptance in 
the new construction market. The 
St. Paul & Tacoma (Wash.) Lum- 
ber Co., manufacturer of plywood 
siding panels, cites this example: 

Leonard Lee, manager, O. P. 
Foss Lumber Co., Moorehead, 
Minn., recently sold a_ 100,000 
square foot sale ($20,000) of resin- 
overlaid plywood siding panels to 
contractor Arlo Buland. Here's 
how he did it: 


When Lee heard Buland was 
planning an 82-home project near 
Fargo, N. D., Lee consulted whole- 


KNOTTY 
PINE 
PANELING 


immensely popular 


PONDEROSA 
PANELING 


saler James A. Lavelle, Lavelle 
Lumber Sales, Fargo. Lavelle sug- 
gested the new plywood siding 
panel because the customer wanted 
a single product that could be ap- 
plied in a variety of patterns. 
Contractor Buland bought the 
panels from Lee and applied it on 
his new homes three ways: (1) 
vertically with flat molding strips 
at two-foot intervals to form a 
board and batten effect; (2) hori- 
zontally in 24” and 16” widths in 
a widelapped treatment; and (3) 
applied flush in either standard 
(4’x8’) sheets or slightly smaller 
sizes in a combination with mold- 
ing strips to create a different vis- 


QUALITY and BEAUTY to be PROUD of 


® SATIN SMOOTH 


@ FROM OUR EASTERN OREGON PINE MILL 


PONDEROSA PINE ~- DOUGLAS FIR 


BAT E 


+ SPRUCE 


+ YELLOW PINE 


a 
“ 


- CYPRESS 


a“ 
“ 
4, 
MEMBERS: WESTERN PINE ASSOCIATION 
~ WEST COAST LUMBERMAN'S ASSOCIATION 
ay 
~ 


- 


J. HERBERT BATE CO., INC. 
30 Church St., Mew York 8, N. Y., WOrth 4-6363 
1216 Public Serviee Bidg., Portiand, Oregon 
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ual pattern. 


Buland said that although the 
price of the panels was somewhat 
higher than other materials, he 
was more than making up the dif- 
ference through substantial labor 
savings. 

The Douglas Fir Plywood Asso- 
ciation states that G. E. Platts and 
Sons, general contractors, Mason 
City, lowa, saved $375 per home in 
a project by using plywood siding 
panels as combined sheathing and 
siding. The panels were nailed 
directly to the studs which elim- 
inated the cost of materials and 
labor on conventional sheathing. 


2—Control the Application 


Control of the application of 
siding is necessary for the over-all 
success of a siding sales program. 
Some dealers use their own crews 
and others work with local, reliable 
contractors who will guarantee 
their work for at least a year. 


The Fort Wayne (Ind.) Builders 
Supply Co. has maintained its own 
application department for siding 
for more than 30 years. The firm 
reports that their department has 
made more friends for the com- 
pany and brought in more business 
than any other department in their 
operation. In addition, there have 
been no complaints from custom- 
ers about the dealer “taking busi- 
ness away from them.” 

The Fifield Lumber Co., Janes- 
ville, Wis., works closely with six 
contractors who do an excellent 
application job and guarantee 
their work for one year. The cus- 
tomers have been fully satisfied 
with the arrangement. 


Regardless of whether it is your 
own crew or a contractor’s that 
installs the siding jobs you sell, 
it is vital to keep a check on the 
progress during application and 
to ask the customer whether he is 
fully satisfied when the job is 
complete. 


3—Financing Is Basic 


Harry L. Lawson, credit man- 
ager, Bailey Lumber Co., Miami, 
Fla., says: “When you figure a job 
for a customer and then ask him 
to go to the bank to arrange financ- 
ing, you’re just inviting him to go 
elsewhere to buy. The only way to 
control’the sale is to handle the 
financing yourself.” 


Financing of siding jobs can be 
handled readily under FHA Title 
I or other convenient systems. 
Many dealers emphatically stress 
their low, monthly payment plan 
in their sales talks. It is a good 
idea to repeat the amount of the 
payment at least three times in the 
course of a sales talk so there is no 
doubt in the customer’s mind about 
how easily he can get the work 
done. 
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4—Remember the Do-It-Yourself 
Market 


Insulating siding, wood shakes 
attached to insulation backer- 
boards, and other handy panel-type 
siding products can be applied by 
do-it-yourself customers. Here is 
a field that is often overlooked by 
dealers who are already promoting 
other products—some more diffi- 
cult to install—to this market. 

The Heabel Co., Cedar Rapids, 
Iowa, reports that 35% of their 
siding sales are made to home- 
owners who apply the products 
themselves. The firm guarantees 
the product and offers customers 
installation instructions and spot 
supervision when needed. 

Most packages of siding prod- 
ucts contain complete instructions 
about how the siding should be 
applied. 


5—Bring the Displays Out-Front 


In order to show contractors 
that overlap, insulating, shake- 
pattern siding made a highly ac- 
ceptable sidewall finishing mate- 
rial, the Moran Lumber Co., Leroy, 
Ind., applied the product on several 
model homes. In the process, the 
firm developed some on-the-job 
prefabrication techniques which 


saved about 30% on costs. Walls 
were assembled on the floor of the 
houses and the siding was applied 
before the walls were raised into 
place. 

M. D. Park, Celotex Corp. sales- 
man, points out that the Home- 
Brite Lumber Co., Belleville, Ill., 
has effective showroom and outside 
displays for insulating siding. 
The firm erected a tall, frame rack 
in the showroom to allow custom- 
ers to see all the new designs in 
one glance. Outside, the firm ap- 
plied several large areas of siding 
to the wall of a warehouse. The 
outside display can be seen from 
nearby arterial highways. Match- 
ing roofing is also prominently 
displayed. 

Charles Young, Home-Brite 
manager, encourages carpenters 
and contractors to bring their 
customers to the yard to see the 
displays. Within a few weeks, the 
displays were credited with selling 
several combination siding and 
roofing jobs. 

The Ft. Wayne Builders Supply 
Co. believes the most effective ar- 
gument for siding is to have a good 
siding job on its own office build- 
ing. The Haebel Lumber Co. util- 
izes swinging panel units to dis- 
play siding samples. The Duncan 


They're in your store today! 
...good prospects for 


SARGENT 
SAF-T-LOCKS 


..» The only night latch on the market with 
both one-hand operation and dead-boit protection! 


..»A line with a large selection for every purse and purpose! 


Order today! 


Sargent & Company 


New York - NEW HAVEN, CONN. - Chicago 


Hardware of Character 


Burtpinc Propucts MERCHANDISER 


Lumber Co., Lansing, Mich., has 
the ceiling of its home planning 
room finished with redwood siding. 
Other dealers display natural wood 
sidings like paneling in their 
showrooms. 


6—Using Supporting Advertising 


There is no substitute for door- 
to-door canvassing in increasing 
siding sales. However, advertising 
in various media can be used as 
effective support in preparing the 
market. Ads in all media should 
stress the need for siding, its mul- 
tiple benefits and the monthly pay- 
ments. 


Direct mail is one of the most 
potent of all media in promoting 
siding sales providing it is accu- 
rately aimed. Some dealers hire 
high school boys or housewives to 
survey neighborhoods. The part- 
time employes note down the ad- 
dresses of houses obviously in 
need of siding and repairs. Ad- 
dresses are checked against city 
directories for proper names, then 
appropriate direct mail is sent. 
The dealer or salesmen then visit 
the prospects or call them on the 
telephone. This procedure screens 
hundreds of leads leaving only the 
most promising for concentrated 
sales efforts. 


See your supplier, for this 
sell-all display, or write us, 
Dept. 3K. 
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FIRST-GRADE MATERIALS were used throughout in this hog feeder designed and sold by Don, left, and Lou Schwab, right. 


ALL TYPES of buildings are fabricated by the Fulda Lum- 
ber Company. Above a garage and on the right six-pen hog 
houses. Laminated rafters for the hog houses are yard-built. 


Sells Cafeteria 


for Hungry Hogs 


Farmers bought over 100 portab! 
hog feeders from this Minnesota dealer be- 
cause they liked the design of the structure 
and his use of quality materials. 


How would you like to sell more 
than 100 portable farm buildings 
of one type in just three years? 
And not just inexpensive build- 
ings, but quality-built farm struc- 
tures carrying an excellent profit. 

That’s what Lou Schwab and his 
son, Don, of the Fulda Lumber Co., 
Fulda, Minn., have done. Three 
years ago they sold their first 
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THE FULDA LUMBER CO. 
is proud to present 


MR. JOHN YAN OORT 
who recently purchased our 


One Hundredth HOG FEEDER 


John Van Oort forms | mile west, 4 south ond + weet of Fulde. He hes 160 
ecres ond is planning te plent corn, eats, beans and alfalfa this year. Besides 
200 head of hogs, he hes 50 Holsteins and 200 chickens He's married and hos 
6 children, § boys end a girl 


May WE Kelp YOU with YOUR Building Needs? 


FULDA LUMBER COMPANY 


“We're on the corner & on the equere.” 


Lew end Den Schwob, Preps. 








THE BUYER of the 100th hog feeder was photo- 
graphed and his farming operations were described 
in this ad. With this information the ad was given 


good local appeal. 


portable hog feeder. Recently they 
sold their 106th feeder. 

“This is the kind of thing that 
any lumberman can do by figuring 
out what his community needs and 
building it better than the other 
fellow,” says Don. 

Study the Market 

Fulda is a community of about 

1,200 persons in the middle of some 


of the best corn-hog farms in the 
country. Every farm produces 
some hogs and many raise 200 or 
more a year. The need of the farm- 
ers was obvious. 

In another dealer’s area, the 
farmers require garages, chicken 
houses or some other type of port- 
able structure. Don believes that 
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there is always something needed 
by farmer customers and that once 
this is discovered you’ve covered 
the first step to making sales in 
rural areas. 


Design Important 


When a farmer came to the 
Schwabs to buy a hog feeder three 
years ago, Lou and Don took time 
out to investigate feeders already 
on the market. They drove miles 
to see what the other dealers had 
to offer. They spent hours looking 
over plans. They talked to farmers. 

Then they designed a feeder 
which seemed to include all the 
best features of every feeder they 
had ever heard about. In fact, it 
combined feeding space, solid 
plank flooring to keep the hogs out 
of the mud and storage for 250 
bushels of feed. 

The care with which they 
planned their first model is evident 
from the results. They have never 
had to make a change in their basic 
design. 


In spite of their careful plan- 
ning, the Schwabs weren’t taking 
any chances. They put three feed- 
ers out to test them in the only 
practical place, the hog lot. The 
farmers cooperated in determin- 
ing that the feeder did just what 
it was supposed to do without fail- 
ure or trouble. 


Uses Best Materials 


Once the tests proved that the 
feeder was right, production got 
under way in earnest. Perhaps 
the strongest talking point the 
Schwabs have is the quality of 
their feeder. No. 1 dried lumber is 
used throughout. The floor is made 
of two-inch planking. The bottom 
of the troughs, curved to prevent 
waste of feed, is galvanized steel. 

Sides are either drop siding or 
car siding. Roofs are either wood 
or composition shingles, which- 
ever the customer prefers. The 
feeder may have a door in each 
end or, if the farmer wants to ele- 
vate feed directly into the build- 
ing, it may have a door in the roof. 

The whole building rests on four 
4 x 6 skids. Everything below the 
three-foot line, inside and out, is 
creosoted, with the exception of 
the bottom of the feed bin itself. 


Keeping Costs Down 


Your product must be reason- 
ably priced. This doesn’t mean 
that the Schwabs are giving their 
feeders away. They make a good 
profit on every one they sell. 


They have kept the price within 
reason by cutting the feeders six 
at a time and using their working 
hours to best advantage. Don cuts 
the lumber “between custemers,” 


using a five horsepower radial saw 
for bevel cuts. 

Even so, the feeder costs the 
farmer more than many of those 
produced by their competitors. It 
is the quality that makes the dif- 
ference. Competitors are some- 
times left holding cheaper, inferior 
feeders while the Schwabs go right 
on selling in spite of higher prices. 


Promoting the Feeders 


The first 100 feeders were sold 
entirely by yard display and word- 
of-mouth advertising. When their 
100th feeder was sold, however, 
the Schwabs ran an ad showing 
the customer and the feeder pur- 
chased. As a result of the news- 
paper ad, the Schwabs sold four 
feeders to farmers. In addition, 
they have 15 to 20 prospects from 
the ad, some of whom will undoubt- 
edly become buyers. 


Sells Other Buildings 


Business in portable structures 
is not confined to feeders. One 
fall the Schwabs built and sold 
more than 30 portable granaries, 
each holding 1,000 bushels. They 
build and keep on display hog 
houses, granaries, poultry brooder 
houses, garages, feed bunks. They 
also fabricate wagon boxes and 
silage boxes to order in their com- 
pletely equipped shop. 





EASY TO SELL 
EASY TO LAY 
YOU 


GOOD PROFIT FOR 


EXCELLENT 
MILLWORK 


THOROUGHLY SEASONED 
IN MODERN KILNS 


Here is the preferred perfect 
long-life flooring for homes, schools, in- 
stitutions, and commercial buildings. No 
synthetic or man-made flooring material 
can compare with the natural and dur- 
able beauty of Padgett-Smith Oak 


Flooring. 


The result is more satisfied 


customers, more sales, and profit for you. 


Representatives in most states, Write or phone for particulars. 


Paocert- Smitz FLOORING COMPANY 


Buritpinc Propucts MEeRrcHANDISER 


PY og COLOR AND GRAIN 
“\ UNIFORMITY 


- LONG LIFE GENUINE OZARK MOUNTAIN OAK 


> NOFMA 
GRADED 


OIRECT 

VAN DELIVERY 

Within 600 mile radius 
Trailer loads or split loads are 


delivered at carload prices. 
Coast-to-coast rail shipments, 


Phone 31 


Mountain View, Mo 
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YOUR AD OF THE WEEK 





No. 19 of a Series 


ADS NEED SUPPORT 


Advertising is not an independent selling force 
that always succeeds or fails on its own merits en- 
tirely. You can look at a group of ads and label this 
one good, that one weak; but the effectiveness of 
advertising is usually determined by how well it is 
dovetailed into the over-all sales program. Just as 
a star on a football team performs best when all play- 
ers do their jobs well, so advertising produces best 
when all other forces in the sales plan are working 
efficiently toward the same objective. 


Your advertising should be supported in every pos- 
sible way to provide maximum prospect contact 
through repetition of the sales message and a con- 
centration of effort. For example: 


(1) Plan tie-in point-of-sale displays featuring the 
advertised products and projects. Use construction 
models and photographs of completed jobs. Repeat 
copy themes used in the ads. 4 


(2) To get forceful repetition and widest circula- 
tion of a particular sales message, concentrate on 
it simultaneously in all media used. 


(3) Make sure your entire organization reads 
every ad. Suggestion: provide ad proof to each em- 
ploye, with short note over your signature. 


(4) Follow through on every opportunity for extra 
prospect contacts—displays in banks and home loan 
offices; publicity articles; truck signs; your signs on 
construction jobs. 


i 
eI 


in 
P my vast oe rr 
; earn — 


Send Now for Your Free Copy 
of Helpful Ad Book 


Contains dozens of practical, 
constructive ideas, plus layout 
and copy suggestions. Also 
shows the complete series of 254 
mat illustrations offered to lum- 
ber dealers exclusively by Amer- 
ican Lumberman 





(please print or type) 

AMERICAN LUMBERMAN 

139 No. Clark St., 

Chicago 2, Illinois 

Rush my free copy of the 48-page ADservice book. 
NAME 

COMPANY 


ADDRESS 











This suggested 3-col. layout is typical of the hun- 
dreds of individually planned ads you can make up 
with ADservice mats. 


YOUR NAME OR SIGNATURE CUT HERE 


ror Fun at Home"... 


SSS 





YOUR FAMILY 
NEEDS A 


RECREATION 
ROOM 






































(BRAND) 
CEILING TILE 


(BRAND) 
WALLBOARD 


SELECT 
KNOTTY PINE 




















POOR Henne eeeees 


fine furniture with 
FLUSH BIRCH DOORS 


















































YOUR NAME 


Copy “Aa” 

Like to see the young folks spend more time at home? 
Want to give all the family a place for games, parties, 
hobbies? Then plan now to build a modern recreation 
room. We'll help you design it .. . and arrange for easy 
monthly payments that put no strain on your budget! 
Do it now — so you'll have it in time for all to enjoy 
during those “shut-in” winter days and nights! 

(In column at right of copy “A,” list features, such as: 
knotty pine paneled walls; (brand) ceiling tile; (brand- 
type) floor tile, etc.) 


1 
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vat 2 ITER RF) ( SSEELIL the untimited 


‘Market for ARMSTRONG 
Sealing Compounds 


GLAZING 
te COMPOUND 


““Do-it-Yourselfers" are using tons of 
ELASTIC "33"' Compound annually. Great 
favorite for glazing windows, patching 
nail holes before painting, setting plumb- 
ing fixtures etc. Does not crack, crumble 
or chip off. Easy to apply. Outlasts ordi- 
nary putty many times over. Comes in 


one of 10 woods from the 17 Sib, and larger containers. 


WESTERN PINE sein) sat 


Great resistance to decay, dimensional stability, high pros on ; 

insulating qualities, workability, nailability, light weight . , 

make Western Red Cedar an excellent and economical 

wood for all residential construction—and preferred 
>: Big 6-fivid oz, tube: 50% more mate- 

for weather-exposed usage such as poles, greenhouses, Ws rial — 21% lower price. Home owners 

boats and floats. prefer Kwik-Seal 6-to-1, Easy to apply. 


Adheres to any surface and dries quickly 
to a smooth, hard, white finish. 


Western Red Cedar comes in 3 select and 5 common 
grades. You can order it in mixed cars—together with 
other woods from the Western Pine region—from most 
Western Pine Association member mills! 


ih 


7 The average home has a score of 

' IDAHO WHITE PING : places which need caulking. Sell them 

e es ern ines PONDEROSA PINE le the quailty, quegiede eongeul @ 

— i J @ very attractive price. It's. ELASTIC — 

ype aye: \ ~cOmpPoul won't crack or crumble, Comes in both 
‘ING COMPUY 


bulk and cartridge containers, 
RE) CEDAR ; : 
LARCH f 


the Associated Woods @ wu rn” 


ENGELMANN SPRUCE 
INCENSE CEDAR 


LODGEPOLE PINE ORDER FROM 


get the facts ‘ YOUR JOBBER 
to help you sell JER Rf) CEDAR 
write ‘“ the FREE illustrated booklet to The ARMSTRONG COMPANY 


WESTERN PINE ASSOCIATION CHICAGO | mecemenn Ge 
Yeon Bidg., Portland 4, Oregon 
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YOUR PROFIT-MAKING FORUM 


Markets everywhere... 


There are thousands of prospects in your com- 
munity who want to modernize—but how many of 
them are coming to your yard? Are you reaching 
out to them with promotions that make your yard 
stand out from run-of-the-mill competition — and 
establish you as the authority on every phase of mod- 
ernization? 

Here’s a simple device that can make you stand 
out from the contractor, the big chain stores and 
other competitors — and sell many more customers 
on coming directly to your staff for help. 

First, plan a series of newspaper stories — each 
featuring a different space-saving problem and your 
solution. For example, one store might show how a 
space-wasting hall can be remodeled to include an 
attractive powder room on the first floor. Another 
might show how a space-wasting kitchen can be 
transformed into a combination utility room, with 
space for an automatic washing machine, clothes 
dryer and ironing board, plus a compact dream 
kitchen. 

Still another story might show how unused attic 
space can be transformed into a wonderful sewing 
room or den for daily family use, which can also 
double as a guest room on special occasions. The 
more combination rooms you feature in your series 
and the more multiple uses you suggest for built-in 


en. the more popular your newspaper stories 
will be. 


..+ easy does it 


The easiest way to write publicity stories of this 
kind is to follow this simple pattern. Start your first 
paragraph by writing, Problem —and state it very 
specifically in two or three simple lines. Underneath, 
write, Solution—and present your suggestions in 
the next five or six paragraphs. Also, be sure to stress 
the actual cost per month in this part of your story. 
Beneath this, write Advantages—and state them 
briefly in your last paragraph. 

Next, make an appointment with the Building 
Page editor of your local paper. Show him your ar- 
ticles and suggest why such a series is of special 
interest to his readers and how it can help increase 
his newspaper’s circulation. 

Here are a few good reasons. How-to stories, par- 
ticularly on home improvements, are of universal 
reader interest, especially when they are loaded 
with concrete facts and figures. Another strong rea- 
son your series should have tremendous reader appeal 
is that most people have been turning to the big 
national magazines for such information because 
they can’t find it at the local level. By featuring such 
a series, your newspaper editor will be performing 
a much-needed reader service. 

In exchange for your series, ask him for a simple 
by-line at the top of each article, such as, “by Mr. 
Allen Scott, president of the Scott Lumber Com- 
pany.” Also ask your editor if he is interested in 
having you submit any pictures or simple diagrams 
to illustrate your space-saving stories and bring 
along some good picture material to show him in 
case he says yes. Glossy prints are best. 

Remember, too, that most editors prefer to write 
their own headlines and sub-heads. So leave plenty 


By Norm Advertising, Inc. 
New York, N. Y. 
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of space at the top of each article so the editor can 
easily write in his caption as well as instructions to 
the printer. 


... extra bonus for you 


As each of your publicity stories appears, ask your 
ad agency or local printer to make reprints of it. One 
of the best and most inexpensive ways is by the off- 
set method. Such reprints are valuable selling tools 
and prestige-builders in the hands of your salesmen 
—should be used by both your outside sales force 
and your counter clerks. 

They are also excellent material to enclose in sales 
letters and follow-ups. Another good way to use 
them is to paste them down on counter tops, or onto 
counter posters for customers to read while waiting. 
At comparatively low cost, they can also be blown up, 
for use in your window displays. 


... more free publicity 


If your local newspapers feature regular shopping 
columns, don’t wait for the editors to drop around 
for material to use. Every week, send in two or three 
paragraphs of news about new products, new uses 
for old products and special buys. Or interesting 
items about your personalized services to customers. 

The best way to do this is to find out when each 
Shopping Editor’s weekly deadline is. Then send in 
your news items five days in advance, marked at the 
top, for release Sat., Sept. 18th, or whenever the next 
weekly Shopping Column is to appear. You'll get a 
lot more free publicity this way for several reasons. 

When your editor sees that he can count on you 
regularly for news items of the same length, mailed 
in well in advance, on the same day of every week, 
he will actually begin saving space for you. Also, by 
getting your material in early, when he begins to 
plan his next column, you are much more likely to 
be mentioned right up in the opening paragraphs 
where it does you the most good! 

Best of all, such courtesy leads to much finer rela- 
tions with your newspaper, so that when you have 
more important news to break, you can get much 
better coverage. 


... smart introductory offer 


If your problem is how to build store traffic and 
boost daily shopping in your store, this is probably 
the reason. Most people still have no idea of the 
enormous range of products lumber dealers offer 
to meet everyday needs . . . still think of lumber 
yards as the place to come only for large items like 
roofing and siding. 

If this is your trouble, here’s a swell way to get 
the public in to see the large variety of products you 
stock. In your regular newspaper advertising, an- 
nounce Lucky Number Week. And explain that 
everyone buying $5 worth of household products or 
more will be given a number which may win a prize 
being given in each of your departments listed 
below. 

Then devote the rest of your ad to Lucky Number 
Week specials from each of the departments you are 
most anxions to introduce daily and weekly shoppers 
to. For prizes, use some of your best clearance items 
or whatever your budget permits. Among the most 
popular and appreciated gifts you can give, useful to 
everyone, are home repair kits made up of a variety 
of household cleaning and patching products. 
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WEATHER STRIPPING 


Stacked with Sales Appeal! 


New Inner-Seal Queen B and B Paks attract attention 

. make impulse sales! They're packaged in the exact 
lengths customers ask for . . . and each pak contains 
complete instructions on how to weather-strip! 

INNER-SEAL Queen B and B Paks are compact .. . 
easy to stack and easy to stock, easy to display and sell! 
Cash in on these profitable salesmakers. Order your 
stock of INNER-SEAL, the top-quality 
weather strip, today! 


QUEEN B PAK-17 feet 

Suggested Retail Price $1.98 
B PAK-10 feet 

Suggested Retail Price $1.19 
FLEXIBLE —* ADJUSTABLE --— RIP-PROOF 
EXCLUSIVE PATENTED CONSTRUCTION 
(Spring Steel Molded In Live Sponge Rubber) 

DURABLE — NEOPRENE COATED 
Over 600 Million Feet Sold! 
Nationally advertised 


For complete information, write today to 
Dept. AL10 


BRIDGEPORT FABRICS, INC. 
BRIDGEPORT 1, CONNECTICUT 


BUILDING Propucts MERCHANDISER 


PINE FLOORING 


End Matched 


Plain’ End 
? 


A Grade for 


Every Purpose 


Quality in 


Every Piece 


50-Y ear Reputation 


For Excellence 


Write or Call 


so: T WH PF RON 


LUMBER COMPANY 


Warren, Arkansas 


We Grow Our Own Dreee 
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AMONG THE DEALERS 
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CARPENTER’S APRONS distributed free to vendors and booth handlers at the 
Butler, Wis., annual Frontier Day celebration last August kept the name of the 
Butler Lumber Co. before the thousands of residents and visitors who attended 


the three-day civic affair 


Lumber Groups Establish 
Two College Scholarships 

To attract qualified graduates of 
Michigan high schools to the lum- 
ber industry, the Detroit Lumber- 
men’s Association and the Detroit 
Hoo-Hoo club have established 
scholarships at Michigan State 
college. These annual grants of 
$500 are to be awarded to members 
of the freshman or sophomore 
class of the lumber and building 
materials merchandising curricu- 
lum. 

joth organizations are award- 
ing a $500 scholarship annually, 
and feel the incentive offered by 
such grants will assist in the pro- 
curement of future personnel and 
help fill the need for qualified 
young people in the lumber in- 
dustry. 

The lumber and building mate- 
rials merchandising curriculum 


SCHOLARSHIPS are presented by 
James J. Byrne, left, president Detroit 
Hoo-Hoo club, and Fred B. Lowrie, 
center, president, Detroit Lumbermens 
Association, to William B. Lloyd, asso- 
clate professor, department of forest 
products, Michigan State College. 
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was established at Michigan State 


in 1942 and since that time has 
attracted students from the 48 
states and Canada. The four-year 
course is primarily concerned with 
training young men for the whole- 
sale, retail and commission phases 
of the lumber industry. 


Bud Bailey Joins Knecht 


Aaron H. (Bud) Bailey has 
joined Knecht Lumber Co., Rapid 
City, 8. D., as a retail outside 
salesman in the Rapid City area. 
Born in Mitchell, 8. D., Bailey was 
previously employed by the Robert 
Burns Lumber Co. in that city. 
His work will primarily be with 
Ellsworth AFB contractors and 
various retail customers in the 
area. 


Hoo-Hoo Supreme Nine 
Picked at Houston Meeting 


Lumbermen from a!l over the 
United States and Canada met last 
month at the 63rd annual Interna- 
tional Hoo-Hoo convention at the 
Shamrock Hotel, Houston, Tex. 
Delegates representing the more 
than 12,000-man lumbermen’s 
group elected the following as The 
Supreme Nine for the coming year: 


Snark of the Universe — John H. 
Doleater, 37372, Tampa, Fla. 
Jurisdiction I — John J. Santore, 
52280, Newark, N. J., Supreme 

Hoo-Hoo. 

Jurisdiction If — Roy G. Leitch, 
Jr., 53398, Detroit, Gurdon. 

Jurisdiction Ill Ernie Wales, 
45412, Spokane, Wash., Custoca- 
tian. 

Jurisdiction IV 
son, 53559, 
Scrivenoter. 

Jurisdiction V 
37595, Toronto, 
Arcanoper. 

Jurisdiction VI — George Clough, 
46020, Downey, Calif., Senior 
Hoo-Hoo. 

Jurisdiction VII — Harry A. Stock- 
man, 35961, St. Louis, Mo., Bo- 
jum. 

Jurisdiction VIII — Wilfred E. 
Gits, 47310, St. Paul, Minn., Jab- 
berwock. 

Jurisdiction IX—Donald L. Moore, 
51631, Atlanta, Ga., Junior Hoo- 
Hoo. 


Robert A. Ma- 
Memphis, Tenn., 


Donald Barclay, 
Ontario, Can., 


To handle corporate affairs, the 
following men were elected: presi- 
dent, John B. Egan, 45206, St. 
Paul; vice-president, Harry F. 
Partridge, 1983, Minneapolis; sec- 
retary, Ben Springer, 34265, Mil- 
waukee; and treasurer Edwin F. 
Fischer, 41901, Milwaukee. 





Hoo-Hoo-Ettes Form 
San Francisco Chapter 


Twenty seven women engaged in 
manufacturing, wholesale and re- 
tail branches of the lumber indus- 
try have recently organized chap- 
ter No. 3 of the Hoo-Hoo-Ette in 
San Francisco. The Hoo-Hoo-Ette 
is an auxiliary order of the Inter- 
national Hoo-Hoo. The San Fran- 
cisco chapter is one of the four 
clubs now active on the west coast. 

The Hoo-Hoo-Ettes were found- 
ed in 1951 in Los Angeles by Anne 
C. Murray. Since then, Chapter 
No. 2 in Eugene, Ore., has been or- 
ganized, followed by the San Fran- 
cisco group. The most recent chap- 
ter being formed at San Diego, 
Calif. 

The first meeting of the 1954-55 
year is scheduled for this month, 
according to an announcement by 
president Bessie Pappas. 


ew* *% 


HOO-HOO-ETTES at a recent conca- 
tenation ceremony in San Francisco. 
Twenty-seven women were initiated 
into the recently-formed chapter. 
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“You can bet your life | use 


Malta Windows! 


“Yes, sir, that’s what | keep 
telling the boys down where | 
buy my lumber and millwork 
. . » MALTA Windows help sell 
my houses quicker, because 
they not only look good, but 
are easy and convenient to 
operate! They last longer, too!”’ 


- MALT-A-VENT 


The flexible, j eS 


versatile 
modern 
multi- 
purpose Wood 
Window Unit. 
ideal for grouping into 
stacks ... or entire window 
walls! Self-aligning, may be double- 
glazed and ordered complete with screens. 


MALT-A-GLIDE 


Easy-operating 
removable sash 
slide horizontally 
. providing 
matchless con- 
venience with 


striking appear- 


ance. Ideal for 
contemporary 

or traditional 

usage .. . fully modular 
in all sizes. Unique water- 
tight sill seal blocks 


moisture, draft entry. 7 


MALT-A-MATIC 


Traditional double-hung practica]- © 


ity with easy-operating, friction- 
balanced removable sash! 
Adjustable aluminum guides 
eliminate rattles . . . provide 
easy, quiet operation. 


Supreme 
Quality 
Since 


1901 


You'll hear the same thing again and 


. from builders and homeowners 





Light 
BUILDERS 
HARDWARE 


ey “| ; 
\ ie } 
by GRIFFIN 


For more than 50 years Griffin 

hinges have been known for their 

fine materials and workman- 

ship. Griffin hinges are 

part of a wide variety of light 
builder's hardware... 

, quality produced by 
Ny Griffin. 


i Every DOOR NEEDS THREE! 


“(jRIFFIN- 


anufacturing Company 
ERIE » PENNSYLVANIA 


GEORGE A. GREGG E. H. FARRAR L. G. PULLER 
141 'W. Eight Mile doad Room 22 P. ©. Box 2113 
Detroit 3, Michigan 2nd Unit Senta Fe Bidg. Jackson 5, Mississipp/ 


T 
AUSTIN & EDDY INC. ro HARVEY D, RUSH & SONS 
115 Broad Street 2450-1 7th St 4638 Nichols Parkway 
Boston, Massachusetts Son ener vn 10, Cellf. Kansas City, Missouri 
WILBUR H. DAVIS W. C. MEIBAUM & CO. H, C, GLOVER 


1639 W. Fargo Arenve 9 athe A 2611 Garrison Bivd, 
Chicago 26, Ilinols eee oe 








on . St. Louis 9, Missouri Baltimore 16, Maryland 
clike! Wherever MALTA Weed Window - ts R. F. BEVERS THE B. S. ALDER COMPANY ROY L. ROGERS 
— ore = ond used, md — MANUFACTURING # 4524 East 60th Street 45 Worren Street 1620 Gorfield Street 
Ey eo RE Company | MSS 
Write for the name of your nearest MALTA é WALTER S. JOHNSON & SONS 
jobber. 2 be, 917 St. Charles Avenue 

“ a Atlonta, Georgia 
See Malta—Booth D-8 & 9, NRLDA, "a ier - 
N.Y.C. Kingsbridge Armory, Oct. 2-10 ———————— 
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Manufacturers in the News 


OUTDOOR DISPLAY of choir boy and girl is easily made 
from plans available in the plywood promotion kit. 








DOLLHOUSE is 


another item included in the plans that 
are available to home handymen who wants to make their 
own Christmas gifts. 


Key Your Holiday Plywood Promotion to the Home 


Plans for do-it-yourself gifts and Christmas displays, 
are offered in Douglas Fir Plywood Association’s compre- 


hensive merchandising kit. 


To help the building material 
dealer get a share of holiday prof- 
its and maintain a high sales vol- 
ume, Douglas Fir Plywood Asso- 
ciation is offering a well-rounded 
Christmas merchandising package 
as a gift. 

The entire promotion package, 
centered on Christmas merchan- 
dising plans for lumber dealers, is 
built around do-it-yourself plans 
using fir plywood to build outdoor 
Christmas decorations, children’s 
toys and make-it-yourself gifts. 

Detailed Plan 

In announcing the promotion 
plan, DF PA described the package 
as “a Christmas gift to dealers that 
is a winter sales promotion plan 
tailored to stimulate greater store 
traffic and a high volume of fir 
plywood sales.” 

The package contains a mer- 
chandising plan which outlines in 
detail display ideas and suggests 
selling approaches for effective 
use of the kit’s sales tools. Also 
detailed in the plan are methods 
of promoting residential display 
contests, participation in Christ- 
mas parties, how to encourage 
school projects and other methods 
of stimulating Christmas activity 
in your community. 

For local store display there is 
a giant Christmas headquarters 
banner and a counter plan dis- 


96 


penser which contains 50 copies of 
outdoor display plans, 50 gift and 
toy plans and two life-size nativity 
scene plans. 

The whole merchandising pack- 
age, including plans, displays, ad 
mats, radio and TV commercials, 
is free to dealers. 

To back the dealer’s local pro- 
motion, DFPA is sponsoring a 
strong national advertising cam- 
paign in the October and Novem- 
ber issues of 20 of the largest 
magazines. These ads offer 39 
plans, including Christmas items 
free to readers. 


Many Ideas Available 

For those families who like to 
display Christmas spirit on the 
front lawn and roof of the house, 
there are 12 plywood cutouts avail- 
able. Included in these is the life- 
size nativity scene with eight col- 
orful plywoed figures. 

For the young people whr want 
to make something practical for 
mom and dad there are simple 
items that can be made from fir 
plywood. These include a maga- 
zine rack, TV serving tray, cutting 
board and a knife rack. 

There is also available a series 
of 12 toys dad can make in his 
spare time. Some of these toys 
have an outer space motif. These 
include a space raider, a rocket 
clubhouse and a flying saucer. 


The association is crystallizing 
plans for a contest with worth- 
while cash prizes to dealers who 
help develop the most successful 
Christmas selling programs. Mean- 
while, the merchandising kit is 
now available from Douglas Fir 
Plywood Association, Tacoma 2, 
Wash. 





Christmas Merchandising 


Here’s a summary of how you 
can cash in on the Christmas gift 
promotion package offered lum- 
ber dealers by the Douglas Fir 
Plywood Association: 


1. Use store and window dis- 
plays to positively identify 
your yard as Santa Claus 
headquarters for the do-it- 
yourself trade. 

. Devote a part of your ad- 
vertising to Christmas sell- 
ing themes provided in the 
DFPA merchandising kit. 

. Cooperate with your local 
Junior Chamber of Com- 
merce and General Electric 
in sponsoring an outdoor 
lighting contest for home- 
owners. 

Check with other business- 
men on what supplies they 
may need for their own 
store and window displays. 

. Stock cut-outs or blanks of 

displays shown in DFPA 
plans. 
Work with school voca- 
tional instructors in pro- 
viding plans and materials 
for toy and gift items stu- 
dents can make for their 
families. 
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| low, low prices! 








New BROWNSKIN 


Fiberglas-Reinforced 
TARPS 


Fibergias- 
reinforced 
(actual size) 


Creped for 
flexibility 


Edges folded 
and seaied 


Waterproofed! 
Tough 2-ply kraft 
impregnated with 
a special compound 


What a profit maker! 

Rugged, Fiberglas-rein- 
forced BROWNSKIN 
Tarps at half the price you'd 
expect. Advertised now to 
your customers in American 
Builder and Practical 
Builder. 

Be sure your stock is 
complete when your cus- 
tomers ask about BROWN- 
SKIN Tarps. 

Sizes 8 x 10, 10 x 12, 
12 x 16, 15 x 20. Also 
these widths in lengths up 
to 75 feet. 

See your distributor for 
sample and low prices or 
write today to: 


ANGIER CORPORATION 
Framingham 21, Mass. 


Solid brass 
grommets at 
24” intervals 


As foul-weather protection for equipment. 


As a windbreak in construction work and 
for protecting materials in your own sheds. 


* 


For stack covers and other farm needs. 


Angier Quality Building and Construction Papers - Copperskin 
Vaporseal Brownskin - Lumaskin - RFD Brownskin - Glass-mat 


BuILDING Propucts MERCHANDISER (To obtain 


YOUR BEST BUY . . . because they come 
from the U.S.’ largest virgin timber stand! 


Old growth timber, carefully manufactured, 
is your assurance of fine end-products. And 
that's just what you get with timber from 
the nation’s largest virgin stand in Douglas 
County, Oregon . . . and Roseburg's modern 
facilities. It's a combination for dealers that 
guarantees value, quality and satisfaction. 
Ask today for Roseburg Brand Lumber in 
Douglas Fir, Hemlock, Ponderosa and Sugar 
Pine... and Roseburg Brand Plywood 
(every type, grade and size, including new 
Roseburg-brand Texture One-Eleven!) 


PROMPT SHIPMENT ANYWHERE’ IN U.S. ORDER FROM 
YOUR NEAREST ms. Yas WHOLESALER OR JOBBER. 
’ A j f 7 


(If you don't have his name and address handy 
just clip and mall us the coupon below.) 





ROSEBURG LUMBER CO., ROSEBURG, OREGON 


Please send us name of the nearest ROSEBURG Lumber Wholesaler 
Jobber 


Please send us name of the nearest ROSEBURG Plywood Wholesaler 
Jobber 


Firm 
By 


Street 





City ____ State 
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AMAZING 
PULLMAN 


Powerful 
Pigmy 


with rust-proof 
stainless steel 


spring 








world’s \ 
gmallest 
true 
counter: 
halance 
for double: 


hung 
windows 


Set of 4 weighs 
only 12 oz 





Position of balance 
installed in sash 








Sash morticed . . . no head 
or side room needed 


Lowest-priced true counterbalance 
on the market—plus extra saving of 
installation time, shipping and han- 
dling costs. Pullman’s Powerful 
Pigmy utilizes the revolutionary 
constant-load negative spring. No 
moving parts—nothing to go out of 
adjustment. Spring and all exposed 
portion is rustproof nickel-bearing 
steel, Write for full details. 


MAN 


rm 
MANUFACTURING CORPORATION 

325 HOLLENBECK STREET 

ROCHESTER 21, NEW YORK 


J 


(To obtain more data on advertised products see page 138) 
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AERIAL VIEW OF NEW MILL at Canadian Johns-Manville Jeffrey Mine shows 
town of Asbestos, P. Q., in the background. In the middie center of the photo is 
the headframe above one of the two underground mine shafts now in operation. 
Dry rock storage building at the left can hold 60,000 tons of ore. 


New Asbestos Mill 
Put Into Production 


Johns-Manville opened the larg- 
est asbestos mill in the world at 
Asbestos, Quebec., Sept. 30. The 
mill will handle more than one- 
third of the free world’s supply of 
asbestos fiber, most of which will 
be used in the United States. 

Anticipating the trend toward 
greater mechanization in the as- 
bestos industry, the new mill will 
replace several existing mills and 
provide more modern facilities 
and increased production. 

The new plant occupies a 14- 
story, steel and concrete building 
that has 221% acres of floor space. 
When in full production, early in 
1956, it will provide additional 
capacity to reach a total annual 
production of 625,000 tons of as- 
bestos fiber and a daily capacity 
of 60 carloads aggregating 2,500 
tons. Adjacent to the famous J-M 


| Jeffery Mine, known as the largest 
| asbestos mine in the world, the 


new mill will draw on ore reserves 
for more than 100 years of opera- 
tion at the present rate of pro- 
duction. 


Chemold Now Making 
King-Size Plastic Panels 
Manufacture of the world’s larg- 


est ribbed, fiberglass panel has 
been announced by K. D. Smith, 


president, Chemold Co., 
Monica, Calif. 

The press-molded_ king-size 
Chem-O-Glass building panels 
measure 48 15/16” in width by 12’ 


Santa 
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in length with 34” ribs every 8” 
apart. The panels are press-mold- 
ed in the world’s largest hydraulic 
ram press devoted exclusively to 
the manufacture of press-molded 
fiberglass items. 


In addition to size, another im- 
portant feature introduced is the 
method of manufacturing. The 
end of every sheet is tapered to fit 
perfectly with each overlapping 
sheet. This greatly simplifies in- 
stallation. 


~<a 

KINGSIZE PANEL, recently intro- 
duced by the Chem-O-Glas Co., Santa 
Monica, is the world’s largest press- 
molded ribbed fiberglass panel now in 
production. Shirley Buchanan com- 
pares its size with hers and a standard 
8’ long panel. 


c 





TEN-TON CAPACITY CRANE in the 
new 60,000 square-foot rough shed 
moves a package of lumber at the For- 
est Products sawmill at Huttig, Ark., 
on its way to the planer mill. Crane 
can travel the 600-foot long shed in one 
minute. 


Golden Anniversary Fete 
Opens Modernized Mill 


A 16-month modernization pro- 
gram, believed to be the most ex- 
tensive ever undertaken in a south- 
ern sawmill, was completed Sept. 
30, at Huttig, Ark., when the For- 
est Products Div. of Olin Mathie- 
son Chemical Corp. held formal 
dedication ceremonies. 

On the same day, a golden anni- 
versary celebration was held to 
mark the sawmill’s 50th year of 
operation. National, state and 
local officials and top executives of 
Olin Mathieson attended. 

General manager of the Forest 
Products Div. Robert H. Evans 
said that the introduction of the 
latest techniques of lumber han- 
dling made the Huttig mill one of 
the most modern in the south, and 
added that during the 16-month 
program the mill was able to main- 
tain full-scale production. 


Fall Promotion Step-Up 
Announced by Kentile 


Kentile will follow through on 
its big summer advertising cam- 
paign with a stepped-up fall ad- 
vertising program, according to an 
announcement by C. A. Neumann, 
vice-president for sales for Ken- 
tile, Inc. 

National magazines and news- 
papers with a total combined circu- 
lation to 105 million readers will 
be used to promote Kentile’s line 
of resilient tile flooring. 

“The spread ads in full color 
which Kentile introduced in our 
summer advertising schedule will 
be continued,” Neumann added. 
“The impression they made was so 
favorable that we will continue 
them this fall in national maga- 
zines.” 


BuiLpinc Propuctrs MERCHANDISER 


GIVE YOUR SCREENS EXTRA VALUE 
WITHOUT PREMIUM COST... 


KEYSTONE 


INSECT WIRE SCREENING 





A GOOD MANY screen manufacturers have discovered they 
can offer a far more uniform and thoroughly dependable prod- 
uct by standardizing on Keystone Insect Wire Screening, And 
this is bound to be true because Keystone has just one aim... 
to produce screening that is unsurpassed for strength and for 
long, economical service life. 


You can have Keystone Inseci 
Wire Screening in your choice of 
aluminum, bronze or galvanized 
steel...and, of course, in any stand- 
ard width. It meets U. S. Dept. of 
Commerce Commercial Standard 
138-49, Order Keystone from your 
usual supplier for top screening 
quality and customer satisfaction. 
And write us for catalog giving 
full Keystone information. 














A 


KEYSTONE 
WIRE CLOTH COMPANY 


HANOVER, PA * FOSTORIA, OHIO 


(To obtain more data on advertised products see page 138) 














ZS CREEN 
Rollers 


Convex Face 












Standard 2” dia. x 
1/16” face 

Primarily used in putting the screen- 
ing into the frame slot. Can be 
supplied with 3/32” rounded edge. 


Concave Face 


For inserting spline into frame after 
screening has been positioned. 
Standard stock sizes are .093, .105, 
125 and .170 width of face. 












Standard stock size is 2’ and 
1.5/8" diameters by 9/16" width 
of face. 


Special sizes on all above tools can be 
made to order. Send specifications. 


HOGGSON & PETTIS MFG. CO. 


BOX 1650, WEW HAVEN, CONN, U.S. A. 











Annular-threaded 
metal weather 
strip nails... 


FOR GREATER 
HOLDING POWER 





USERS REPORT, Apr. 4— 
“Fast replacing the old fash- 
ioned unthreaded naill”’ 


Plated for maximum rust 
resistance. Early delivery in 
packages and in bulk. Write 
for prices and samples. 


Df JOHN HASSALL INC. 


slectell| P. ©. Box 2160 


Westbury, Long Island, N. Y. 


Established 1850 


100 
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Patent Case Settlement; 
Green Light for Silicones 


Protection of above-grade ma- 
sonry from the ravages of water 
and weather is one of the fastest- 
growing applications in the new 
field of silicone chemicals. Even 
faster growth can be expected 
now with the removal of patent 
dissention between Wurdack 
Chemical Co., St. Louis, and Dow 
Corning Corp., Midland, Mich. 

Walter Wurdack, president of 
the chemical company bearing his 
name, recently announced the set- 
tlement of his suit against Dow 
Corning. According to Wurdack, 
arrangements have been made to 
make his invention available to all 
interested users throughout the 
United States and Canada by the 
mere purchase of readily available 
silicone water repellent products. 


Mississippi Producers 
Set Marketing Standards 


The Mississippi Pine Manufac- 
turers Association, Jackson, new- 
ly-organized group of 25 producers 
of quality southern pine lumber, 
has drawn up a statement setting 
forth the principles governing the 
manufacturing and marketing of 
their products. 

The MPMA “Standards of Prac- 
tice” incorporates into a general 
declaration the same principles 
that the individual mills them- 
selves followed in producing and 
selling southern yeilow pine before 
they formed the association. 

“We feel that we should tell the 
people we are asking to buy our 
lumber just what our association 
stands for,” says president Price 
Paschal of the Price Paschal Lum- 
ber Co., Brandon. 

“To live up to this pledge, we’re 
having our lumber inspected and 
grade-marked by the Southern 
Pine Inspection Bureau, an organ- 
ization completely independent of 
ours. When our lumber comes up 
to their standards, and only then, 
they will mark it plainly with the 
SPIB stamp and our MPMA sym- 







bol, the sawmill number and the 
grade number. Consequently, a 
buyer can always be sure that all 
grade-marked southern yellow pine 
is well manufactured and thor- 
ough dry.” 


Fiberglass Plastic 
Now Available in Rolls 


A flat fiberglass reinforced poly- 
ester resin translucent plastic—in 
continuous roll form—has been 
produced for the first time in the 
industry by Plexolite Corp., El 
Segundo, Calif. 

By using a continuous produc- 
tion system, Plexolite’s research 
department developed a _ process 
which permits virtually unlimited 
lengths of plastic in a uniformly- 
controlled thickness. 


i 3 wy 

ROLL PLASTIC reinforced fiberglass 
material was recently developed by 
Plexolite Corp., El Segundo, Calif. This 
roll of plastic weighing 60 pounds is 
24” wide and 65’ long. 


In roll form, the plastic will 
eliminate the waste which often 
results from standard lengths. A 
functional need in many applica- 
tions will be served by this flat 
surface material. Plexolite will 
manufacture this fiberglass plas- 
tic in any length desired. Lengths 
are limited only by what is prac- 
tical for handling and shipping. 

The plastic is available in 
widths from 12” to 40”, and there 
is a wide range of 15 colors. 














—* * 





Woodco Opens New Plant 


General Woodcraft Co., Inc., 
North Bergen, N. J., recently has 
established a new division—Wood- 
co Corp.—for the exclusive pro- 
duction of hardware used in its 


line of wood awning windows. 
The new plant, located in Miami, 
Fla., marks the latest advance in 
the firm’s 35 years of window prod- 
ucts manufacturing. Woodco also 
maintains plants at Schenectady, 
N. Y., and Lowell, Mass. 
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COMPANIES ANNOUNCE 


Delta Heating Corp., Trenton, N. J., 
manufacturer of domestic and indus- 
trial warm-air furnaces, announces the 
appointment of Ed Black as coordina- 
tor of sales for Delta in southern 
New Jersey, Delaware, Maryland, Dis- 
trict of Columbia and eastern Penn- 
sylvania. Black will direct sales to 
distributors with the aid of three field 
men under his supervision. Donald P. 
Moore, formerly field service engi- 
neer for Delta, has been assigned the 
Long Island, New York, territory. 


F 


Ed Black D. P. Moore 


Republic Steel Kitchen’s, Canton, 
Ohio, recent trade advertising and 
sales promotion campaign for 1953 
won the next-to-Topper award of the 
National Advertisers Association at a 
recent NIAA convention in Montreal. 
The award was made for Republic’s 
campaign to introduce Republic Steel 
kitchens early in 1953, and build up a 
nation-wide distributors program dur- 
ing the balance of the year. 


Simpson Logging Co., Shelton, 
Wash., has become sales representa- 
tive for the distribution of Kimsul in- 
sulation in 11 western states, west 
Texas, and parts of Alaska and Can- 
ada following an agreement with the 
Kimberly-Clark Corp., Neenah, Wis., 
manufacturers of Kimsul. The Simp- 
son Logging Co., one of the nation’s 
oldest lumber and wood products com- 
panies, has years of experience in 
insulating board, sheathing and allied 
items. 


Air Rectifiers, Inc., Chicago, manu- 
facturer of individual ventilator units 
for glass block, recently changed the 
company name to Weather-Bloc, Inc. 
Mitchell Steigman, president, said 
there are no other changes in manage- 
ment, operations or plant locations. 


Barney Gallagher & Associates, 
representing M & M Woodworking 
Co, in Memphis, Tenn., has moved to 
a new address at 627 Sterick Bldg. 

J. P. O’Brien has been appointed 
sales manager, building steel products 
of United States Gypsum, with head- 
quarters in Chicago, it was announced 
by H. B. Brown, merchandise manager 
of the division. 

Edward Pappert, formerly assistant 
sales manager of paint products, to 
take over O’Brien’s position as dis- 
trict manager of the Pittsburgh dis- 
trict of United States Gypsum. 


Celotex Corp., Chicago, announces 
it will build a new and larger gypsum 
board mill and expand its other facili- 
ties at its Port Clinton, Ohio, plant. 
This modernization and construction 


(continued on next page) 
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For steady, more profitable 
Window Sales 


THE BONDERIZED STEEL WINDOWS 


VENTO BONDERIZED 
“Champion” 
BASEMENT WINDOWS 


ess Ope t gives a ot 














VENTO CASEMENT WINDOWS 


All casements drilled and tapped to receive 

storm sash and screens, operator arm 

guide channels attached with screws for easy 

removal and replacement, if necessary ; 

ventilator frames constructed from the same 

heavy sections as the outside frame. This 

provides greater rigidity and stronger ventilators. 

Also ask about the extra value in: 

VENTO “Thrifty” Basement Windows 

VENTO Formed Stee’ Lintels (for Block and Brick 
Construction) 

VENTO “Champion” Barred Basement Windows 

VENTO “Champion” Utility and Barn Windows 

VENTO “Thrifty” Utility and Special Tyoe Windows 


Write us for full information. 
Some desirable territories are open for representatives 
and distributors. Write for full particulars. 


STEEL PRODUCTS CO., Inc. 


249 COLORADO STREET BUFFALO 15, N. Y. 
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TRIPLE YOUR 
Ve ee oe 
PROFITS! 











Za 

Here is the one Tf 
DISPLAY 1 
MERCHANDISER 
that really makes 


customers 
sell themselves! | 








Available to retailers . this point-of-sale 
display is a true “Silent Salesman”! Hand- 
somely finished table, made from slab door, 
shows at a glance how easy and inexpensive 
it is to make beautiful furniture. Assortment 
of “Do-It-Yourself” metal legs attractively 
mounted on pegboard back panel. Folding 
legs mounted on table top, to demonstrate 
easy operation. You can paint in your own 
name or sales message on the upper sign 
pena. Convenient storage space for 30 sets 
located out-of-sight, behind pegboard panel. 
= unique display really makes sales, can 
Lom | triple your volume in the fast-moving 
metal leg market! 


ABOUT OUR LEGS... 


powse metal legs include a complete selec- 
tion in beth black and bright metal finish. 


guaranteed not 

snag stockings! 5 “Tain yin PE oy in heights tr trom 
6” to 29”. le legs in heights from 
9” to 16”. Fellien legs, of tubular steel, 
ore Guiched te Detens sine, come in 2 heights, 
16” for benches and for tables, The 
Brewer line offers ‘cualty_ that can’t be beat 
at competitive prices that make it a = 
lar seller in the big “Doin Yesrselt” ‘nei id. It 
will pay you to check on the Brewer La to- 
day, including details of how to our 
= “Silent Salesman” Display ed an- 

ner. 


E.F. BREWER CO. 
Mfrs. of Tubular Furniture 
* Tube Fabricators - 
4U35 MN. 124th Street + Butler, Wis. 
. 
1f your jobber does not handle, 
Send for free detalls and prices 


8. F. BREWER CO. 


4835 N. 124th Street + Butler, Wisconsin 


Please rush me detolls, prices of Brewer 
metal legs, and how to get my own ‘'Silent 
Selesman"’ display. 
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FINANCIAL 
COUNSELOR 








By Ira S. Fields 


Fields and Fields, Certified Public Accountants, Chicago. 


The New Tax Law 


Businessmen are all interested in 
knowing how the new tax law affects 
their particular company. The new 
revenue code of 1954 is vast and com- 
plex. This year more than ever before 
the head of each company should con- 
sider, with the aid of his tax adviser, 
how the new law affects his particular 
company. Several provisions included 
in the new tax law give the taxpayer 
an election of methods in the first year 
(1954), but require that the permis- 
sion of the treasury department be re- 
ceived if the new methods of reporting 
income under the 1954 law are to be 
inaugurated in years after 1954. 

One of the provisions included in the 
1954 internal revenue code permits 
companies to claim as deductions, rea- 
sonable additions to reserves for esti- 
mated expenses. Prior to the enact- 
ment of the 1954 revenue code, costs 
and expenses related to the income of 
a given period were unallowable in 
cases where the amounts had to be 
estimated. Estimated expenses may 
now be set up for the following: 


1. Vacation pay. 

2. Cash discounts. 

3. Freight allowances. 

4. Injuries and damages. 

5. Sales returns and allowances. 
6. Quantity discounts. 


Reserves for the foregoing expenses 
must be reasonable, in amount. Esti- 
mates should be based on reliable data 
or statistical experience of the com- 
pany. Reserves may not be set up for 
expenses which are of a contingent or 
contested nature. Reserves for general 
contingencies would not provide the 
basis for deductions. 


The taxpayers who decide to take 
advantage of the new provision for 
estimated expenses secure the benefit 
of double deductions in the year of 
election. This doubling up is the result 
of the deduction for actual expenses 
incurred, which prior to the enactment 
of the new law could only be deducted 
in the year in which the expenses were 
paid or incurred, and in addition a de- 
duction for estimated expenses appli- 
cable to the current year, but incurred 
in subsequent years. 


An example of this doubling up of 
deductions in the first year would be 
in the case of cash discounts allowed, 
wherein the estimated cash discounts 
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to be allowed on accounts receivable 
would be deducted in addition to the 
cash discounts actually allowed for the 
current year. 


Another example of a double deduc- 
tion in the first year would be in the 
case of vacation pay. In this case a 
pro rata portion of estimated vacation 
pay applicable to the current year, but 
not incurred until the subsequent year, 
may be deducted in addition to the 
actual cost of vacation pay incurred in 
the current year. 


A word of caution—the election to 
claim deductions for estimated ex- 
penses must apply to all expenses. A 
taxpayer cannot select only one type 
of expense and claim deductions on an 
estimated expense basis, but must 
apply the election to all estimated ex- 
penses. For example, a reserve set up 
for estimated vacation pay would not 
be allowed if the taxpayer did not set 
up reserves for all other expenses such 
as cash discounts, returns and allow- 
ances, peeenass services, etc. Re- 
serves for all such expense will be re- 
quired to be established, if they can 
be reasonably estimated. 


Once an election is made to estimate 
expenses, the taxpayer must follow 
the procedure in subsequent years. 


The advantages given to taxpayers 
by the 1954 revenue code in the case 
of estimated expenses as well as other 
provisions contained therein are in 
many cases so J ernonee that proper 
consideration ma ample return 
for the time involved a by the taxpayer 
and his tax adviser. As stated previ- 
ously, this is the year to make elec- 
tions on this particular phase of the 
new law. 


Similar elections must be made in 
connection with the taking of accel- 
erated depreciation which is provided 
in the 1954 revenue code. 


LUMBER'S “LOST” MARKETS 


For a hard-hitting report on where lumber 
is losing business in new home construction 
watch for the concluding article reviewing 
the Stanford University study sponsored by 
the Weyerhaeuser Timber Co. The first arti- 
cle begins in this issue on page 50. 







work will be done in such a way that 
no interruption in production, employ- 
ment or service to the trade will occur. 


Gary M. Cresta was recenly named 
district manager for Mastic Tile Corp. 
of America in the Pennsylvania, south- 
ern New Jersey and western New York 
area. Cresta has been sales representa- 
tive for Mastic Tile in eastern Penn- 
sylvania and southern New Jersey for 
the past two years. Cresta will muke 
his headquarters in Philadelphia. 


Arvin H. Quam has been appointed 
treasurer of Inland Steel Products Co., 
Milwaukee, Wis., manufacturers of 
steel building products and garden 
equipment. Quam replaces O. R. Egan, 
who was recently elected comptroller 
of Inland Steel Co., Chicago, of which 
the Milwaukee firm is a subsidiary. 
Quam, formerly assistant to the treas- 
urer, has been with the company since 
1950. 


Appointment of Bob Olson as sales 
manager of the J. S. Thorn Co., Phila- 
delphia, manufacturer of aluminum 
and steel windows, was announced re- 
cently. Prior to coming to Thorne, Ol- 
son was sales manager of the Reynolds 
Metal Company’s Window Division. 


Bob Olson John St. John 


Kwikset Sales & Service Co., Ana- 
heim, Calif., a division of Kwikset 
Locks, Inc., recently announced the 
promotion of John St. John from field 
sales manager to sales manager. In 
his new position he will be responsible 
for all sales activities. St. John has 
been with Kwikset one year. Former- 
ly, he was a builders’ hardware buyer 
for Shapleigh Hardware Co., St. Louis. 


National Gypsum Co., Buffalo, has 
promoted Leonard L. Hank to the 
newly-created position of general pro- 
duction manager in charge of gypsum, 
paper and insulation board plants, 
Melvin Baker, board chairman, recent- 
ly announced. Other promotions on the 
company’s production staff include: 
Eugene W. Odenwaldt to the new po- 
sition of general production manager 
in charge of paint, rock wool, lime 
asbestos and metal lath plants, and 
Charles H. Dwyer to director of plant 
industrial relations. 


Barclay Manufacturing Co. an- 
nounces the appointment of Leonard 
Cole as advertising manager. Barclay 
manufactures plastic-coated tempered 
masonite panels, fiberglass panels and 
other building supplies. 


J. A. Fay & Egan Co., Cincinnati, 
Ohio, manufacturers of woodworking 
machinery, announce the appoinment 
of John J. Flynn as district sales 
manager. 


(continued on next page) 
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Make extra sales with 


SPACEMASTER 


the ‘‘do-it-yourself’’ 


WIN 
° : 
folding door! : | 
Check all the sales-making 
reasons your customers go for this nM // 


a 


quality folding door. 

You'll see why more and more 
dealers are sweetening their profit 
margins with SPACEMASTER— 
the fastest selling folding door on 
the market. 





=~ 


Here’s why: 


It’s low in cost... lowest in history of quality folding door, even with 
your full markup. 


it’s easy to install...takes about fifteen minutes...needs no special tools, 


It’s easy to decorate...can be slip-covered—or painted with any good 
rubber-base paint. 


it saves space...no area lost to door swing. 

Fits almost any standard opening. .. three heights; 6’ 6”, 6’ 844" and 8’ 0”. 
Three maximum widths; 2’ 6”, 3’ 0” and 4’ 0”. Doors can be used as 
pairs. 


it’s a Nationally Advertised Quality Product—made and backed by the 
makers of famous Modernfold doors. 


Get full details from your Modernfold distributor—or mail coupon. 


NEW CASTLE PRODUCTS, INC., New Castle, Indiana + Montreal 6, Canada 


SPACEMASTER 


"iy 4 
ne. 
P.O. Box 984, New Castle, Indiana { foldi 4 doors 


Gentlemen: Give me full information on Spacemaster doors. | Y 


N ® 
Company | Peder nfotd) 
Address / 

COP. 1964 NEW CASTLE 


PRODUCTS, INC 


(To obtain more data on advertised products see page 138) 














Heat Tester Offered Free 
To Building Industry 


The Joist-Space Heat Tester, a 
new scientific apparatus for mak- 
ing comparative heat-flow tests of 
various thermal insulations is now 





being offered for two-weeks’ free 
use to members of the building 
industry interested in minimizing 
undesirable heat loss in building 
structures in winter and heat 
gains in summer. 

This tester simulates actual 
joists and building spaces and 
employs all three methods of heat 
flow convection, conduction and 
radiation. It will simultaneously 
test and compare under similar 
conditions, any two materials or 
insulations at one time for up-heat 
or down-heat or wall-heat flow. 
joth insulations are exposed to 
the heat flow from the surface of a 
heated board in much the same 
manner as occurs in floor, wall or 
ceiling spaces. The _ insulation 
used may be non-metallic, or both 
metallic, or one of each kind. 

Simple to use, the unit is com- 


surface. 


thermometers. 


JOIST-SPACE HEAT TESTER 
Heated boards at top of each unit provide downward flow of heat from their 
Sensitive thermometers in direct contact with the lower surface of each 
insulation measure the temperature of that surface which is registered on the 


in comparative down-heat test flow position. 





pact and portable. It consists of 
two similar interchangeable units 
that fit together into a light carry- 
ing case. The unit comes equipped 
with two thermometers, but any 
thermometers or your sense of 


temperatures. 


sulation, Inc., 


Your Top Selling 
“DO-IT-YOURSELF Item! 


FITS ANY MAKE 1%” 
ELECTRIC DRILL 


ORBITAL MOTION . 
FOR BEST RESULTS 


OPERATES AT DOUBLE 
RPM DRILL SPEED 


MORE EFFICIENT 
3%4"x7” WORKING 
SURFACE 


SHORTER STROKES 
SMOOTHER, SPEEDIER 


> 


The New Universal 


iw DU-FAST 


UN-12 
SANDER & POLISHER ATTACHMENT 
| SAMESPEED—SAMESTROKE | RETAIL by 95 
@TH SAME RESULTS as the most | PRICE “—i- 15 . 
2 expensive oe OVER 200,000 
Sander and Polisher! SATISFIED USERS! 
WRITE - WIRE - PHONE for name of nearest Jobber! 


DU-FAST, Inc. 2m" 
/ * 


NEW YORK 3, N. Y. 
104 











(To obtain more data on advertised products see page 


touch may be used to compare the 


The heat tester 
in the laboratories of the Infra In- 
and 
more than $150,000 to make these 





devices available to the building 
industry. 

To obtain this tester and sam- 
ples, write Infra Insulation, Inc., 
525 Broadway, N. Y. 12, N. Y., on 
your business letterhead. 


was developed 


it is costing 





CONVEY IT... 


FOR FASTER LOWER COST HANDLING 


Move flooring, laths, shingles, any building ma- 
terial with a smooth riding surface, to and from 
saws, lathes, in and out of storage and shipping — 
fast, and at lowest cost, with Standard Conveyors. 
Get complete information — write for Bulletin 
No. AL-104, 


STANDARD CONVEYOR CO. 
General Offices: 
North St. Pav!, Minnesota 


Sales and Service in 


Principal Cities 


138) 


RAVITY & POWER 
CONVEYORS 
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Alcoa, Ag Schools Develop 
Pole Frame Barn Plans 


To help farmers build economi- 
cal pole barns, Aluminum Com- 
pany of America is making avail- 
able plans prepared by leading 
state agricultural colleges. 








The comprehensive, easy-to-fol- 
low plans eliminate complicated 
blueprints and outline step-by-step 
erection procedure with photo- 
graphs, drawings and instructions. 
No highly-skilled labor is needed. 

Plans currently available are 
for a general purpose barn, a ma- 
chinery center, southern and 
northern poultry houses, a loafing 
barn, a 30-cowpen stable barn, a 
70-cowpen stable barn and a ware- 
house. 

Alcoa officials say the new barns 


can be built for 85¢ per square 
foot of usable space as compared 
with $3 to $4.50 for conventional 
buildings with regular foundation 
structure. With the Alcoa plans, 
creosoted wood poles are set di- 
rectly into the ground; no founda- 
tion is required. Supporting mem- 
bers are nailed to the poles. This 
simplicity of construction requires 
very little labor. 

Additional savings may be real- 
ized in this type construction by 
using Alcoa alloy aluminum roof- 
ing and siding which is said to 
have increased corrosion resist- 
ance. Being lightweight, it is easy 
to install and aluminum’s sun- 
light-reflecting qualities make it 
possible to have a cooler interior. 

The plans, distributed by Alcoa 
as a service to farmers, are avail- 
able at $1 each—the cost of print- 
ing and mailing. Copies may be 
obtained from the Aluminum Com- 
pany of America, Dept. AL, 741 
Alcoa Bldg., Pittsburgh 19, Penna. 


Reynolds to Expand; 
Modernize Sheet Mill 


A $2,585,000 program to expand 
and modernize aluminum sheet 
mill facilities at Sheffield, Ala., in- 
cluding installation of new fur- 
naces and erection of new build- 
ings to house them, has been an- 


nounced by J. Louis Reynolds, 
Reynolds’ vice-president in charge 
of manufacturing. The sheet mill 
plant, originally completed in 1941, 
is operated by Reynolds Alloys 
Co., a subsidiary of Reynolds 
Metals Co. 


FORK TRUCK BECOMES A CRANE 
at an east coast shipyard’s lumber 
storage yard. A Clark-Ross fork truck 
replaced an expensive 40-ton locomo- 
tive crane to handle unit loads or 
single timbers with a tong device. 
Hooks, resembling ice tongs, are sus- 
pended from a swivel hook attached to 
a plate made from scrap steel. Chan- 
nels in the plate allow for insertion of 
forks. Plate is chained to load stabil- 
izer to prevent its slipping off. 


AVOID ROOF LEAKS 


with DENISTON 


Triple-lock...Lead-seal Roofing Nails 


Roof leaks are not just an annoyance . 
damaging stored crops, equipment and machinery. 


The time to avoid roof leaks is when the new metal roof is being 


LEAD-SEAL 


Lead is under the head 
and down the shank, 
When the nail is driven, 
the hole cround the 
noill is plugged with 
lead and the break in 
the galvanizing is 
completely covered, 
to form ao perfect 
double seol. 


+ . they rob farmers by 


applied. And the Deniston Triple-Lock Lead-Seal Roofing Na 
have proved their efficiency in helping to avoid roof leaks since 
they were first introduced in 1926. Here is the reason why—when 
the hammer strikes the nail the lead is forced into the hole 

the shank, insuring a permanent seal through which no moisture 
can penetrate. 


Deniston Nails are manufactured under rigid specifications, from 
raw material to finished product—your customers’ assurance that 
they can be relied upon to satisfactorily do the work for which 
they ure intended—AVOID ROOF LEAKS. 


TRIPLE-LOCK 


As the “‘bump”™ is 
forced through the 
sheet, the sheet springs 
back over the bump— 
this effectively pre- 
ven’s the nail fron 
working out. The nail, 
lead and sheet are 
solidly locked to- 
gether. 


FOR GALVANIZED AND ALUMINUM ROOFING 
The DENISTON COMPANY in Canade 

49th & South W Avenue Eastern Steel Products Co., Ltd. 
Chicago 9, Illinois Preston, Ontario 


Please send me without cost: 


(0 Directions Booklet (] Complete price information [] Pallet and other 
type nails 





DRIVE SCREW 
SHANK.... 


.». makes the nail turn 
and hold like a screw. 
It holds with a power- 
ful, unyielding grip. 
Threads cre deep and 
shorp because they 
cre formed after 
galvanizing. 


Name 


ee 


ALSO FURNISHED 
IN RING SHANK 


City, lene. 
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All about Wholesalers 
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FARM AND RANCH DAY VISITORS were repeatedly reminded that Knecht’s 
Lumbermen’s Supply proudly presents 107 brand name products. 


Knecht's Farm, Ranch Day Pulls 4,865 Visitors 


An intensive publicity campaign 
brought 4,865 visitors from five 
states to Knecht’s Lumbermen’s 
Supply, Rapid City, 8. D., recent 
Farm and Ranch Day. 

Object of the show was to inter- 
est farmers and ranchers in build- 
ing materials offered by Knecht’s 
customers. This was considered to 
be the first show ever held by a 
wholesaler for retail customers in 
his place of business. Actually, 
Knecht’s yard houses two distinct 
businesses, one is the Knecht Lum- 
ber Co. which is retail. The supply 
house is strictly wholesale. 


Cooperative Venture 


Farm and Ranch Day was pub- 
licized as a cooperative venture of 
Knecht’s Lumbermen’s Supply and 
their dealers. Some 91 dealers at- 
tended the show and 46 manufac- 
turers sponsored booths. 

A total of 6,400 direct mail invi- 
tations were sent to farmers and 
ranchers in Knecht’s basic five- 
state trade area, personally invit- 
ing them ¢o attend the show. 

The basic purpose of the Farm 
and Ranch Day was to: 


1. To help Knecht’s Lumber- 
men’s Supply’s own custom- 
ers see first hand what the 
firm had to offer in the way 
of building materials. 


To bring in its customers’ 
customers—the farmers and 
ranchers who buy from re- 
tailers doing business with 
Knecht’s. 
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8. To gather together the brand 
name manufacturers who are 
Knecht’s suppliers to help re- 
tailers check up on the latest 
information and techniques 
in the building materials 
business and to help these 
dealers pass this information 
on to their customers. 


Special Salesmen Trained 


To follow up the thousands of 
leads resulting from the show, 
Knecht’s hires two salesmen a 
month before the event and trained 
them especially for this purpose. 

The rural leads were sent direct- 
ly to the dealers specified by the 
customer on his registration card 
so that each dealer will have an 
opportunity to work toward the 
conclusion of a sale. 

Registration for the show began 
at 1 p.m. and lasted till 9 p.m. Each 
of the four registration tables was 
manned by one of the Knecht fam- 
ily. A two-minute tape-recorded 
talk extended a welcome to the 
visitors and gave a brief history 
of the firm during the entire show. 


Hines Opens Atlanta Yard 


Edward Hines Lumber Co. has 
announced the opening of a new 
Atlanta, Ga., wholesale lumber 
firm under the management of 
Clifford G. Rhea recently to serve 
the growing demand for west coast 
species in that area. 

Rhea, a native of Tennessee has 
had 25 years experience in the lum- 
ber business, the last four years 
in Hines’ home office in Chicago. 


Set NBDMA Convention 
for Chicago, Nov. 15-16 


The board of directors of the 
National Building Material Dis- 
tributors Association approved the 
dates, November 15-16, for its an- 
nual convention at the La Salle 
Hotel in Chicago. 

Eldon Reising, president of Indi- 
ana Wholesalers, Inc., Evansville, 
Ind., chairman of the program 
committee said the two-day meet- 
ing will be closely integrated and 
provide timely features of value to 
the building material distributor. 

Tentative plans call for three 
panel or group discussions cover- 
ing “Diversified Lines and New 
Products of Interest to the Build- 
ing Material Distributor’—“Mate- 
rials Handling and Space Utiliza- 
tion” — and “Business Control, 
How to Finance for Future 
Growth.” 

In addition, a Brass Tack Idea- 
Exchange Clinic covering collec- 
tions, inventory control, delivery 
and office procedure is being de- 
veloped. 

As a result of a national survey 
conducted by NBMDA, formal 
speeches will be held to a minimum 
with practically the entire two-day 
program devoted to specific inter- 
ests of the building material dis- 
tributor. 


Consoweld Meeting 


Invitations have been sent to 
Consoweld distributors through- 
out the country inviting them to 
attend Consoweld Corporation’s 
distributor sales conference at 
Wisconsin Rapids, Wis., October 
22-23. 

The “Consoweld Kick-Off” will 
mark the official opening of the 
firm’s new 110,000 square-foot 
plastics manufacturing plant at 
Wisconsin Rapids. In addition to 
a tour of the plant, the two-day 
program will introduce the new 
Consoweld product line, sales and 
merchandising aids as well as an 
expanded advertising program. 


New Companies Formed 


Aurora Wholesale Co. recently 
erected a warehouse in Aurora, IIl. 
The newly-formed company is owned 
by Mr. and Mrs. H. A. Carney. Mrs. 
Carney is a majority stockholder in 
the Pyramid Co., Downers Grove., II1., 
which has been a manufacturer and 
distributor of building supplies for 
more than 40 years. The territory 
covered by the two companies is con- 
sidered one of the hottest building 
construction spots in the United 
States, comprising a suburban and 
rural district just west of Chicago. 


Hawes Lumber Co., Massena, N. Y., 
has sold its retail business to the 
newly-organized Grasse River Lum- 
ber Co., Inc. Hawes will continue to 
operate a wholesale lumber business 
at its Wells St. lumber yard. 
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Made Of Steel! 


THOMAS 
NU-WAY 


SAWHORSE 
BRACKETS 


are engineered to provide more 
strength to a sawhorse as more 
weight is placed upon it! Easy to 
set up, easy to take down. 


HERE'S HOW... 


The more weight you place on 
the sawhorse, the tighter its legs 
wedge into the crossbar. No 
nails or screws needed. 








DISPLAY CARTON 
HELPS YOU SELL! 


Each pair of NU-WAY Brackets is 
packed in a smart, colorful self- 
selling display carton.  geten 
ORDER FROM YOUR *4-50 

JOBBER ... or write 


for name of your near- 


est supplier. (81-40 wes ¥ 


THOMAS PRODUCTS COMPANY 


8490 Lyndon Ave. + Detroit 21, Mich 
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Designed Especially for 
Modern Air-Conditioned 
Homes! 


@ You're in for additional fireplace sales when you 
promote this great new fireplace unit. It’s the new 
3-Star Heatilator Fireplace with the Pressure-Seal 
Damper—the damper that actually seals the throat 
air-tight when the fireplace is not in use. It is the 
very latest improvement in fireplace construction 


@ In summer, 
loss of expensive cooled air 


the Pressure-Seal Damper prevents 
increases the efficiency 
of the air-conditioning system. In winter, it climi- 
nates waste of house heat up the flue and stops 
chimney downdrafts that chill the room. A real 
sales feature in every home, it is a must for those 
homes that are fully air-conditioned. 


Now...the 3-Star Heatilator Fireplace 
Gives You 3 Big Sales Features: 


es 
Parts of th 
joining room 


z. 
"ign NOt Smoke 
[SSUre$ Corey > scientific de. 
3. s vction, 


als ~ 


on ond po os! 


when Asien 


Get the facts. Ask your jobber or write for com- 
plete information. Heatilator lIac., 9610 E. Brighton 
Ave., Syracuse 5, N. Y 


HEATILATOR FIREPLACE 


(To obtain more data on advertised products see page 138) 














SELL WINDOWS 
IN ROLLS 


CRYSTAL-LITE TOUGH 
— CLEAR AS GLASS 


_s 





—— 
Big home, farm, ~~ 
industrial market. 1001 
uses. Big volume year 
‘round. Easy to install 
100-yd. roll—36” wide 


Suggested 
Retail Price 


26° 


Per Lin. Foot 


SELL WINDOWS 
IN ROLLS 


VUE-LITE LOW COST 
CORD REINFORCED PLASTIC 














Moves fast be 

cause it's lowest cost 
quality material. White 
or green. 16 miles of 
cord to the 100-yd_ roll 
36” wide 


Suggested 
Retail Price 


58° 


Per Sq. Yard 














SELL WINDOWS 
IN ROLLS 


GLAZ- SCREEN - WIRE AND 
PLASTIC - 3 DIFFERENT MESHES 








Ge 
Tough wire - 
and plastic. Lami- 
nated, Sold in 100- 
yd. rolls, 36” wide. 
Y%" Glaz- Screen— 
35¢ lin. ft. 


14 x 14 Mesh Gilaz- 
Screen—17¢ per sq. 
ft. 9 x 10 Mesh Giaz- 
aati per sq. 
t. 























SOL-O-uTE 


| are still 
| California. The log supply is very 








HD 
Colorful 
5-Roll 
Display 
Helps You 
Sell 


See your Jobber or write 
54.7 today for complete list of products, 
specification sheets, prices and promotional plan. 


SOL-O-LITE 


MANUFACTURING CO 
4303M West North Ave. * Chicago 39, Ill. 
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THE LUMBER MARKET 


Discount Rumors 


Of New Lumber Strike 


SAN FRANCISCO—Current ru- 
mors throughout the east and mid- 
west that the long and expensive 


_ lumber strike might be resumed 
| are being discounted throughout 


the northern California area. 
Industry spokesmen declare “the 


| men appear so happy to be back 
| at work and they, themselves were 
| so anxious to end the strike that 


no one here can conceive of the 


| possibility of strike resumption.” 


The secretary of the central dis- 
trict council of the California 
State Council of Lumber & Saw- 
mill Workers told American Lum- 
berman, “There’s certainly no talk 
of strike resumption in California. 
I can’t talk for Oregon and Wash- 


| ington, of course, but I don’t be- 
| lieve the men up there are thinking 
| about going out again, either.” 


Effects of the strike, however, 
being felt in northern 


rough and Coonan declares that 
“most of the smaller coastal mills 
didn’t get too good decks in be- 


| cause of prices going so high.” 


Coonan and other industry 
spokesmen believe lumber will be 
very scarce this winter. Dry stock 


| is scarce now and pine and white 


fir just can’t be found and mould- 
ings in car load lots are out of the 
question. Most dealers have good 
stocks on hand but they are on 
orders 60 days ahead. 

Dry pine and green fir prices 
remain pretty much at the strike 
levels and all prices have been 
steady for the past two weeks. The 
industry feels that prices “can’t 
push up any higher” but on the 
other hand, won't go down very far 


either. 


Production Resumes 
In Tacoma Region 


TACOMA—With labor troubles 
at an end, at least for the time 


| being, lumber and logging opera- 


tions throughout this area are 
functioning normally for the first 
time in approximately two and a 
half months. Present indications 
are that this situation will con- 
tinue for 90 days at least, as this 


| is the period set up for the Oregon- 


Washington governors’ fact find- 
ing committee, under which the 
industry wide return to work was 


| negotiated, to make its investiga- 


tion and report. 

As far as Tacoma is concerned, 
the 95 members of Tacoma local 
of the IWA Boommen and Rafters 
Union who returned to work Sep- 
tember 15, in so doing put all 
branches of the industry back into 





full operation. Workers at the St. 
Paul & Tacoma Lumber Company 
mill, logging camps and plywood 
plant, the major CIO operation 
here, had returned to work a day 
previous. 

All reports point to log short- 
ages, either actual or potential. 
To relieve this situation, operators 
are endeavoring to take full ad- 
vantage of such favorable weather 
as remains and will push their 
production to the limit. Every 
effort will be made to get these 
logs out of the woods and into mill 
side storage areas as rapidly as 
possible to restore depleted re- 
serves. 

Order files at the mills are 
heavy. Plywood mills, in fact, re- 
port an all time record order file, 
which the Douglas Fir Plywood 
Association attributes to strike in- 
spired shortages. 


Prices Unchanged, 
Delivery the Problem 


SEATTLE — End of the long 
lumber strike finds the market in 
a firm position with no weaknesses 
anywhere. Generally speaking 
prices remain at the peak reached 
during the latter part of the strike 
period. Dominating placement of 
orders is time of shipment. De- 
mand is particularly brisk for dry 
lumber. 

Fir prices are unchanged. 
Boards are rather hard to buy. 
Dimension is firm. Dry hemlock 
is very scarce and there is no green 
around. Shingle production is 
starting up but they are scarce. 
Prices are the same except for No. 
2 XXXXX which bring $7.25 and 
No. 8 advanced to $5.25. No 1 
XXXXX is in good demand for 
California. Cedar siding is in 
good demand and hard to get. 
Some mills want six to eight weeks 
for shipment. Cedar log supplies 
are short and logs are sold at 
higher prices. The more desirable 
items of beveled and clear bunga- 
low siding have advanced around 
$5. Pines are steady and firm with 
the weakness of No. 3 ponderosa 
common overcome. Engelmann 
spruce has a greater spread be- 
tween No. 1 and 2 dimension. 


Fight for Lumber 


At Kansas City 


KANSAS CITY — Business in 
southwestern lumber quarters is 
booming again and mills are get- 
ting more orders than they can 
ship promptly or within the time 
requested by yards. Retailers’ 
stocks are being depleted rapidly 
and urgent calls are being made 
on suppliers. Evidence of the 
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GRILLES AND 
ACCESSORIES 


for wood 
or metal 
doors! 








Some 
Distributorships 
Still Available 


S 


Cash in now... on the greatest 
sales boom in years! ROYAL grilles 
and accessories are your new 
profit makers. They're stronger, 
brighter, original in design. FREE 
“Viewer” catalog available. 


if your distributor cannot supply you, write: 


“ROYAL FACTORIES 
3742 Chancellor St., Phila. 4, Pa. 


Burtp1nc Propucrs MErcHANDIsER 











scurrying for stocks is seen in the 
large number of tracers being sent 
to locate the position of lumber in 
transit. 

A number of mills were able to 
mark up prices $1 to $2 a thousand 
on common boards and dimension 
in the last 10 days. It was the 
first advance since late June when 
prices were jacked up in conjunc- 
tion with the calling of the west 
coast strike. Prices subsequently 
settled back a bit and now are be- 
ing revised upwards again. 

Ordering from the farm areas 
has been brisk and _ extensive 
building in the suburbs of the 
larger cities is taking considerable 
amounts of lumber. The Texas and 
Oklahoma districts have been big 
users of lumber and line yards in 
those two states are running low 
on inventory. Many mills are send- 
ing lumber directly to the jobs on 
order from the retailer. 

Mill operators report that the 
added volume of business is not 
directly due to the west coast 
strike; rather, it is the result of 
the record residential construction 
in the country. 


Lumber Nationally 


Lumber shipments of 510 mills 
reporting to the National Lumber 
Trade Barometer were 4.3% below 
production for the week ending 
September 11. In the same week 
new orders of these mills were 
9.2% below production. Unfilled 
orders of the reporting mills 
amounted to 46% of stocks. For 
the reporting softwood mills un- 
filled orders were equivalent to 26 
days’ production at the current 
rate, and gross stocks were equiva- 
lent to 52 days’ production. 

For the year-to-date, shipments 
of reporting identical mills were 
2.6% above production; new or- 
ders were 5.9% above production. 


Western Pine 


There were 116 mills reporting 
to the barometer of the Western 
Pine Association for the week end- 
ing September 11. Production, in- 
cluding purchases, was 74,752,000 
feet, and orders were 69,046,000, 
7.6% below production. Shipments 
were 72,804,000 feet, 2.6% below 
production. 


Southern Pine 


There were 127 mills reporting 
to the barometer of the Southern 
Pine Association for the week end- 
ing September 11. Their produc- 
tion was 17,884,000 feet, and or- 
ders were 16,023,000 feet, 10.4% 
below production. Shipments were 
17,691,000, 1.08% below produc- 
tion, 9.4% above orders. Orders 
were 24.5% below the three year 
average, shipments were off 16.7%. 
Actual production was 15.8% be- 
low the three year average. 


(To obtain more data on advertised products see page 138) 
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"NO VISIBLE 


OUR LEGS 


QUALITY 
CONSTRUCTION 
PRICE 

DELIVERY 


BELSON GENUINE 
WROUGHT IRON LEGS 


toga ee 


4 SCREWS PER LEG 


Ye" x 1" 
CORNER PLATE 


WELDING 


ALL SURFACES 


FREE OF SCALE, 
FLUX, RUST, ETC, 


Y." DIAMETER 


16° SLANT 
Ne 


SMOOTH, MATTE 
BLACK FINISH 


PERFECT RADIUS 


ott REET» Jett ¥: rl 
Cocktail TV, Lamp Dining 

USES Chests Tables Tables Tables Tables 

SIZE +" 12" ta 22" 28" 


STYLE % 
Hairpin $4.95 $5.95 $6.75 $7.95 $9.95 


Diagonal 3.95 4.7% 5.75 

















27 
33 


RD STYLE 
ROOM DIVIDERS 


























Height Depth Suggested Retail 
60" 12" $18.95 Pr. 


33" 12" 4.95 ea. 
2” 12" 4.50 #0. 
60" 12" 7.95 #8. 

BOOKCASES 
2" 10" 
38" 10" 12.9% Pr. 


— 


Send for complete catalog. 


BELSON »" < 


NORTH AURORA 4, ILLINOIS 

















9.95 pr. 
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WALL AND ISLAND UNITS 
TREMENDOUS SUCCESSES Staffley Handyman is the new matched tool 


St line, timed to the do-it-yourself trend, and 
ALL OVER THE COUNTRY! priced to the do-it-yourself market. Planned, 


x produced and promoted carefully from the 
beginning, Handyman is really moving now. 


KX 
< x 


Chicago, Illinois (pop. 3,620,962) 


Says Ed Younger, vice president of Stebbins Hardware 
Co., “Stebbins sold out two sizes of screwdrivers while 
we were setting up our Handyman display. We were 
very pleased with the ease with which the H unit fit 
our standard island fixture. We placed the unit in a 
good traffic position and immediately noted a consider- 
able increase in impulse sales of hand tools. This 
Handyman display is a snappy and concentrated little 
unit. The color of the display — and the attractive 
matched colors of the tools — draw continuous atten- 
tion and interest, giving us increased tool sales.” 


Here’s what a 
couple of typical dealers 
say about it: 


we 

K+ 

Mission, Kansas (pop. 1,852) 

Ed Dulin runs a typical grass roots hardware store 
in a typical grass roots town, and he’s enthusiastic 
about Stanley Handyman. “My customers come 
into the store and the Handyman unit is right 
there,” says Ed. “It always draws them and often 
stops them. It’s fascinating to watch the same 
fellow stop and heft a few tools as he comes in 
and do the same thing on his way out. It’s a 
complete tool department with color, appeal and 
honest value . . . tool sales greatest booster.” 


Sa y+ 
4 A a 
ASK YOUR WHOLESALER ABOUT STANLEY HANDYMAN 


Have him show you the wall and island units. Take your pick. 
Use the one that fits best in your store, the one that will work 
and sell best for you. Both are irha approved, both are proved 
successes. 
HTI1 Island Topper with Tools, Dealer's Cost; $214.15 
WTI Wall Display with Tools, Dealer's Cost: $206.60 
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Anyway You ook 


TT TTT 
(MAN, 





Here’s Stanley's follow-up to take advantage 
of Handyman popularity. Here’s the new 
Stanley Handyman Tool Board . . . a one- 


two punch packed with sales sock for the do- ! s IT YOUR CUSTOMERS 


it-yourself market. It’s a one-two punch for 


sure — and there’s even a dealer dividend. ) TH EY LOOK AND BUY ! 


(see note below) 














minendnenieinianl 


Stanley Handyman Tool 
Set No. 896 — the only 
complete peg board set on the market 
today. 33 matched tools packed with 
2’ x 4 perforated masonite board, all 
hooks, clips and fittings retails at $59,00, 


Stanley Handyman Tool Board 

Unit HBT-3 — the perforated tool 

board with fittings but without 

tools, packed in units of 3 to retail 

at $5.50 each. 

See this set now. See how every tool is positioned 
on the board by outlining in white. The sale of a 
board starts a whole series of tool sales. Ask your 
wholesaler today about the Stanley Handyman 
Tool Board, 


NOTE RYN 
air reesei odltncicn , nnn STANLEY TOOLS 


tive tool display. Sell the board complete with 33 tools, 4 7, 

or with selected Handyman tools from your open stock. Lhe Fool Box of The World 
Or sell the board alone and the idea to “add a tool at a A CIVINON CF THE STAIREY WORKS 

time from the Stanley Handyman line.” Now Gtinin, Gomneitent 


@ LSTANLEY 


ButLpine Propucts MERCHANDISER (To obtain more data on advertised products see page 138) 





Lumber Prices at Press-Time 


The following index is intended merely as a check on buying practices. It is a compilation 
and average of mill prices at press time and should not be considered as current on the day 
the magazine is received. The prices should be useful in following market trends and as a 
check on purchases made approximately ten days before receipt of the magazine. 


DOUGLAS FIR 


Vertical Grain Flooring 


Bé&Btr. 


Flat Grain Flooring 


Drop Siding 
ix6 (Pat. #10 
ixé6 (Pat. #11 


Ceiling 


138.00 
130.00 90.00 


Boards and shipiap and 2” (Green) 
xe 1x8 1x10 1x12 
No 
No 
No. 


12’ 
76.00 
76.00 
77.00 
76.00 
76.00 


71.00 
70.00 
2x 8 70.00 
2x10 70.00 
2x12 70.00 


No. 3 Dimension 





RED CEDAR SHINGLES 


Royals 


No. 1 24” 4/2 14.50-15.00 
No, 2 24” 4/2 8.50- 9.00 
No. 3 24” 4/2 4.00- 4.25 


Perfections 


No. 1 18” 6/2% 11.76-12.25 
No. 2 18” 6/2 7.00- 7.25 
No, 3 18” 5/2 4.95 


XXXXX 


16” 5/2 10.50-11.00 
16” 5/2 


16” 6/2 5.25 





WESTERN RED CEDAR 


Prices for Western Hed cedar sidin 
in mixed cars, new bundling, S to 1 
are: 


Beveled Siding, % inch 


by 4 inch.... 
by 6 inch.. 0 
by 6 inch i. 
by 8 inch....145.06 135.00 
Clear Bungalow Siding, % inch 
inch . 170.00 
195.00 
12 inch 1956.00 176.00 


Finish, B und Bir, 82 or 48, 
v 4 al or Reugh 


1x12 


Celling of Flooring, B and Btr, 
2 to 10° or Longer 


Cc 
‘ 125.00 
135.00 125.00 
Discount on mouldings, 6’ to 20’ odd 
lengths. 
Series 8,000 
Listing under 4.00—list plus Bs, 
Listing 4.00 and over—list plus 35%. 


Clear Lattice, 5/10 x 1%"—2’ to . 
100 lin. ft 


112 


WESTERN PINES 


Ponderosa Pine 
6/4 ay 
Selects 


nd 
82 or 48 4/6 RW 6/4 RW 8/4 RW 
C&Btr. RL 60.00 265.00 270.00 
Shop, 828 
ie. 1 
42.00 tie: ‘00 
42.00 110.00 
Commona, 82 or 48 
B&Btr. No. ! No. 4 
1x8 RL ....110.00 68.00 50.00 
1x12 RL ....122.00 68.00 50.00 
Idaho White Pine 
Selects 82 or 48 
ix 1x6 1x8 ix10 
C&Btr. RL 270.00 270.00 270.00 275.00 
D RL 230.00 230.00 230.00 245.00 
Commons, 82 or 48 
No. 1 No. 2 
181. 


: 14 
186.00 15 
Sugar Pine Selects 82 or 48 
/ 


No. 3 
0 100.00 
0 100.00 


4/4 RW 
RL +44 00 
60.00 5. 
D RL seb ede 330 00 245.00 
Shop, 828 





OAK FLOORING 


Clear Pin x x1 % Bx3 
White . 172.00 
Red : 187, 00 172, 00 

Sel. Plain 

hite hi 148.00 
Red . 152.00 


#1 Com, 


162.00 
162.00 


’ 132.0¢ 48. 
Red , 132.00 48. 


00 
00 
75.00 86.00 


120.00 87.00 90.00 





SOUTHERN PINE 


Vertical Grain Flooring 


BéBtr. 
ix4 Heart ......2650.00 


Flat Grain Flooring 


1x6 #106 
ixé #116 


Boards & Shiplap 
1x6 1x8 
No. 1 


mi. 4 ++140.00 140.00 
2 ...-+- 84.00 90.00 
Ne B ..4.. 69.00 76.00 
No. 1 Dimension 
12’ 14 16’ 
2x 4 $9.00 99.00 102.00 
2x 6 99.00 101.00 99.00 
2x $ 99.00 99.00 99.00 
2x10 114.00 114.00 114.00 
2x12 132.00 132.00 132.00 
No. 2 Dimension 
2x 4 94.00 . 97.00 
2x 6 91.00 , 91.00 
2x 8 93.00 \ 88.00 
2x10 94.00 ' 94.00 
2x12 90.00 i 90.00 117.00 


No. 3 Dimension R/L Only 


191.00 
191.00 


All of the above stock kiln Dense Stock. 


REDWOOD 


Bevel Siding 


wx 4 bg Clear All Heart.... 
Clear All Heart.. 
Clear All Heart.. 
Clear All Heart... 
Clear All Heart.. 
. Clear All Heart.. 
Clear All Heart... 
yews All Heart. 
ear All Heart... 
x12 V.G. ) rerd All Heart.. 
Note: A grade Y.G. Redwood Siding 
06.08 less for %, and % in above 
sizes. 


shehahalebababal 
Lom Loam 
SOAOWAWNM 


dddde<s<s: 
phonpnonrs 


Anzac Siding 


1x10 V.G. Clear All Heart.. 
1x12 V.G. Clear All Heart 
Note: Deduct $15.00 for A Grade. 


Finish 





WESTERN HEMLOCK 


Vertical Grain Flooring 
B&Btr. 


Flat Grain Flooring 


Drop Siding 


1x6 (Pat. #106) 165.00 
1x6 (Pat. #116) 165.00 


Celling 


78.00 
79.00 
$1.00 
79.00 
2x12 79.00 


No. 3 Dimension R/L 





ENGELMANN SPRUCE 


Boards and Shiplap (dry) 


1x6 1x8 1x10 1x12 


No. 2&Btr 100.00 105.00 103.00 105.00 
No. 3&Btr. 69.00 71.00 70.00 71.00 


No. 1 Dimension (air dried) 


12’ 14’ 
2x 4 175.00 6. 
75.00 5. 
77.00 7.06 
75.00 7 
75.00 5.00 


No. 2 Dimension 


70.00 
70.50 
72.00 
72.00 70. 00 
70.00 70.00 


rading boards No. 
ills do not grade out 


bo bo HS HILO 
HRK KK 


wOaRsS 


x1 
1 
Mills are now 


3 common. 
No. 3 dimension as in fir. 
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: 
HOW TO BUILD MORE DEALERS! Gash in on this New Panel! 
SALEABLE SPACE INTO HOMES s 


— ee . 
oe OT _ 


Write today for & a ), senting 

FREE \ me ygm-0-GbAS 
BESSLER | C ond nes! 
CATALOG \ was panels 


showing how 





easily and 

| economically 

| you can use 
BESSLER 
DISAPPEARING 
STAIRWAYS 
(7 Models) 


to assure more 





cubic feet per 


IMMEDIATE building dollar! 
DELIVERY s 


assured on all models! 


THE BESSLER DISAPPEARING STAIRWAY CO. 
1900-B East Market Street, Akron 5, Ohio 








Genuine 


NORTHERN WHITE PINE UM? SESS 


GETTER because of exclusive “Tapered End BETTER because of exclusive “Tapered Side 


(Pinus Strobus) lap” for neat, precision i weatherseat lap for ease and economy of instalation 


Spruce, Norway Pine, Jack Pine 


Entering Our 32nd Manufacturing Year . ‘ 
Continuous Supply Stiil Available Z 


Straight or Mixed Cars BETTER because press-molded on giant BETTER because of 174015/18" sue BETTER becouse small 15/16 sidelap saves 


matched metal mold 150-ton ram presses world s largest bed foergiass pane! wp to Se per og. ft over other designs. 


@ Common Boards 
@ Barn and Drop Siding 
@ Sheathing 
@ Factory & Flask Lumber yey 
3 Knotty Pine Paneling BETTER because Code Approved as “flame BETTER because “/joler Engineerec” for BETTER because of 3 designs Kingsize (ie 


resistant” and “self extinguishing anti giere coolness Me paumt seeded ever! center) and Standaré Ridt-26 and flat Panels 


KILN DRYING FACILITIES mone panes 
RAINY LAKE LUMBER CO. LTD.|/| iteracer | Berman 
° ; sims et Manerenist, | {am a: Cl Dealer C) Architect (ao 


i Send me free sample, prices and literature on: 
ticellent weathering sna | (J Kingsize Ribbed Panels (12'x48-15/16”) 
Sales Office: electrical qual- | {) Standard Ribbed Panels (8’x32-7/8”) 


| f () Standard Flat Panels (8’x32”) 
1026 Chicago Title & Trust Bldg. e L, stetigin ot 26, name 
CHICAGO 2, ILL. 3 ire ae an 
Selling the Products of J. A. Mathieu, Lid., < now f City — ET 
Rainy Lake, Ont. fet 























BUILDING Propucts MERCHANDISER (To obtain more data on advertised products see page 138) 





New Electric Tool Chest 

An electric tool chest designed 
for Christmas gift giving contains 
the 4%” utility drill, a wire cup 
brush, paint mixing attachment, 
rubber backing pad, 3 sanding 
discs, a lambswool polishing bon- 
net and 7 high speed drill bits. 
Black & Decker Mfg. Co., Dept. 
AL, Towson 4, Md. 


For more data cirele No. 1 on coupon, p. 138 


Gravel Stop and Gutter 
A new gravel stop gutter com- 
bines a gravel stop and gutter all 


in one unit. Of galvanized sheet 
steel or copper, the G-S gutter 
provides a %” high gravel stop 
and 114.” x 2” water channel. Spill- 
ways, inside and outside corner 
sections and end sections are also 
provided. Agar Manufacturing 
Co., Dept. AL, 390 N.E. 71st St., 
Miami, Fla. 


For more data circle No. 2 on coupon, p. 138 


Venetian Blind Set 

The E-Z venetian blind quick 
change set contains four yards of 
Sunfast dyed Solid Woven Ladder 
tape, 10 yards full size 4%% glazed 
venetian blind cord, two plastic 
tassels in matching color and one 
equalizer. Complete step-by-step 
instructions are enclosed with each 
kit. J. Rubenstein & Sons, Dept. 
AL, 278 Johnston Ave., Jersey 
City, N. J. 


For more data circle No. 3 on coupon, p. 158 
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Universal Nylon Floor Guides 

These nylon floor guides are ap- 
plicable to single and multiple door 
installations and can be adjusted. 
Applicable to grooved door instal- 
lation, as channel guide and in 
conjunction with guide strips, 
these universal guides feature 
self-lubricating nylon, adjustabil- 
ity and no metal to metal contact. 
Grant Pulley and Hardware Corp., 
Dept. AL, 31-85 Whitestone Park- 
way, Flushing 54, N. Y. 


For more data circle No. 4 on coupon, p. 138 


Disposable Air Filter 

A new and improved type of dis- 
posable air filter, using as its fil- 
tering medium a specially proc- 
essed glass fiber that will not 
distintegrate or splinter, has been 
announced by Filtrex Corp. Fea- 
tures include a process that bonds 
the glass fibers together so the 
filter pack remains firm and 
holds its shape, eliminating blow 
through. The process makes the 
fibers soft and easy to handle. 
Filtrex Corp., Dept. AL, 33-40 
127th Place, Corona 68, N. Y. 


For more data circle No, 5 on coupon, p. 138 


Wooden Wedges 

Inexpensive wooden wedges can 
be obtained from the Haley Mfg. 
Co. These wedges are put up in car- 
tons containing a thousand pieces 
each and can be put to a variety of 
uses. Haley Mfg. Co., Dept. AL, 
Centerville, Ind. 


For more data circle No. 6 on coupon, p. 138 


Jet Lawn Sprinkler 

Priced for the do-it-yourself 
market, the Rain Jet underground 
sprinkler system, designed to cov- 
er a 50-ft. by 24-ft. lawn, has just 
been introduced by Rain Jet Corp. 
The sprinkler system kit com- 
bines features of iron pipe systems 
and plastic ones. All heads, coup- 
lers, and fittings are either solid 
brass or galvanized iron. The un- 
derground pipe is flexible poly- 
ethylene plastic, attractively cop- 
per colored. The only tools re- 
quired for installation are a knife, 
a pair of pliers, and a spade. Rain 
Jet Corp., Dept. AL, 3087 North 
California St., Burbank, Calif. 


For more data circle No. 7 on coupon, p. 138 


Marking # 
S On One Side B 


with 
6 Scales in 


“Roll-over” 
Reading for 
Quick 
Comparison 


Mason's Modular Spacing Rule 

The new Stanley Mason’s modu- 
lar spacing ruie No. 166 combines 
inch and tape markings on one 
side—foot and inch markings on 
the upper edge; regular inch mark- 
ings on the lower. Tape scale is 
marked with black blocks for quick 
reference at the even foot gradua- 
tions. Both scales begin at the 
same end of the rule as the Mason’s 
Modular Scale on the reverse side. 
Stanley Tools, Dept. AL, New 
Britain, Conn. 

For more data circle No. 8 on coupon, p. 138 


(continued on page 118) 
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Climb 


on 
this 
Ruseswin 


Bandwagon ONY - 


arist 


ite Lo 


atTisim 


Start off with . . . this colorful, compact, 
6" x 9, hardwood wire easel display. 


SINCE W ® 
Russwin Dealers 
sw Always Have 
the Edge 


DISTINCTIVE HARDWARE 


Burtpinc Propucts MercHANDISER 

















we 


pm FIVE BIG FEATURES... 

it’s rustproof, won’t stain woodwork . . . it’s 
economically priced . . , it’s smoothly 
finished . . . it’s attractive . . . it’s durable yet 
light . . . all features that are easy to 
demonstrate. Available in two finishes... 
ball-burnished brass or satin aluminum, 
Here’s a “pushover” for extra profits. 

Ask your distributor for complete details, 
Russell & Erwin Division, 

The American Hardware Corporation, 

New Britain, Conn. 


(To obtain more data on advertised products see page 138) 








WEATHER STRIP 


for Windows and Doors 


a" 2 ? ' 


Completely packaged 
—ready to install. 
Available with regular 
door bottom or with 
threshold and exposed 
hook. 


FOR WINDOWS 
For all standard 28”, 
30”, 32” and 36” double 
hung windows. Com- 
pletely packaged— 
ready to use. 


Ready to hand your customer—Ready to Use! 





WEATHER STRIP 


Easiest in the World to put on! 


Works perfectly on windows, 
storm sash or doors. Made of 
wool felt and white metal. In- 
dividual carton contains one 18 ft. 
roll with nails and instructions. 





Packed 12 cartons in free dis- 
play case. 











eather Strip Needs for 
omes or old! 


WMu-GARD 
AUTOMATIC DOOR BOTTOM 


and Draft Eliminator 


UP ure. Forall doors—inside or out, 

matically te Completely solves old prob- 

— sicr_cerpet lem of clearing rug or floor 

. when door - 

eaters opens every time door opens. 
ee Smartly designed with 
silvery-satin finish—will not 

DOWN rust or tarnish. Furnished 
phand tA in standard lengths—28’, 


floor when 32’, 36”, 42” and 48”. Packed 
door closes in individual cartons. 














DOOR BOTTOMS 


Made of extra thick wool felt and < 
heavy gauge stainless steel, brass or be ag Available in stainless 
aluminum. Standard lengths— 28”, ; steel or bronze. Packed 

32", 36°, 42° and 48°— ed 2 ways—six 18 ft. 
Y doz. same length to carton. Special rolls in free display 
lengths available. carton, or in 100 ft. 
and 200 ft. individual 
cartons. 




















(oo 
MNu-Glaze Na (Auk 


GLAZING COMPOUND CALKING COMPOUND __/| 


% ” . = The worid’s best calk- 
Always stays “put”! Packed in ing compound. Comes 
cans—l4 pint, pint, quart and pint, pin, uae 

in drums 25 Ibs., 50 Ibs., 100 ag et he 

Ibs. and 880 Ibs. - éreme—gun or knife 

grade. 























MACKLANBURG-DUNCAN CO. 


oe 6-0. 0e).. 0 wane Mme! €e F807). 7.) 


ty Field f 











NEW PRODUCTS 


(begins on page 114) 





Portable Melting Pot 


A new portable electric melting 
pot is light and small. It has a 
working capacity of 3% gallons 
and operates from any 115 volt, 60 
cycle outlet (1250 watts). Glas-Col 
Apparatus Co. Inc., Dept. AL, 711 
Hulman St., Terre Haute, Ind. 


For more data circle No. 9 on coupon, p. 138 


PLASTEX 
and money on any cold water 


piping job. 


@ PLASTEX is positively identified 
and Measure Marked plainly, ac- 
curately, permanently every 10 ft. 


@ PLASTEX is guaranteed against 
rust, rot or corrosion and has a 
longer life than ordinary pipe. 


@ it will pay you to investigate 
PLASTEX. Write for Brochure G-200. 


STE 


PIPE & EXTRUSION CO, 


406 Wit. Vernon Ave. 
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(To obtain more data on advertised products see page 138) 




















Sash Control 


A new window control is con- 
structed of four parts and is guar- 
anteed for the life of the window. 
Installation requires only the drill- 
ing of a %” hole partway through 
the side rail and a 5/16” hole the 
remainder of the way. Only the 
tension screw and the end of the 
brass sleeve are visible after in- 
stallation. Spring tension can be 
adjusted with a screwdriver. Rock- 
ford Crescent Mfg. Co., Dept. AL, 
Rockford, Il. 


For more data circle No. 10 on coupon, p. 138 


New Power Plant 


The new International Royal 
Red Diamond 501 engine, standard 
in the International R-220 and cab- 


over-engine CO-220 series models 
and the six-wheel model RF-230, 
is now optionally available in 
twelve four and six-wheel chassis 
ranging upward from 30,000 
pounds GVW and three heavy- 
duty fire truck models. The power 
plant delivers 430 pound-feet of 
torque at 1,000 to 1,800 rpm. In- 
ternational Harvester Co., Dept. 
AL, 180 N. Michigan Ave., Chicago 
1, oie 


For more data circle No. 11 on coupon, p. 138 


Perforated Hardboard Panels 


Allwood Shobord, the new per- 
forated panel helps put your walls 
to work. Three thicknesses of 
Shobord are available: %” and 
3/16” with holes 3/16” diameter 
and 4 ” with 9/32” holes. Allwood 
hardboard is made from treated 
and hot pressed fibers of the outer 
slabs of fir logs. Oregon Lumber 
Co., Hardboard Div., Dept. AL, 
Dee, Ore. 

For more data circle No. 12 on coupon, p. 138 


Sell the COMPLETE LINE of 


Majestic 
OOO] Bi A Ea Ol stay 


3 Models of New, 


Incinerators 


Outstanding Design 


3 Basement Styled Units 
(priced for quick sales) 


saves time & Designs for More 


Convenient Living 


Majestic Incinerators are 


morels, 


+ Columbus 5, Obie 


the most complete line of 

home disposal units. Six 

each featuring 

Majestic’s patented down- 

draft, provide incineration 

for every horne at economi- 

cal price levels. Exclusive Jet-Air action and internal 
draft control on Majestic’s new Model 10 series offer 
unique sales and safety features. 
making line to your business! Your jobber can give 
you prices and additional details, or write Majestic 
for your supplier's name and address. 


The Majestic Co., Inc. 


303-A Erie any 


Add this profit- 


Huntington, Indiana 
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Towel Bars 

A new type of towel bar has been 
developed by General Chrome, Inc. 
Mounted in the center rather than 
the ends, it provides more freedom 
to drape towels. Lustrous chrome, 
over nickel and copper, these bars 
are triple plated and patented. All 
bars are for surface mounting. 
General Chrome, Inc., Dept. AL, 
South Bend, Ind. 


For more data circle No. 13 on coupon, p. 138 


Greater Fork Lift Visibility 


Picture window visibility for 
safer and easier fork lift truck 
operation has now been provided 
by a new channel design. This new 
type channel assembly, known as 





WHAT'S YOUR ANSWER? 


By reading each copy of American 
Lumberman promptly you always keep 
abreast of new products, sales aids and 
merchandising ideas which successful 
dealers are using. Each issue of Amer- 
ican Lumberman can be used as a 
textbook and a continuous sales train- 
ing tool for employes. 

Specific articles marked for special 
attention should be circulated among 
department heads for later discussion 
at sales meetings. 

The purpose behind the questions 
below is to test your readership of 
this particular issue and help you get 
the most from the magazine. These 
informal quizzes are used by some 
dealers as a lighter side of their sales 
meetings. Everybody likes to answer 
questions—if he knows the answer! 
How do you rate? 


1. What association is offering 
a free Christmas promotion pack- 
age so you can tap holiday profits? 

2. What manufacturer of vinyl 
flooring is offering a new store 
merchandising unit aimed at do-it- 
yourself customers? 

3. You won’t use “Magic Spun 
Blankets” on your bed. What prod- 
uct is advertised by this headline? 

4. “Compare Our Legs” is not 
publicity for a burly show. Manu- 
facturer of what product issues 
this invitation? 

5. The word “dragnet” in this 
two-page ad does not refer to a 
murder mystery, but to what paint 
color system ad? 

6. You will find in this issue a 
10-point program, which will help 
you promote what popular plastic 
product? 

7. What dealer aims his TV pro- 
gram at the do-it-yourself cus- 
tomer? 

8. What millwork item, as seen 
in this dealer’s ad, is given major 
promotion at Christmas? 

9. What animals love the “cafe- 
terias” sold by the Fulda Lumber 
Co.? 

10. An exhaustive survey of 
“The Future for Wood in Amer- 
ica” has been made by what na- 
tionallv-famous timber company? 


Answers on page 126 
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the Vis-O-Lift channel, is now be- 
ing offered on the Yale G-52 2,000 
to 4,000-pound capacity gasoline 
and K58 electric safety silhouette 
fork lift truck models. Yale Mate- 
rials Handling Div., Yale & Towne 
Mfg. Co., Dept. AL, 11,000 Roose- 
velt Blvd., Philadelphia 15, Penna. 


For more data circle No. 14 on coupon, p. 138 


Plastic Post Lantern 

Plymouth Industrial Products, 
Inc., have successfully simulated 
the old-fashioned wrought iron 
lantern post in a new thermoplas- 
tic material (clevelon) that re- 
sembles wrought iron and can be 
painted as desired. Made eight feet 
tall, the new post lantern is pro- 
duced in four pieces which can be 


assembled, wired and set in place. 
Herwig Co., Dept. AL, Chicago, III. 


For more data circle No, 15 on coupon, p. 138 


Aluminum Hat & Coat Rack 

A new line of aluminum hat-and- 
coat racks is available in both floor 
and wall models. The units are 
manufactured of heavy-duty alum- 
inum and are of bolted construc- 
tion. Wall models are available in 
2, 3, 4, 6, 8 and 10-foot widths. 
Floor models are made in 3, 4 and 
5-foot widths. Both types are 
available equipped with either 
single or double hat and package 
shelves. Safway Metal Products 
Co., Dept. AL, 1111 Webb Ave., 
Detroit, Mich. 

For more data circle No, 16 on coupon, p. 138 


(continued on next page) 








The First Choice of 
_ Contractors and Carpenters... 


UNUSUALLY STRONG — Made of mountain-grown 


Missouri oak to withstand years of hard, abusive wear. 


PROPERLY SEASONED — Every inch of our oak flooring is scientifically 


seasoned in modern Moore cross-circulation kilns. 


EXPERTLY MILLED 
NOFMA standards. 


Each piece is accurately milled and graded to 


SMOOTH AND CLEAN — Carpenters everywhere prefer Ozark Oak Floor- 
ing because of the minimum amount of sanding and finishing required 


after laying. 
PROMPT SHIPMENT 


All orders are carefully bundled for safe, clean 
arrival and easy loading and handling. 


The beautiful graining, color and wiiformity of Ozark Oak Flooring, when 
once installed in either new or remodeling jobs, will build good will for 
you and sell itself to future prospects who see it. There is no flooring 
like genuine Ozark Oak Flooring for beauty and long life. Specify it on 


your next order. 


The OZARK OAK FLOORING CO. 


BISMARK, 


MISSOURI 


PHONE 115 


(To obtain more data on advertised products see page 138) 








Storm Windows and Doors 


Knocked-down combination 
storm windows and doors that can 
be assembled by the homeowner or 
in the dealer’s shop are now of- 
fered. Each unit is individually 
packaged. Windows and doors are 
available in aluminum or redwood 
and, the manufacturer claims, are 
well designed and high quality 
throughout. Buckeye Screen & 
Weatherstrip Co., Dept. AL, 1388 
S. 22nd St., Columbus 6, Ohio. 


For more data circle No. 17 on coupon, p. 138 


SMOOTHER 
ROLLING 
LONGER 
LIFE! 


The new “Western” sliding door hangers 
move silently along a track on Oil Cushion 
The built-in lubrica- 
tion feature eliminates the job of removing 
doors for cleaning or lubrication. 
these hangers won’t gum up or freeze in 


Super Oilite Byvarings. 


zero weather. 


Semething MEW ... Something GOOD! 
citer Write for information 


WESTERN PRODUCTS, Inc. 


J NEW CASTLE, INDIANA 


120 (To obtain more data on advertised products see page 138) 


Steelbilt Glass Doorwall 


A new weathersealed series of 
steel frames for sliding glass door- 
walls is now in production at Steel- 
bilt, Inc. Known as Gardena, the 
new series meets economy require- 
ments of mass housing and remod- 
eling markets. Features include: 
continuous mohair channel weath- 
erstrip at all infiltration points; 
improved door pull design which 
separates latch for ease of han- 
dling, and stainless steel ball bear- 
ing bottom rollers. Sections are 
cold roll-formed steel, 14 gauge, 
triple-treated for paint-grip sur- 
facing and rust inhibition. Steel- 
bilt, Inc., Dept. AL, 18001 8. Fig- 
ueroa, Gardena, Calif. 


For more data circle No. 18 on coupon, p. 138 











And, 





48,000-BTU Oil Heater 


A top-vented circulator of 48,000 
BTU capacity has been added to 
its Master Circulator line of oil- 
burning space heaters by the Cole- 
man Co. The heater, model 887, 
was developed to meet the demand 
for units which can be installed in 
alcoves. It has a two-tone finish, 
with front and side panels of 
sandy beige and top grill finished 
in dark mahogany. The Coleman 
low-draft burner and automatic 
draft meter are standard equip- 
ment. Automatic temperature con- 
trols and power blower unit are 
optional. The Coleman Co., Inc., 
Dept. AL, Wichita, Kan. 

For more data circle No. 19 on coupon, p. 138 


(continued on page 124) 
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OZAN LUMBER CO. 


PRESCOTT, ARKANSAS 
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FOR YOU on Caulk 
Jobbers and distributors j t h 
are invited to send for new a \ 

prices and discounts on our 


complete line for all home 


and professional guns. for 


Our manufacturing facili- 


- 
ties are devoted exclusively hh e <a Ww i eG D a 


to caulking guns, nozzles 
and cartridges. 


Choose from 14 different guns and 
30 different nozzles. 


MANUFACTURING CO. 
7508 QUINCY AVE. * CLEVELAND 4, OHIO 





Specify “Mt. Vernon” brand and be sure of satisfying your 
customers, Top cuality timber and careful kiln drying, menu- 
facturing and grading give you a No. 1 buy for beaut: 


and value. 
ALSO 
BAND SAWN HARDWOODS 


Latest equipment: dry kilns, planing mill and 
floering plant 
Send Us Your Inquiries 


MOBILE RIVER SAW MILL CO., INC. HEPPNER 


a SALES COMPANY - ROUND LAKE, ILLINOIS 
*Pat. Pending 
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Anybody can fill your store with PAINT. +. ie celeeres 
but this plan 
fills it with 





Customer Dragnet 


A local “sales hypo” that starts working in 24 hours! The most ama- 
zing traffic-builder ever developed in the paint industry — polished 
to perfection after 2 years of testing at a cost of $197,000. 


it Worked for These Dealers —/# Will Work for You! 


“When business was lagging, this promo- 
tion filled the store with customers and 
increased sales about five times over the 
previous week. Right 
now, after two weeks, 
people are still coming in 
—some from the promo- 
tion, others from the 
word of customers who 
bought Colorizer and 
were delighted. As soon 
. as our stock can be re- 
checked I am definitely staging another 
‘Customer Dragnet’ promotion... thank 
you for the fine work! 
Mrs. Grace P. Crocker 
Gay Colors Paint Stores 
Los Angeles, California 


“T was looking for a spring store promo- 
tion—not only to sell paint but to build 
store traffic and sell hardware items. When 
I saw your ‘Customer Dragnet’ plan, I 
decided that was it, and we put it into 
operation. Paint customers began to come 
in as if byAnvitation, and most of them 
were practically pre-sold! They would 


‘Manvtactured by Colorizer Associates : 


in 1,322 COLORS 


Bennett's, Salt Lake City, Uteh, and Los Angeles, Calif. © Bive Ribbon Point Compeny, 


come in, point to our paint sample chips, 
and say ‘Give me a gallon of this color 
and a gallon of that one.’ One paint cus- 
tomer bought $40 worth of paint, then 
came back for a power lawn mower, as- 
sorted lawn seed, fertilizer and hardware 
items all totalling $257. The ‘Customer 
Dragnet’ really brings action in a hard- 
ware store!” 

Bvonsteader's Hardware 

5400 La Grange Street 

la Grange, Illinois 


“We'd like to take this opportunity to re- 
port on our success with the ‘Customer 
Dragnet’ which we participated in during 
the early summer. We 

used about 1400 of each 

mailing piece this year, 

and they are sti// coming 

in, with the color selec- 

tions marked on the 

cards, months after the 

mailing campaign. Our 

* paint business is 24% 

ahead of last year, and a lot of the credit. 


goes to your*‘Customer Dragnet’ program.” 


D. |. Bahnemann 
Manager 

Inter-State Lumber Co. 
White Bear Lake, Minn. 


“This formula has increased our sales 
22% in the first six months, We're going 
to keep on using it! Colorizer is the an- 
f » swer to increased paint 
t sales in a highly compet- 
' itive market, It is tomor- 
row’s method of mer- 
chandising paint... and 
every Colorizer dealer is 
automatically the ‘color 
center’ of his trading 
area, We've found our 
formula for successfully selling paint in 
the changing business trends of today. It’s 
Colorizer Paints—backed by a real plan 
of merchandising and advertising.” 


Collier Pflugfelder 
Hall Paint Co. 
Collingswood, New Jersey 


SEND FOR COMPLETE DETAILS TODAY! 


PAINTS 


w @, West Virginia © Wolter N. Boysen Co., Oakland end Les Angeles, Calif 


lyn Paint and Varnish Co., Brooklyn, N. Y. © James Bute Compeny, Houston, 
Tex @ Great Western Paint Mig. Corp'n, Kansas City, Missouri © Jewel Point & 


NAME 


Colorizer Associates 
347 North Western Ave., Chicago, Ill. 


Please send me complete information on how “The Color- 
izer Customer Dragnet” can sell more paint for me. 








Varnish Co., Chicago, illinois @ Kohler-Mclister Paint Company, Denver, Colorade 
oe W.H. Sweney & Company, St. Paul, Minnesota © Vene-Calvert Paint Company, % 
Levis, Missouri © Warren Paint and Color Company, Nashville, Tennessee © Geo. D 
Ce ee ee ee ee ee ees 
ltd., Terente, Ontario « IN ENGLAND: Jenson & Nicholson, Lid, London, Engliond 


ADDRESS 





City 








Owens-!I-_tinois 
Giass Brock * 


What woman wouldn't love a kitchen 
like the one shown below—a kitchen 
that’s flooded with daylight yet easy 
to keep spic-and-span? She can have 
such a desired feature in her kitchen 
by including a panel of Owens-Illinois 
Glass Block No, 316. 





INnSULATE 


A panel of glass block has the insulat- 
ing efficiency of an 8-inch thick brick 
wall, The panel won't frost or sweat in 
winter . . . provides better insulation 
than a window with storm sash. 


PROFIT 


Glass block are easy to handle and easy 
to store. They come pre-packed in 
sturdy cartons of convenient size. They 
are handled in the same way as cement 
blocks and can be made to fit any size 
opening. They go in at the same time 
or they can be used for re-modeling jobs 


Plan now to push and profit from this 
beautiful, insulating, profitable build- 
ing material. For complete details how 
easy it is, write Kimble Glass Com- 
pany, subsidiary of Owens-Illinois, 


Dept, AL-10, Toledo 1, Ohio. 
*Formerly known as INSULUX 


OweEns-ILLINOIS 


GENERAL orrices(]) TOLEDO 1, OHIO 
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(To obtain more data on advertised products see page 138) 





NEW PRODUCTS 


(begins on page 114) 





New Fan 


The new product is a 22-inch fan 
which uses a one-third horsepower 
motor and was designed for use 
in homes with pre-fabricated truss 
roof construction. The 22-inch 
Niteair Rancher will fit between 
joists on 24-inch centers simply by 
moving one truss brace. No cut- 
ting is required. The new fan 
comes completely assembled and 
ready for installation; or as a 
Kooling-Kit, knocked down for in- 
stallation by the home handyman. 
Lau Blower Co., Dept. AL, 2010 
Home Ave., Dayton 7, Ohio. 


For more data circle No. 20 on coupon, p. 138 


Ceilite Plastic Sheets 


Ceilite—a new translucent plas- 
tic building material—is now 
available in corrugated sheets to 
nest with standard corrugated 
siding or in flat sheets for window 
glazing. Manufactured from light 
stabilized resins reinforced with 
two-ounce fiber glass mat. It can 
be specified opaque as well as 
translucent and is available in a 
wide range of colors. Ceilite is 
available in standard corrugations 
in sizes up to 40"x144” and in flat 
sheets up to 36"x96” or in standard 
window glazing sizes. Ceilite 
Corp., Dept. AL, Box 278, Allison 
Park, Penna. 


For more dat), circle Ne. 21 on coupon, p. 138 


Wood & Aluminum Window 


Gregg announces its new De- 
fender, combination window made 
of both wood and aluminum. The 
combination of wood and alumi- 
num reduces bulkiness. It has a 
wooden ponderosa pine frame, 
aluminum track, and aluminum 
encased glass and screen inserts. 
Aluminum sliding sections work 
with finger tip control in wood en- 


cased plastic rollers. Screen and 
sash inserts are self-storing. Gregg 
& Son, Inc., Dept. AL, Framing- 
ham, Mass., or Nashua, N. H. 


For more data circle No. 22 on coupon, p. 138 





Statement required by the Act of 
August 24, 1912, as amended by the Acts 
of March 3, 1933, and July 2, 1946 (Title 
39, United States Code, Section 233) 
showing the ownership, management 
and circulation of American LUMBERMAN 
& Buitpinc Propucts MercHAnpisEeR, pub- 
lished every other week at Chicago, Ili- 
nots, for October 1, 1054: 

1. The names and addresses of the 
publisher, editor, managing editor and 
business manager are: 
pee, Herbert A. Vance, Chicago, 
Ill. 

Editor, Arthur A. Hood, Chicago, Tl. 

Managing Editor, Gordon J. Lawler, 
Chicago, Il, 

Business Manager, none 

2. The owner is: (if owned by a cor- 
poration, its name and address must be 
stated and also immediately thereunder 
the names and addresses of stockholders 
owning or holding 1 percent or more of 
total amount of stock. If not owned by 
a corporation, the names and addresses 
of the individual owners must be given. 
If owned by a partnership or other unin- 
corporated firm, its name and address, 
as well as that of each individual mem- 
ber, must be given.) 

Amertcan LuMpeRMAN, Inc. 


(a corpora- 
139 N. Clark St., 


Chicago 2, Ill. 


y: 

Vance Publishing Corporation (a cor- 
poration), 139 N. Clark St., Chicago 2, 
[ Whose stockholders are: 

A. E. Monetti, 20 Exchange Place, New 
York, N. Y. 

Herbert A. Vance, 
Chicago, Il. 

3. he known bondholders, mortga- 
gees, and other security holders owning 
or holding 1 percent or more of total 
amount of bonds, mortgages or other 
securities are: (If there are none, 80 
state.) None. 

4. Paragraphs 2 and 3 include, in 
cases where the stockholder or security 
holder appears upon the books of the 
company as trustee or in any other fidu- 
clary relation, the name of the person 
or corporation for whom such trustee is 
acting; also the statements in the two 
paragraphs show the affiant’s§ full 
knowledge and belief as to the circum- 
stances and conditions under which 
stockholders and security holders who 
do not appear upon the books of the 
company as trustees, hold stock and 
securities in a capacity other than that 
of a bona fide owner. 

5. The average number of copies of 
each issue of this publication sold or 
distributed, through the mails or other- 
wise, to paid subscribers during the 12 
months preceding the date shown above 
was: (This information is required from 
daily, weekly, semiweekly, and tri- 
weekly newspapers only.) 

HERBERT A. VANCE, 
Publisher. 

Sworn to and subscribed before me 

this 20th day of Beptember, 1954 


139 N. Clark S&St., 


. LYNN, 
Notary Public. 
(Seal.) 
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Wood Awning Window 


New Woodco E-Zee wood awning 
window is easy to lock, double 
vinyl weatherstripped and can be 
relied on for long life—because 
there’s nothing to adjust—nothing 
to get out of adjustment. Hardware 
is made by Woodco Corp. Write 
General Woodcraft Co., Inc., Dept. 
AL, North Bergen, N. J. 


For more data circle No. 23 on coupon, p. 138 





Sash Balance Combination 
The Master-Matic 


combines a 
sash balance with weatherseal. 
Designed for pre-fit window unit 
manufacturers, it permits both 
sash to be installed in the frame 
simultaneously. No setting or ad- 
justment of any mechanism is 
necessary; nor is any lubrication 
required. Master Metal Strip Serv- 
ice, Inc., Dept. AL, 1720 Kilbourn 
Ave., Chicago 39, III. 


For more data circle No. 24 on coupon, p. 138 


Water-Repellent 


Silicone Dri-Film 103 water re- 
pellent is a transparent silicone 
resin. General Electric engineers 
said Dri-Film 103 minimizes ef- 
florescence, greatly retards spall- 
ing and cracking and makes pos- 
sible cleaner exterior surfaces, 
when properly applied to above- 
ground brick, concrete, mortar and 
other masonry materials. The new 
water repellent may be applied 
either by brush or spray. Silicone 
Products Dept., General Electric 
Co., Dept. AL, Pittsfield, Mass. 


For more data circle No, 25 on coupon, p. 138 


(continued on next page) 
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Silent operation! 






GET THE 


FACTS 


ON THE MOST 


ADVANCED WEATHERSTRIPPING! 


COMBINATION METAL WEATHERSTRIP 
AND SASH BALANCE 














all the oe 
seal Comsteaes -* Metal 
Weatherstrip and 





ance . ot a on 
times better ” r protec- 
tion plus easy. opera- 
tion. Read a ra-seal’s 


One-Piece Jamb Member that 
maintains a constant air seal 
and smooth opening and clos- 
ing no matter how the sash 
may expand or contract... 
about “Si-vel” coated springs 
that assure silent operation. 
See actual scientific proof that 
Dura-seal provides the best 
weatherstripping. Write for 
this important folder today! 


Zegers Incorporated 
8088 South Chicago Ave. 
Chicago 17, Illinois 


(To obtain more data on advertised products see page 138) 








Horizontal Sliding Window 


Copco Steel & Engineering Co. 
announces a new aluminum, hori- 
zontal sliding window which is 
equipped with self-storing com- 
bination screens and storm sash. 
Copco ships the window KD, even 
to the frame sections. The window 
may be assembled with a screw 
driver. Windows also can be 
shipped assembled and glazed. 
Copeo Steel & Engineering Co., 
Dept. AL, 14035 Grand River Ave., 
Detroit 27, Mich. 


For more data circle No. 26 on coupon, p. 138 


Fire Door Core Material 


A new mineral core material! for 
fire doors, known as Weldrok, is a 
lightweight synthetic stone to be 
used in the manufacture of Weld- 
wood Fire Doors. These doors are 
faced on both sides with fine hard- 
wood veneers to combine fire pro- 
tection with the beauty of real 
wood. The Weldwood Fire Door, 
with its Weldrok core, has been 
awarded the label of Underwriters’ 
Laboratories, Inc., for B and C 
openings (vertical shafts, corri- 
dors and room partitions). United 
States Plywood Corp., Dept. AL, 
Weldwood Bldg., 55 W. 44th St., 
New York 86, N. Y. 


For more data circle No. 27 on coupon, p. 138 


New Shock-Absorbing Hammer 


A new kind of hammer has a 
thick cushion grip, like that on a 
golf club, which absorbs shock and 
protects carpenter or home-crafts- 
man against the usual jolts of 
hammer impact. Called the Rocket, 
the new hammer also has a tubular 
steel shaft. Specially shaped pre- 
cision claws are designed to grip 
even the smallest nails, yet always 
give maximum pulling power. True 
Temper Corp., Dept. AL, Keith 
Bldg., Cleveland, Ohio. 


Fer more data circle No. 28 on coupon, p. 138 
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Hardwood Legs 


The handyman can now make his 
furniture look professional with 
precisioned-tapered hardwood 
legs. Essco Legs come in five dif- 
ferent lengths, 6”; 9”; 15”; 21” and 
29”. Three finishes: black, blonde 
and unpainted. Essco Industries, 
Dept. AL, Seattle, Wash. 


For more data circle No. 29 on coupon, p. 138 


i Wiaster<rit 
Cent Wie 


Bathroom Accessories 


The Mastercraft set of matched 
bathroom accessories is attrac- 
tively put up in a plum, black and 
white package. There is a choice 
of six Mastercraft utility bathroom 
accessory sets, chosen according 
to the length and type of towel bar. 
Each set contains five fixtures. 
D & P Molded Products Co., Dept. 
AL, 932 E. 108th St., Los Angeles 
59, Calif. 


For more data circle No. 30 on coupon, p, 138 


Combination Storm Window 


Specially vinyl-weatherstripped 
and dust-free 
comfort, the Fabrico E-Z Hung 


to assure draft- 


combination storm window and 
screen is sold with two glazed sash 
and one screen, carton-packed. The 
half-size units permit finger-tip 
interchangeability to any desired 
combination. Where complete top- 
and-bottom screening is desired, 
an additional half-size screen is 
available. Screens & Fabricated 
Metals Corp., Dept. AL, North 
Bergen, N. if 


For more data circle No. 31 on coupon, p. 138 


Jet Water System 


A jet water system, ready to in- 
stall. Basic unit measures only 
23” high, 18” from end to end, 14” 
deep and weighs only 60 pounds. 
Equipped with 1/3 and % hp mo- 
tors. For shallow wells, jet ejec- 
tor is mounted on the pump; for 
deep wells it is moved down into 
the well. Dayton Pump & Mfg. 
Co., Dept. AL, 500 N. Webster St., 
Dayton 1, Ohio. 


For more data circle No. 32 on coupon, p. 138 





WHAT'S YOUR ANSWER? 


Solution to the 
questions on 119 


Douglas Fir Plywood Asso- 
ciation. Page 10. 


. Goodyear. Page 13. 
Insulation. Page 18. 


Belson Manufacturing Co.; 
wrought iron legs. Page 109. 


Colorizer Associates. Pages 
122-123. 


Structural panels. Page 58. 


Badger Lumber Co. Page 


56. 
Corner cabinets. Page 71. 
Hogs. Page 88. 


Weyerhaeuser. Page 50. 


What's YOUR Score? 
9 to 10 correct: Excellent! 
7 or 8: Good. 5 or 6: Fair. 


October 4, 1954, AMERICAN LUMBERMAN & 








Consistent 


national advertising 


helps you sell screening of Alcoa Aluminum 


Month after month Alcoa advertisements are telling your customers that 
non-staining screening of Alcoa® Aluminum is the best they can buy. National 
magazines like The Saturday Evening Post, Life, Better Homes & Gardens, 
American Home, House Beautiful, House & Garden and Sunset Magazine are 


carrying these messages ... with special emphasis in the spring and fall. 


ALCOA 
ALUMINUM 


ALUMINUM COMPANY OF AMERICA ORDER YOUR SCREENING Now! 
DISPLAY THE ALCOA LABEL! 


It’s available now! 
insect wire screening woven by the following manufacturers from Alcoa 
Alclad 5056-S Aluminum Wire conforms to National Bureau of Stand- 
ards Specification CS 138-49 and Federal Specification RR-S-1 41a, 





Alabama Wire Co., inc. Gilbert & Bennett Mfg. Pacific Wire Products 

American Wire Fabrics Co. Co. 
Corp. Gulf Screen & Wire Pennwoven, inc. 

Chose Brass & Copper Co., inc. Phifer Aluminum Screen 
Co. Hanover Wire Cloth Div. Company 

Clinton Wire Cloth (Continental Copper = Sporgo Wire Company, 
Company of & Stee! industries, inc.) Inc. 
Clinton, lowe Heilig Bros, Co., inc. Standard Wire Cloth & 

Cyclone Fence The C.O. Jelliff ME Screen Company 
American Steel & p Rog ad Whitehead Woven Wire 
Wire Division aia Co., ine. 

Dixie Sereen & Wire Keystone Wire Cloth Co. Wickwire Brothers, inc. 
Products, Inc. New York Wire ClothCo. Wire Products, inc. 
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Measure Chest Special 

A new Measure Chest package 
is a single unit designed for both 
Christmas and Do-It- Yourself 
week. A 50’ tape and a 12’ pocket- 
tape is packaged in a 71%” x 5” 
transparent plastic utility box. 
Each Measure Chest, in addition 
to its plastic utility-tackle box, is 
wrapped in a transparent sleeve. 
A five-color card, printed for Do- 
It-Yourself week and for Christ- 
mas is available. Evans and Co., 


Dept. AL, Elizabeth, N. J. 


For more data circle No. 33 on coupon, p. 138 
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Special Christmas Packages 


The Patio Garden Bell has a 
special sleeve type overwrap 
printed in Christmas red and 
green. Sleeve slips off exposing 
regular counter display box. Also 
Christmas packed is the Acrabore 
Auger Bits set. A set of six pre- 
cision machined bits are packaged 
in a white Styrofoam block. John 
H. Graham & Co., Inc., Dept. AL, 
105 Duane St., New York 8, N. Y. 


For more data circle No. 34 on coupon, p. 138 


Sales Training 


A training manual to educate re- 
tail sales people in new techniques 
of selling is titled “Brush Ups for 
Your Sales Talks.” The pocket size 
manual supplies retail store sales 
people with 24 illustrated pages of 
sales helps on how to put more tell- 
ing-selling power into sales work. 
The book is aimed at helping dealers 
elevate salesmanship throughout the 
store. Superkleen Brush Div., Devoe 
& Raynolds Co., Inc., Dept. AL, 787 
First Ave., New York 17, N. Y. 


For more data circle Neo, 35 on coupon, p. 138 
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New Christmas Displays 

A three-piece Christmas display 
set that can be used throughout 
the year is being sent free to all 
authorized dealers of the Black & 
Decker Mfg. Co. The four-color 
set consists of a large photograph 
of a Do-It-Yourself family. Two 
smaller displays hold any of four 
different types of Black & Decker 
portable electric tools. A Christ- 
mas sales message card at the top 
of the display is removable. Black 
& Decker Mfg. Co., Dept. AL, Tow- 
son 4, Md. 


For more data circle No. 36 on coupon, p. 138 


Christmas Wrap Tools 

The newly-designed package 
consists of a colorful wrap-around 
of gay Christmas motif and con- 
tains a Palm-Grip driver for stand- 
ard screws, a Palm-Grip Phillips 
driver, the patented Palm-Grip 
ratchet handle and a convenient 
wall bracket that holds all three 
units. The Palm-Grip Ratchet 
Handle fits both the drivers in the 
gift ensemble as well as more than 
40 other Palm-Grip tools. Kipton 
Industries, Dept. AL, Kipton, Ohio. 


For more data circle No. 37 on coupon, p. 138 





%. 


Christmas Boxed Tools 


For practical Christmas shop- 
pers Stanley Tools is featuring 19 
of its finest tools gift-packaged in 
either red or black with gold snow- 
flake design. There is a “To— 
From—” label on each so that 
boxes need no additional wrapping 
or tags, making it easy for Christ- 
mas shoppers to avoid that last 
minute rush. Stanley Tools, Dept. 
AL, New Britain, Conn. 


For more data circle No. 38 on coupon, p. 138 


4 
i 


Multitint Color Chart 


A new color chart displays col- 
ors of the patented line of Multi- 
Tint paints and enamels available 
in 12 different finishes. Measur- 
ing 18” by 17” when open, the chart 
suggests six methods of planning 
room decoration and describes the 
Color Harmony Center and the 
free Peggy Sloan Decorating Serv- 
ice offered by Seidlitz dealers. 
Seidlitz Paint & Varnish Co., Dept. 
AL, 18th and Garfield, Kansas 
City, Mo. 


For more data circle No. 39 on coupon, p. 138 


Paint Brush Merchandising 


A self-service method of selling 
paint brushes has been announced. 
Brushes will be mounted on a re- 
usable selectcr card, which gives 
the customer all the information 
necessary to buy the brush, en- 
abling the sale to be made without 
a salesman’s help or advice. Lo- 
cated on the front of the card is 
the brush price, size and type of 
work it is used for. Gerts Lum- 
bard & Co., Dept. AL, 3407 N. Kim- 
ball Ave., Chicago 18, Ill., or Bur- 
ton Brush Co., Dept. AL, 11 Carle- 
ton St., Cambridge 42, Mass. 


For more data circle No. 40 on coupon, p. 138 
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YELLOW PINE 
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PICKET 
CUTTER 


Turn those odds and ends of lumber into pickets— 
and profits! The Schubert Picket Maker points 200 
to 250 pickets per hour . . . smooth finish . . . ad- 
justable for width. Light-weight and portable (38 
Ibs.), yet rugged and durable for years of service. 
Anyone can operate ... prompt delivery. 





Write Us For Complete Information! 


H. A. SCHUBERT CO. 


way. Washington Ave 


Buttptnc Propucts MEeRcHANDISER 
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Unitop 























...-THE NEW ONE-PIECE 
COUNTER TOP THAT MEETS THE 
NEEDS OF ALL YOUR CUSTOMERS 


Builders and Contractors like Unitop because 
its simple installation cuts costs, Top and back- 
splash are combined in one unbroken piece, 
requiring no joints or molding. All edges are 
accurately machined, And it comes in 3 stand- 
ard lengths, plus an interchangeable left and 
right-hand corner unit, to meet layout 
requirements of any kind, 


Homeowners like Unitop because it’s a practical 
“do-it-yourself”, counter-top package available 
with all necessary accessories. And factory join- 
ing of MICARTA® to plywood assures proper 
alignment . : ; a permanent bond . . . a lastingly 
carefree counter surface. 


Ask your United States Plywood Corporation 
representative for details, or simply use the 
coupon below, }-06587 


Westing house 


® micarta 


distributed by HNITED STATES PLYWOOD CORPORATION 


largest plywood organiz7jion in the worla 


and U.S.~MENGEL PLYWOODS - INC 


United States Plywood Corporation 
55 West 44th Street, New York 36, N. Y. 


Please send full information on your MICARTA 
Unitop plan, 


Name 
Address 


City__ eine 
AL-10-4-54 
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Northern Woods have been recognized for high quality and dependable performance for 
over half a century. Today the mills of the Northern region are better prepared than ever 
to serve you with well-manufactured, accurately graded lumber and lumber products of 


these quality hardwoods. Consult the firms on this page for your requirements in Northern 
Woods. 


Edward Wines lumber Co. . . . . «~ Chicago, iil. . . «+ «+ beodman, Wis. 
ape yy ae ag 


Hardwoods, ond White Pine. Planing Mill and Dry Kilns 
“Michigan Pole & Tie Co. . =. . . Newberry, Mled. 
*Bochm-Madisen Lumber Co. . . . Milwaukee 3, Wis, «WHITE PINE, HONWAY PINE ‘ond Piling. Excelent 


Mil Lake Linden, Mich. Mirs. Hardwoods. BCs, Qyacem ie 
dried hardwoods from stock at Thiensville, 


Plywood Corporation . Marshfield & Park Falls, Wis. 


“Rodis 
Roddis Lumber 


*TAhonen LumberGo, . . . ss 


Northern Hardwoods, Hemlock, White Pine. . Planing Mill 
Hardwood and Softwood Pallets. 


“Copeland lumber Co. . . =... (Chieago, IN. 
A Fal SO "135 6. be Salle Bt 
Hardweods. White Pine and Hemlock 


*THolt Hardwood Go, . 


Maple, Birch, Beech, Oak Flooring. 
Herringbone, Parquetry types; aD types e *C. M. Christiansen Co. 


An outstanding Wisconsin lumber manufacturer 
* Pine, Hemlock and Cedar Products. 


"Wm. Bonifas Lumber Co. ( Mil ‘sn ) Sates Neenah, Wis. 
Northern Hardwoods, White Pine. 
Modern Dry Kilns. Expert Millwork. 


tMember Maple Flooring Mfrs. Assn. *Member Northern Hemlock & Hardwood Mfrs. Asan. 


a ee ee ee ee Oe ee ee ee 
130 (To obtain more data on advertised products see page 138) October 4, 1954, AMERICAN LUMBERMAN & 





Sign Advertises at Construction Sites 


Colorful, house-shaped signs are posted at con- 
struction sites by the Henderlong Lumber Co., Crown 
Point, Ind., as an effective advertising medium. 


“With five or six signs scattered around town, peo- 
ple get the impression that we are furnishing build- 
ing materials for virtually every project,” says 
Harold Henderlong, president, shown examining 
one of the signs. 


More Sales With Packaged Hardware 


Packaged household hardware oftens leads to 
sales of other items, according to Frank L. Smith, 
vice-president and manager, Races Valley Lumber 
Co., Roswell, N. M., who is seen in the picture above. 

“Do-it- yourself customers drop in and shop for 
items on the rack of carded household hardware,” 
Mr. Smith said. “Then we show them doors, per- 
forated hardboard, paneling, molding and other ma- 
terials. Today we have as many women as men 
coming into our store and a good many of them stop 
by our household hardware rack.” 





“WEDGE-RITE” 
OVERHEAD “poor SETS 


WAYS BETTER! 


2. Graduated Hinges * Sing wy 
3. Hlectre-Galvanized eae 


5. y a Low Prices 


=> 6% 


There’s a “WEDGE-RITE” overhead garage door set for 
every need! Single car sizes are available from 8’x6'6" to 
9’x7’, two-car sizes from 14’x7’ to 16’x7’ and commercial 
sizes range from 9x9 to 20’x12’. . 
or 134” thick, 


Superior “WEDGE-RITE” door scts have all premium fea- 
tures yet are competitively low priced! 


DOOR SECTIONS! Truck foed or corload lots 3 


« for all doors 1%” 


in stock sizes. Kiln dried, Dougles Fir, dowel 
construction. Lowest prices! 





WRITE FOR FULL INFORMATION 


WEDGE, RU oar 


1641 N. OLDEN AVE. EXT., TRENTON 8, NEW J 


BUILDING Propucts MERCHANDISER 





HELPS YOU SELL MORE TACKERS \7 
THAN EVER BEFORE! 


Get your share 

of this multi-million dollar mar- 
ket. Remember, the need may be 
urgent. Don’t miss out on it! 


SOLD ONLY 
THROUGH THE TRADE 





Meet us at the 
NATIONAL HARDWARE SHOW 
October 11th-15th, Chicago, Booth 467 








OF ARROW FASTENER COMPANY. (NC 
. 
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Hand Truck Nose Plate 


A folding nose plate extension 
for use in handling bulky loads is 





right for your 


available in choice of lengths for 
uyse with all Magcoa magnesium 
hand truck models. The nose plate 
extension is constructed of low 
weight, high strength magnesium 
extrusions. When not in use, the 
nose plate extension can be tilted 
back to upright position parallel 
to hand truck frame. Magnesium 
Company of America, Dept. AL, 
Materials Handling Div., East Chi- 
cago 19, Ind. 


For more data circle No. 41 on coupon, p. 138 


customers’ every need 


You'll increase your sales of fence 
when you impress upon your cus- 
tomers that CF&i Fence is right for 
their every need. Sell the features 
which assure the permanence, ease 
of erection and good looks of CF&/ 
Fence. Stock the kinds of fences that 
exactly suit your customers’ needs 
+» you'll find them among the nearly 
150 different types, heights and 
weights of fence made by CF&I. 


Full detaili about these and many 
other selling features of CF&I 
products are included in the new 
CF&I Wire Products Catalog . . . the 
complete story on a wide variety of 
steel products known throughout the 
West for their quality and depend- 


And remember—tvery fence customer 
is also @ prospect for these allied CF&I 
Products. 

CFai BARBED WIRE 

CF&!i BARBLESS WIRE 

CFa!i FENCE STAYS 

CFai FENCE POSTS 

CF&i NAILS AND STAPLES 


ability for over half o century. Con- 
tact your CF&I representative today 
for your copy of this completely new, 
informative CF&l Wire Products 
Catalog. 


Tn!S BRAND 


is oval 
youR .°' 


PROTECTION 


THE COLORADO FUEL AND IRON CORPORATION 


UF! 


Atlante + Billings + Boise - Boston » Buffalo + Butte » Casper +» Chicago » Denver 
. Houston + Lincoln (Neb.) - Los Angeles - New Orleans » New York + Oakland 
Oklahome City - Philedelphie + Phoenix - Portiond - Pueblo - Solt Lake City » Sen Francisco + Seattle » Spokane + Wichita 
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Side-Loading Fork Truck 


A redesigned model of the Trav- 
eloader has improved load distri- 
bution, better stability and higher 
tractive effort. Two main features 
of the new unit, called the T-10-A, 
include a torque converter drive 
and springing of all four wheels. 
Baker-Raulang Co., Dept. AL, 1250 
W. 80th St., Cleveland 2, Ohio. 


For more data circle No. 42 on coupon, p. 138 


Masonry Hole Cutting Machine 


A masonry hole cutting ma- 
chine, portable, high speed and 
light weight, uses a self-sharpen- 
ing diamond drilling bit to cut 
holes 1%” to 10” in diameter 
through hard aggregate, including 
any steel reinforced building ma- 
terial, to a depth of 18”. Now avail- 
able in two models, one hp and 
two hp. Molco Drilling Machine 
Corp., Dept. AL, 1100—20th St. 
N.W., Washington, D. C. 


For more data circle No. 43 on coupon, p. 138 


Compact Fork Lift Truck 

A compact, lightweight fork lift 
truck is designed to work in and 
out of motor transports and on 
congested loading docks. The new 
Docker fork lift features four- 
wheel suspension as well as a low 
center of gravity. The new fork 
lift has rated capacities from 1,000 
up to 3,000 pounds. Two studs on 
the Docker’s uprights are provided 
to pull or drag loads which are 
too heavy to be lifted. Automatic 
Transportation Co., Dept. AL, 149 
W. 87th St., Chicago 20, Ill. 


For more data circle Ne. 44 on coupon, p. 138 
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Highest Quality ure Lowest Prices! “THE KYANIZE 
tn FRANCHISE PLAN 


wiper) Compare... 


your present costs Pr ofects 
with these LOW, . ty 
Low NET Prices! Ur Profits 
«+. says J. Van Vioten, 
PRICE " ae 


FINISH PER BOX PER PAIR Sales Manager, 


Brass Plated, Loose | Pr. with $ 37 Kyanize Paints, Inc, 
Pin, Ball Tip Butts screws . 


i" 1/."' Brass Plated, Loose 1 Pr. with 
3/2" x Pin, Ball Tip Butts. screws, 


4." 17,"" Prime Coated, Loose 1 Pr. with Dear Friends: 
3/2 x 3/2 Pin, Button Tip Butts screws. s 


: : Ever since our first presi- 
4" 17,"" Nickel Plated, Loose 1 Pr. with P 
3, x 3'/, Pin, Button Tip Butts screws. dent, Jim Lo rd, estab- 
a" x 4" Brass Plated, Loose | Pr. with lished our original sales 
Pin, Ball Tip Butts. screws. policies, we've stuck to the 


a x" sag by Loose 1 Pr. with idea of protecting a dealer in 
in u n tip Sw screws. 


4" x 4" Brass Plated, Loose Pin, | Pr. with Te ae aly Tibepenainn EREaGE 
Button Tip, TEMPLATE. screws, \/.M-1/,W a ‘ : 

4" 4" Nickel Plated, Loose | Pr. with stores, connections, or any re= 

x Pin, Button Tip Butts. screws tai ph lige tt What 2 waa t 7 

" "Zine Plated, Tight 6 Pr, with BO AKyanize Cealer gers ° 

2/2" x 2\/2 Pin, Rivetted. screws. "squeeze." We deliver real 

" " Zinc Plated, Tight 6 Pr, with brand protection for your sell- 

3 x3 inc Fi ; 

Pin, Rivetted. screws. ing area. That means your 

ALL BUTTS PACKED 100 PAIRS TO A WOOD CASE Kyanize volume is yours...the 

MAIL OR PHONE YOUR ORDERS TODAY! Kyanize Franchise Plan protects 


Menvtectired Abroed tor All Prices MET, FO. 0 Mew Tort your profits! 


SEWARD HARDWARE & METALS CO. Don't take ay word for it. Drop 


in and quiz any of us — Charlie 
; tati x No. 103, New York, WN. Y. Arthur, Wes Gilmour, Harold 
nin eae ral MacInnis, or Ren Smith himself 
— there's always an open door 
here at Kyanize you know, and 
ou can check and double-check. 
or permanent return from your 
efforts—for real protection of 
your future profits, let us ex- 

McC OU Lum r Co. lain the Kyanize Franchise 

Executive Office ; lan. 

900 First National-Soo Line Building 
MINNEAPOLIS 2, MINNESOTA By the way, have you seen our 
Selling the Products of advertising plans for '54 
The McCloud River Lumber Co, national magazine advertise- 

McCloud, Calif. ments every month of the year, 
and special promotions regu- 
larly right around the calendar. 















































Cordially yours, 


Vaw Cert Inc. 


i 
P.S. We'll be glad to send you complete information 
if you'll fill in and mail Tie coupon below. 


 SLeenientenieetenteetentantestestenten ialententeatenietentan 


Sales Department 


Kyanize Paints, Ine, 
2nd & Boston Sts. 


Everett 49, Mass. 


Please send me without obligation information on what Kyanize has to 
offer me — The Kyanize Franchise Plan, Products, New Discount Plan, 
and all the rest, 


qe} 
Maly 
/ 


WESTERN 
10) 38 101018). PONDEROSA PINE 


SUGAR Genuine W hit« PINE 


eleliics@ Sais) Mes. ke wel 
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The new Duralure awnings, made of 
fiberglass, are described in an illus- 
trated folder just issued. The fiber- 
glass material used is translucent, 
shatterproof and need not be replaced 
or painted like the materials ordinarily 
used in awnings. U. 8. Equipment Inc., 
Dept. AL, Willow Grove, Penna. 


For more data circle No, 45 on coupon, p. 138 


Complete Sash Maintenance, is a 16- 
pase brochure released by the Tremco 

anufacturing Co. It is a discussion 
of caulking and glazing, painting 
rusted metal, sill restoration, etc., and 
is illustrated by photographs, draw- 
ings and diagrams. Tremco Manufac- 
turing Co., Dept. AL, 8701 Kinsman 
Road, Cleveland 4, Ohio. 


For more data circle No. 46 on coupon, p. 138 


The Model 255 ALC %-yard, long- 
crawler P&H Excavator is featured in 
a bulletin which carries description 
and illustrations of the complete ma- 
chine, as well as detailed information 
on the extra-long, wide crawlers. Bul- 
letin No, X-161. Harnischfeger Corpo- 
ration, Small Excavator Div., Dept. 
a W. National Ave., Milwaukee 

, Wis. 


For more data circle No. 47 on coupon, p. 138 


A lumber hoist, which adjusts the 
load so the top layer of boards is at 
machine level, is discussed in a bulle- 
tin. The style HA Lumber Hoist is 
furnished in 8, 12 and 15-ton capaci- 
ties. B. M. Root Co., Dept. AL, York, 
Penna. 


For more data circle No. 48 on coupon, p. 138 


Comprehensive standards covering 
the design, fabrication and erection of 
engineered timber construction and 
standard practices of the industry, 
have just been published. Copies are 
available at an introductory price of 
$2. American Institute of Timber Con- 
struction, 1757 K Street, N.W., Wash- 
ington 6, D. C. 

For more data circle No. 49 on coupon, p. 138 


Plastic wall tile is portrayed to the 
consumer in a brochure which shows 
how this material can be used in un- 
usual designs. Reproducing 31 Lock- 
back tile Colors, 12 Econ-O-Tile Colors 
and 8 Panelux Tile Colors, this new 
consumer idea literature is said to aid 
the plastic wali tile buyer in making a 
selection. Wilson Plastics, Inc., Dept. 
AL, Sandusky, Ohio. 


For more data circle No. 50 on coupon, p, 138 


Moving and storing of many types 
of multi-unit loads by Yale Pallet 
Hand Lift Trucks is pictured and de- 
scribed in brochure P-673B. Actual ap- 
plication photographs illustrate how 
hand trucks can increase efficiency in 
handling a variety of materials. Yale 
Materials Handling Div., Yale & 
Towne Mfg. Co., Dept. AL, 11000 
Roosevelt Blvd., Philadelphia 15, 
Penna. 

For more data circle No. 51 on coupon, p. 138 


A line of sliding door hardware, the 
series 500, for residential and light in- 
dustrial monee has been catalogued by 
Lawrence rothers, Inc. Complete 
unit-packaged sets are available, in- 
cluding track and all hardware to sim- 

lify the buying and selling of this 
fine Lawrence Brothers, Inc., Dept. 
AL, Sterling, Ill. 


For more data circle No. 52 on coupon, p. 138 


P&H Miti-Mite truck crane bulletin 
reports fully on the design and fea- 
tures of this machine. Lifting capacity 
is seven tons and shovel capacity is 11 
cubic feet. Trench hoe width is 32 
inches, Bulletin TX-152. Harnischfeger 
Corp., 4604 West National Ave., Mil- 
waukee 46, Wis. 








ROCKPORT 
REDWOOD 
COMPANY 


(ROUNDS LUMBER COMPANY EXCLUSIVE SALES AGENTS) 
Crocker Building, 620 Market St. — Sen Francisco 4, Calif. 


Members CRA, adhering to strict standards 
of quality production. Specializing in Certi- 
fied kiln dry Redwood. 


CERTIFIED 
@) “TORY 
CLR-RWD 


R- 
ROCKPORT REDWOOD COMPANY 


9233 Deates Drive 
DALLAS, TEXAS 


430 MN. Wace Ave. 
WICHITA 1, KANSAS 




















WHITE FIR 


Trede Mert 








PONDEROSA PINE 


INCENSE CEDAR 
High Altitude, Soft Textured Growth 


Modern Moore Design Dry Kilns 
Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE 














ee 
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Information Offered 
In Advertisements 


De wish detailed iatormation on a specific 
or service? Check through this exeyte- 
use index of literature and data offered in this 
trene's edvertinomentes 


ADVERTISING AID: Sample, informa- 
tion; Home Maintenance & Improve- 
ment magazine. See adv't p. 34. 

BUILDING PAPER: Information; Rich- 
kraft Co. See adv’t p. 78 

BOARD, building: Promotion aida; 
Flintkote Co. See adv’t p. 25. 

CONVEYORS: Bulletin; Standard Con- 
veyor Co. See adv't p. 104. 

DOORS, combination: Descriptive infor- 
mation; Buckeye Screen & Weather- 
strip Co. See adv’t p. 51. 

DOORS, combination: Display model; 
The Moloney Co. See adv’t pps. 62-63. 

DOORS, flush: Information; Paine Lbr. 

Co., Ltd. See adv’t p. 24 

DOORS, folding: Information; New Cas- 
tle Products, Inc. See adv’t p. 103. 

DOORS, garage: Plan and idea booklet, 
literature; Strand Garage Door Div. 
See adv't pps. 36-37. 

FENCE, wood: Catalog; Wood Products 
Co. See adv't p. 135. 

FLOORING, pegged oak; 
sales aids; E. L. Bruce Co. 
p. 67 

GLASS, window: Booklet; Libbey- 
Owens-Ford Glass Co. See adv’t p. 38. 

GRILLES, aluminum door: Catalog; 
Royal Factories. See adv’t p. 109. 

HARDBOARD, all wood: Display unit; 
Masonite Corp. See adv’'t p. 

HARDWARE—builders’: Catalog, dis- 
plays; P. & F. Corbin Div. See adv't 
pps. 6-7. 

HARDWARE — cabinet: 
Stanley Works. See adv’t pps. 26-27. 

HARDWARE — door: Display board; 
Russell & Erwin Div. See adv't p. 115. 


Literature, 
See adv't 


Catalog; The 


HARDW ARE—magnetic latches: Infor- 
mation; Heppner Sales Co. See adv’t 
p. 121 

HARDWARE — night latches: Display 
unit; Sargent & Co. See adv’t p. 87. 

HARDWARE — sliding door hangers: 
Information; Western Products, Ine. 
See adv’t p. 120 


INSULATION, fiberglas: Do-it-yourself 
portfolio; Owens-Corning Fiberglas 
Corp. See adv'’t p. 40 


INSULATION, spun blanket 
aids, booklet; 
adv't p. 18. 

LEGS, metal: Display unit; FE. F 
Co. See adv'’t p. 102. 

LEGS, metal: Catalog; Belson Mfg. Co. 
See adv't p. 109. 

LUMBER, glued-up: Book; Weyer- 
haeuser Sales Co. See adv't pps. 16-17. 


LUMBER, west coast: Folder; West 
Coast Lumbermen’s Assn. See adv't 
p. 39 

LUMBER, western red cedar: Booklet; 
Western Pine Assn. See adv’t p. 91. 

NAILS, roofing: Booklet, samples; The 
Deniston Co. See adv’t p. 105 

NAILS, weather strip: Samples; 
Hassall, Inc. See adv't p. 100. 

PAINT: Color system information; Col- 
orizer Associates. See adv’t pps. 122- 
123. 

PAINT: Discount plan; Kyanize Paints, 
Inc. See adv’t p. 133. 

PAINT: Information; National Lead Co. 
See adv’t pps. 42-43. 

PANELING, prefinished plywood: Infor- 
mation; Roddis Plywood Corp. See 
adv’t p. 19. 

PANELS, fiberglass: Sample, literature; 
Chemold Company. See advy't p. 113. 
PIPE, plastic: Brochure; Plastex Pipe 

& Extrusion Co. See adv't p. 118 

PLASTIC LAMINATE: Information; 
vigotinghouss Micarta. See adv’t p. 
129. 


Promotion 
Baldwin-Hill Co. See 


Brewer 


John 


PLYWOOD, fir: Christmas promotion 
package; Douglas Fir Plywood Assn. 
See adv't p. 10. 








more flooring bids. 


Performs as 
well as Ist 
grade, but costs 
much less! In- 
quire teday. 








SCORES ON EVERY COUNT 


pO SS ORR aA@ eS -—S eee 


; DIAMOND HARD 
Crom aitt GRADE FLOORING" | 


a New Diamond Hard “Gymnasium Grade” 
is 50% or better Ist grade blended with 2nd grede 
areas. It has the strength of hard maple to resist 
rugged wear—the beauty and interest of mixed color 
tones and grain patterns—and a price that wins 
MFEMA approved. Warmly en- 
dorsed by leading architects and school authorities. 


J. W. WELLS LUMBER CO. 


Phone 3633 - 6400 @ MENOMINEE, MICH 


PLYWOOD, klinkii: Descriptive infor- 
mation; Fiddes-Moore & Co. See adv't 
pps. 54-55. 

SASH BALANCE: Information; Pullman 
Mfg. Co. See adv’t p. 98. 

SAWHORSE BRACKETS: Counter Dis- 
play; Grand Haven Stamped Products 
Co. Bee adv’t p. 139. 

SAWHORSE BRACKETS: Display car- 
ton; Thomas Products Co. See adv't 
p. 107. 

SCREENING, insect’ wire: 


Catalog; 
Keystone Wire Cloth Co. 
99. 


See adv't p. 


SCREENS, wood: Catalog; Modern Ve- 
netian Blinds, Inc. See adv't p. 57. 
STAIRWAYS, attic: Catalog; Bessler 
Disappearing Stairway Co. See adv't 

p. 118. 

TAPE, masking: Display unit; 
sota Mining & Mfg. Co. 
47. 

TARPAULINS: Sample, information; 
Angier Corp. See adv't p. ’ 

TILE, floor: Catalog; Goodyear, Floor- 
ing Dept. See adv't p. 138. 

TOOLS, hand: Display board; The Stan- 
ley Works. See adv't pps. 110-111. 

TOOLS, power: Sales aids, display units; 
Black & Decker Mfg. Co. See adv't p. 
77. 


Minne- 
See adv't p. 


TOOLS, power: Displays, information; 
Skil Corp. See adv't pps. 32-3 
TRUCKS, fork lift: Information; Clark 
Equipment Co. See adv't p. 21 
WBEATHERSTRIP: display ag atl 
port Fabrics, Inc. See adv't 93. 
WEATHERSTRIP: Display tS. Mack- 
lanburg-Duncan Co. See adv't pps. 
116-117. 
WEATHERSTRIP - SASH 
Folder; Zegers Inc. See adv't p. 125. 
WINDOWS, aluminum: Information; 
Ware Laboratories, Inc. See adv't p. 
35. 
WINDOWS, wood: Catalog; 
Graves Co. See adv’t p. 83. 
WINDOW MATERIALS: Display unit; 
Sol-O-Lite Mfg. See advy’t p. 108. 
WINDOW MATERIALS: Sales aids, 
floor dispenser; Warp Bros. See adv't 
p. 142. 


BALANCE: 


Brown- 








flooring 





2,3, 40r5 rail. Can be painted 
or allowed to age naturally 
without cost for upkeep. 
SCREEN TYPE PICKET 
FENCE shown in catalog. eetionslly ke 


English Type 
RAIL and HURDLE 


PROFITS FOR DEALERS! 
YOU SELL FENCE 
We Carry Inventory 
gu. ares From large Estates to 
es. 
fea ton LONG rFE— Boties f Fence — 
rails) can treated 
now! 


PENTA PRESERVA 








A PLEASURE TO OPERATE A TANNEWITZ 


Buttpinc Propucts MERCHANDISER 


AW 





(To obtain 


at Lee A ty agape etteeatlittre tis 











Terms — Cash With Order 
Minimum Charge $5.00 





Rates: 

1 Time —20c per word for each insertion. 
Minimum charge of $1.00 per line. 

tome? Ay ' A, t, - 
Scouse, Tuam chasge ¢ 
per 


lahore fos clgusiiod section one > be Ae _ 
pes ope Cage geeesting Gxt 
Adv ~pei-y 


point. styl. No —y or wh F borders al- 
wed. 


No agency commission or cash discount 
allewed. 


née $1.50 for bind ads be box number. 
Replies forwar without a charge. 
cuoeliied ar eget. tine cad yp 
or 
box amaber or 
ae ee a | mailing copy 


CAN L' poten INC. 
- Clark St., Chicago 2, Ill. 





HELP WANTED 





Wanted: Auditor for a group of retail yards, 
Miss Kansas and O 

pe 
travel. Give full information and recent photo- 
pm first peter. Address X-39, American 
umberman, Inc. 





RURLDING » MATERIAL ye Old estab- 


for 
youss man, 25-35, to ” eal on "uhed so group 
iene (20 felled Kp fie ace 
ndiana,. Car fu tter 
full deiaile of b yn A “4 
Peter Kuntz Company, Hulman Building, Day- 
ton 2, Ohio 











Two d lumb wanted ~- 
work wnablinked territory. So li 

or wenins Chicago's North Side or a Pebosbe 
and Gary -~-—s and Northern Indiana. 
Salary ry open, Arh ur T. Laird Lumber Com- 
pany. 8512 S. Vincennes Ave., Chicago, III. 








Euporiegee’ on sales counter clerk for old estab- 

y handling 

an building aww BA Must be able to figure 

and handle in "compa Plenty room for ad- 
y's ornen 








HELP WANTED 





SITUATIONS WANTED 





— nao for t 
Wanted Ra.  . Superinte: | doer 


wo 
Address 1 X-40, pw oy Lamibesmen. 





Salesman ted by established wholesale 
firm with excellent West Coast and Ling ou4 
2 
"Give tall information and 
ddress Box Y-23 American 








including Florida. 
salary wanted. 
Lumberman, 





Eaporionsed 1 man, south Side. ae ye - 
t and Su 
working ago Sou ide : oa - 





yard. Splendid “opportunity fo for a man 40 i 40 


toM UMBER. "Surbine. “conPOnaTiON, 62 633 


Wee a Road, Chicago 9, 





LUMBER SALESMEN 


Want d two cap ible lumb 1 to call 
on and build in the Chicago 
area. 








This xcellent o rtunity for qualified 
men 2s Tames ansodiined with long estab- 
lished company. 





Salary plus commission and expenses for 
experienced men. Give full information by 
letter or come in for personal interview. 


Bishop Lumber Com: y 
2315 N. Elston Avenue, Chicago 14 





WANTED: Experienced gy for retail mill- 
work operation. Estimat shop detailing. 
and sales. Northern indiana industrial area. 
gg posit = i _ opportuni- 
ties tate age, experience and sdiary ex- 
pomee Address Box Y-24 American Lumber- 
man, Inc. 








1 and Car Maierial Sales 
ae by large Portland manufacturer and 
wholesaler. Under 50, evenenee, « _- 
ed with buyers and mills. Sal: aod 
guectont opportunity, Portland Address 
ox X-50 . 


Sun deonhat 








c. 





SITUATIONS WANTED 





MILLWORK—DETAILING 
A firm of millmen with ts of experience 
offer a and bee service. Guar- 
anteed results. Cost. Excellent 
service. Address Box R-59, American Lumber- 
man, Inc. 





MILLWORK DETAILING SERVICE 
and stock details. Also Plan listing 
. This service 2 a at 


reasonable . if 
in Detroit Bg Hy Bos X-46 yon 
Lumberman, Inc. 





Millwork Estimator - Detailer - Superintendent. 

gue See in C 

Residentia q —* Institutional work desires 

ing "pres ; —_ Best = ‘'. oe aes. 
onl em; er who go ou 
asloees Address Box Y-26 American Lum- 








ong “Inc. 





SALES REPRESENTATIVES 
WANTED 





METAL MOULDING SALESMAN 
Pull time or side line. Te call on _ 
a geal Ff RR Fe - 
end wholesale 

line elumiaum 4 
ings. Exclusive +t National 
Aluminum C y- ll ‘Alum Cr Creek Drive, 
Columbus 9, Obl. 





MANUFACTURERS AGENTS to 

standing, low-cost yee 
ome —s type (convertible) wood — 
2 Rea 


— 





mt with Fn f ae with 
eg job! : P. 
Box ‘04'S Sta. D wy. t- —; "2. Ohio. 





Manufacturer's ages Wanted 


Ww, = line ot i oy dvertised rhe a 
nationally adve overhea 
doors, sliding’ doo x hardware and other build- 
a Write gi information 
» es now handled and territory covered. 
Address Wagner Company, Cedar Falls, Iowa. 








HARDWOOD LUMBER INSPECTOR — experi- 
enced Domestic and Pacific Hardwoods desires 

as ctor or Yard Foreman. Relo- 
cate anywhere. References. Address Box X-45, 
American Lumberman, Inc. 








plans. Write in handwriting a 
and salary desired to Box Y-20 
berman, Inc. 


. experience 
rican Lum- 





OPPORTUNITY FOR AN AGGRESSIVE MAN 
to get in on the ground floor with a successful 
Organization who is starting a chain of mer- 
chandising stores yay oy AS one stop service 
for the homeowner or the Do-It-Yourself buyer 
on all building supplies. This man must be 
experienced and have managerial ability to 
cpoarmeas this operation. Salary is open to 

scussion. Please give as much information 
as possible in your letter and then appoint- 
ren will follow. P.O. Box 1125, Columbus, 


Lumber Salesman 
Large, well established Wholesile Lumber 
Distributor has openings for a qualified repre- 
sentative in each of the avece. of: Central Tli- 
nois, wi jor- 
ida. Applicants must be experienced in selling 
lumber products and well known among lum- 
ber dealers in the area in which employment 
is desired. Will pay weekly drawing account 
salary with profit sharing arratgement if ac- 
cepted. Address 7 on ly to Box Y-21 
American Lumberman, Inc., g experience 
and personal background. 








Well established retail lumber g-y 3 lo- 
cated in Central Michigan wants a 

sive man with lumber — building cain 
experience for salesman. State age, f. 
ence, salary expected and references. ess 
Box Y-22 American Lumberman, Inc. 
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Position wanted as manager or salesman, 
y experienced in all retail line yard Te 
New employed but could be oon in 3 
days. Can furnish references. Will relocate 
anywhere. Address Box X-43, American Lum- 
rman, Inc. 





Thi ears’ experience in lumber and mill- 
Tht Ba wel jement of large or small 
yard or neces ent and auditor of group 
of yards. Address Box X-53, American Lumber- 


man, Inc. 





Manufacturer or Jobber Representative. 20 
years’ experience in all phases of retail and 
wholesale lumber. Prefer Indiana territory. 
A-1 references. Address Box Y-25 





SALES REPRESENTATION 
AVAILABLE 





eastern 
2S C., and Delaware, 
qpodennes builde got tes 
basis. Eigh t =f, the road. Address 
Box a 4l, Pte t Lumberman, Inc. 





WANTED: Direct Large Mill Representation, 
for reliable quality shippers of western lumber 
as well as plywood, mouldings, frame, sash 
and cut s' conscious of competitive prices, 
to work closely with an aggressi 
Co jon Sales Agency cove 
oi’ Wisconsin and’ the Chicago, metropollia 
° ago metropo 
area. eee Box X-51. American Lumbe: 
man, le 





Lumberman, Inc. 





‘College Graduate, two years’ experience with 
retail lumber yard as second man. Office 
and buil 

materials. we children, 32 years 
old. Prefer Mi ta or D Wilting to 
work, ior advanceme at. Good references. 
Address Box Y-27 American Lumberman, Inc. 





WANTED — RAILS 





RAILS WANTED 
i ao —_ 


2111-A Railwey Back ee St. Louls 1, Mo. 





YARD MANAGER OR SALES MANAGER 


geetete a r I, ae kaw Debest, 
2 years trative xer0 Es iF 
Estimating 


Sup —— — inctudi 10 
> P Sales Tenbe J Millwork, 


and 

Mason . Ss 

enced in Government a “Good 
Record. Married. Now Em 

locate. Address Box Y-33 val Lumber- 
man, Inc. 


October 4, 


STEEL RAILS 
16H. 20H, 2H. WH, WH, OH and Heavier. 
sis Dryden Bt 





RAILS, New and Relaying 
(00 Leudngten, toot tee Toke. N. Y. 


1954, AMERICAN LUMBERMAN & 








LUMBER & DIMENSION WANTED 





Will contract output of medium sized mill 
(Fir, Hem.) present cut or 1955 production. 
Will advance in pile if insurable. ». ©. Box 
662, Saginaw, Michigan. 





BUSINESSES WANTED 





Retail lumber and building supply business 
in growing community of diversified industries. 
Addrss Box Y-28 Ameri- 





can Lumberman, Inc. 





Lumber and Building Supply Dealers. 


Can 
os cure your sick business. 


Will work 

ior percent of new business volume or stock 
option if study of your business reveals poten- 
tial. Reply fully to Box Y-29 American Lum- 
berman, Inc. 





BUSINESS OPPORTUNITIES 





BUSINESSES FOR SALE 


USED MACHINERY FOR SALE 





FOR SALE 


Lumber yor and special millwerk plent in 
ae 5. spetenene me Ss schools, eee ree 


= pared ae on in three-story 
gist Lumber storage, masonry construc- 
ee completely ee and com open . yard on 

oad siding order file. Competition 
limited in this area. Address Box V-64, Ameri- 
can Lumberman, . 





RETAIL LUMBER Yard, Planin 
Supplies, Paint, Hardware, and Sundries, Land 
and Equipment, three blocks from Court House, 
cme Seat town 7000 Po: FS yearly vol- 
ume 44 ~~ to $150, ‘ort 


Mill, Builder's 





arts. Expert 
Nl ssBAuM & CO., Fort ' ‘ayne 2, Ind 





. complete w''> 

all attachments and Mower 1 system wered 

by General Motors Diesel. Price $940. 00. 
Dobbs Company. Myrtle Beach, 8. C 


For Sale: Newman #8 Plan 





LUMBER & DIMENSION 
FOR SALE 





in Lake section near South Bead and 
a Indiana. Com be sold either with or 
without Invento Terms might be arranged 
with proper es. Possession after October 
31, i. > ‘Radress Box X-44, American Lumber- 
man, 





Exctusive right-of-way over a very large area 
which is the only logical and practical way 
te remove a vast amount of timber consisting 
of fine Pine and Fir timber in Northern Califor- 
nia. Approximately one and one-half billion 
feet. Off the highway trucks can be used all 
the way to R. R. and/or Mill site. Address Box 
T-28, American Lumberman, Iac. 


FOR SALE 
SAWMILL, STUD MILL, PLANING MILL. 


Douglas Fir Operation. Located in Douglas 
County, Oregon, thirty-three acres of land, 
three acres of pond, on main highway with 
Southern Pacific rail facilities. ear city of 
10,000 population. The log supply is plentiful 
without any investment in timber. Plenty of 
timber available. Logs can be bought on the 
open market in any quantity that desired. 
apacity of sawmill 60M, stud mill 35M, and 
the planing mill 100M per eight-hour shift. This 
> a going proposition and has always earned 

_— rofit. We have a valid reason for 
ool g: is mill is priced right and can be 
og on reasonable terms to responsible 


Address Box Y-30 
American Lumberman, Inc. 





BUSINESSES FOR SALE 





For Sale or 


handle. Address > V-61, Americen Lumb 
man, Inc. 


FOR SALE 
Yard in eastern bone ogy town, located in 
ay -— « small 
. Owner es to 
retire. Address Box V-62, an Lumber- 
man, Inc. 





ag FOR SALE 





ieete: ihe nt ai. 

Wine bee Pete las eats = available. 

° * . le 
Colerade. = 


3UILDING PropucTts MERCHANDISER 


FOR SALE 


Retail Lumber Yard located in Southeast Ohio. 
Good buildings and equipment. Railroad sid- 
ing. Inventory appro tely $50 Show- 
ing good profit. Will sell complete real estate, 
equipment, inventory: or will lease Real 
tate. An unusual opportunity. Only interested 
buyers reply. Address Box Y-31 American 
Lumberman, Inc. 


FOR SALE 
A very attractive Lumber Yard in a highly de- 
veloped in South- 
eastern Minnesota. Gross sales over $200,000 
Will” sell to suit buyer. Write Box No. 334 








FOR SALE OR LEASE 
Lumber Yard with or without inventory. Ap- 
prox. 2 acres, 10,000 ft. under roof. 2 car 
siding, 45,000 trade area in Northern San 
Diego County, California. Write Pine Tree 
Lumber Co., P.O. Box 487, Escondido, Cali- 
fornia. 





PROMPT SHIPMENT 





NICHOLS ALUMINUM STRAIGHTLINE 
CORNERS FOR BEVEL SIDING 


Wy x6 

Ye x 8 

: . 10 9¢ resal 
x 

% x 12 1l¢ resale 


NICHOLS ALUMINUM ROLL VALLEY 


14” 50° Solid $13.00 resale 
20°’ 18.00 resale 
28°" 25.00 resale 


NICHOLS NEVER-STAIN ALUMINUM NAILS 
(sealed boxes with tear s er) 
$75.00 ORDERS FREIGHT PAID 
(Selling only to dealers) 


HOSKING PAPER & SUPPLY 
P. O. Drawer 43 Wilmette, Il. 





USED MACHINERY FOR SALE 





MACHINERY FOR SALE 
16’ Erie HRT 125 lbs. pressure boiler. 
100 H.P. Shinner Steam Engine 
200 H.P. Hercules truck engine 


600,000 B.T.U. Lennox Space heaters. 
(Govt. surplus, were used to heat barracks) 


34° Webb platform scales. 

90 H.P. Bruce-MacBeth natural gas engine. 
75 KW Ideal-240 volt A.C. 3 phase generator 
7x7-Frick ammonia compressor, type G. 


SHAWNEE PEANUT COMPANY 
Box 109 Phone 4686 
Shawnee, Oklahoma 


Kiln Dijod ene 


Extension Ladder Rails 
Mouldings Cut Deor Steck 
Millwork Blanks Step-Ladder Stock 


Inquiries answered promptly: 


Al Clements Lumber Co. 
P. O. Box 968 
Eugene, Oregon 


Phone 5-3317 TWX EGOS 


QUICK SERVICE TO Sanaaas 
CL or LCL shipmen 


Hardwood and 
Architectural Trim snd Seemed 


Stair Treads and Risers 
Plank Flooring—Wall Paneling 
Door Sills and Thresholds 
Special Windows and Doors 
Church Furniture 
Quick Estimating Service 


2,000,000 feet of hardwoods and 
softwoods in stock 


THE BUCHANAN LUMBER COMPANY 
Cumberland, Maryland 


Cedar Poles 


20 ft. to 35 ft. Can be cut to specifications. 
Write Box X-59, American Lumberman, Inc. 





PLYWOOD CUT-OFFS. ioe, quantity %"’ 
Exterior Weldtex—also 1/,°' and %" Plyscord. 
Box Y-32 American ah Inc. 





MISCELLANEOUS 
FOR SALE 





CARPENTERS APRONS 
Write tor prices and infermation. 
THE MINWESOTA SPECIALTY CO. 

Minneapolis, Mina. 





ADVERTISING YARDSTICKS 
Bassweed, @ceslor. Same as 1l-coler. 
" ee ee Ban t. 


Alse Paint eae 
rose Ave. Bigin, Il 


156 ser 
LUMBER CRAYONS 


Finest hard quality (blue color). Regu- 
lar price 10¢ each, our special sale 
price now $3.00 per hundred. Parcel 
Post prepaid when check accompanies 
order. Purchase price gladly refunded 
if you are not completely satisfied. 
youmuas Allied, Central 
ork 





Islip, New 





ADVERTISING SPECIAL! 
Rewostete Ball — Pens — clip Bi 4 
it top, 
ment — $43.20 per grose (30¢ each). Universal 
Enterprises, Box Galveston, Texas 
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GILLIES BROS. & CO. Ltd. 


Per ets ONTARIO, CANADA 


cenie WHITE PINE Stross 


Also some Norway and Spruce 
AIR-SEASONED - WATER-CURED 
Rough or Dressed 
Capacity 28 million feet annually 


Sawmills — Braeside and Temagami, Ontario 
1842 Member N.A.W.L. 1954 


























We can SELL it 
for YOU! 


Yes Sir, American Lumberman’s classified adver- 
tising section is devoted to your selling needs. We 
will list your business for sale, used equipment or 
help find a new man for you! Check the dozens of 
ads now appearing in this issue—we’ll do a good 
job as proved by the many repeat classified adver- 
MANUFACTURERS OF tisers through the years. 


B. C. RED CEDAR SIDING, SHINGLES. LATH Don’t forget that American Lumberman reaches 
some 25,000 interested persons every other Mon- 
day in its nationwide distribution. Check the clas- 
sified pages for rates or send us your ad and we'll 
quote you our best rate. 


1912-1954 























“WHAT’S NEW!” 


19 20 21 22 23 24 25 


“What's New” Items 


37 2% 3 40 41 «42 «43 


55 56 57 58 59 60 61 
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ADVERTISERS’ INDEX 


(AA) 
(AB) 
(AC) 
(AD) 
(AE) 
(AF) 
(AG) 
(AH) 


(AJ) 
(AK) 
(Al) 
(AN) 


(AO) 
(AP) 
(A9) 
(AR) 
(BA) 
(BB) 
(BD) 
(BE) 
(BF) 


(8G) 


(BH) 
(BJ) 
(BK) 
(BL) 
(BN) 
(BO) 
(EA) 
(BP) 
(89) 
(BR) 
(CA) 
(CB) 


(AO) 


(CD) 
(FO) 


(CE) 
(CF) 
(CH) 


(CJ) 


(CK) 
(CL) 
(CN) 
(CP) 
(C9) 
(CR) 


(DA) 
(DB) 
(DC) 


(DD) 
(DE) 


(DF) 
(DG) 
(DH) 
(DJ) 
(DK) 
(DL) 
(DN) 


(00) 
(DP) 
(DR) 
(EB) 


(EC) 


(ED) 
(EE) 


Ahonen Lbr. Co...... -. 130 
Alsynite Co. of America. -+ > a 
Aluminum Co. of America . 127 
Andersen Corporation..... 72-73 
Angier Corporation ...... , 97 
Armstrong Cork Co....... 79 
Armstrong Co., The........ 91 
Arrow Fastener Co., Inc....... 131 
Baldwin-Hill Co ie imened dee ht 18 
Bate Co., Inc., J. Herbert...... 86 
Belson Mfg. Co ee» Cae eed tts Oe 
Bessler Disappearing Stair- 

way Gb, Geee «ccvtutses ce 113 
Better Farming covets stececu 64 
Black & Decker Mfg. Co., The. 177 
Boehm-Madisen Lbr. Co....... 130 
Bonifas Lbr. Co., Wm.......... 130 
Brewer Co., E. F......... tor act. ae 
Bridgeport Fabrics, Inc........ 93 
Brown-Graves Co. ......-+-e6. 83 
Bruce Co., E. L... ee 7 
Buckeye Screen & Weather- 

GETip CO. ccicnesevves oe BE 
Bunyan Lbr. Co., Paul......... 184 
Cadillac-Soo Lbr. Co..... . 180 
Canadian Forest Produc te. L td. 28 
Chemold Company ............ 113 
Christiansen Co., C. M......... 130 
Clark Equipment Co........... 21 
Cloud Oak Flooring Co........ 14 
Colorado Fuel & Iron Co., The. 132 
Colorizer Associates .......122-123 
Conifer Lbr. Sales < teewe 135 
Consumers Glue Co.........+.+. 139 
Copeland Lbr. Co......... pase aae 
Corbin Div., P. & F., The 

American Hardware Corp.... 6-7 
Country Gentleman ..... ee ae 
Deniston Co., The....... 105 
Dexter Lock Co., Sub. of 

National Brass Co........... 2 
Dor-Set Corp., The..... eh 
Douglas Fir Plywood Assn..... 10 
ee errr re rr Tee 104 


Fenestra Building Products 
(Detroit Steel Products Co.) 69 


Fiddes-Moore & Co. , 54-55 
Flavelle Cedar Limited > © he, 
Flintkote Co., The........... 25 
Ford Div., Ford Motor Co...... 46 
PorGyee LRP. Geo. ciesccsbectoc 29 
Fox Lbr. Co., Abbott...... -» 180 
Gillies Bros. & Co., Ltd.. . 138 
Goodman Lbr. Co........ 130 


Goodyear Tire & Rubber Co., 


Flooring Dept. ....... 13 
Grand Haven eee 

Products Co. ..... ; - 1839 
Griffin Mfg. Co....cccceess ‘ée 8 
Hassall, Inc., John............ 100 
Heatilator, Inc. ........ sevee’ TR 
Heppner Sales Co.... errs 
Hines Lbr. Co., E award. ° —s 
Hoggeson & Pettis Mfg. Co..... 106 
Holt Hardwood Co........ . 130 
Home Maintenance & Improve: - 

ment Magazine.... ~ 
Keasbey & Mattison Co cae) ae 
Keystone Steel & Wire Co....30-31 
Keystone Wire Cloth Co sae: OF 
Kochton Plywood & Veneer 

St wes Sweaees oé & 
Kyanize Paints, Inc... ee 
Libbey-Owens-Ford Glass Co... 38 


Lockwood Hardware Mfg. Co.. 61 


Buttp1nc Propucts MERCHANDISER 


(EF) 


(EH) 
(EJ) 


(EK) 
(FR) 
(FR) 
(EL) 
(EN) 
(EO) 
(EQ) 
(FA) 
(FB) 
(FC) 


(FO) 


(FD) 
(FE) 
(FF) 
(F6) 


(FJ) 
(FK) 


(FL) 
(FN) 


(FP) 

(FQ) 
(GA) 
(GB) 


(GC) 
(GD) 
(GE) 
(GF) 
(66) 
(GH) 
(GJ) 
(GK) 
(GL) 
(GN) 


(GO) 
(GP) 
(69) 
(GR) 
(HA) 
(HB) 
(HC) 
(HE) 
(HG) 
(HH) 
(HJ) 


(HK) 
(HN) 


(HO) 


(HP) 
(H9) 


(HR) 
(JA) 
(JF) 
(JC) 
(JD) 
(JE) 
(JF) 
(JG) 
(JH) 
(JJ) 
(JL) 
(JN) 


(JO) 


(JP) 


Macklanburg-Duncan Co 116-117 
Majestic Co., Inc., The.. .. 118 
Malta Mfg. Co., The..... $5 
Marsh Wall Products, Inc., 

Sub. of Masonite Corp 4 
Masonite Corporation ; 44 
Mauk Lumber Co., The ©. A 140 
Mauk Seattle Lbr. Co.. .. 140 
McCloud Lbr. Co.......-. 133 
McGowin Lbr. Co., W. M.. . 129 
Michigan Pole & Tie Co... . 180 
Minnesota Mining & Mfg. Co 47 
Mobile River Saw Mili Co., Ine. 121 
Modern Venetian Blinds, Inc... 57 
Moloney Co., The......... . 62-63 
National Brass Co. (Dexter 

Ree COOLS be haee s cuccceewees 2 
National Cash Register Co..... 65 
National Lead Co............. 42-43 
National Mfg. Co.......... SO 
New Castle Products.......... 103 
Owens-Corning Fiberglas Corp. 40 


Owens-Illinois, 


Glass Block Div. . 006 kre 
Ga hes ce ces ceesens 120 
Ozark Oak Flooring Co., The.. 119 
Padgett-Smith Flooring Co.... 89 
Paine Lbr. Co., Ltd............ 24 
Plastex Pipe & Extrusion Co... 118 
Pullman Mfg. Corp........ 98 
Rainy Lake Lbr. Co. Ltd....... 113 
Red Cedar Shingle Bureau.... 81 
Richkraft Co., The............ 78 
Rockport Redwood Co......... 134 
Roddis Plywood Corp...... ie 
Roddis Plywood Corp.......... 130 
Roseburg LUbr. Co............-. 97 
R.O.W, Sales Co..... (‘aan 3 
Royal Factories ...... one Bae 
Russell & Erwin Div., The 

American Hardware Corp.... 115 
Sargent and Co... ob rd eek 87 
Saturday Evening Post........ 20 
Schubert Co., H A... .cesecees 129 


Seward Hardware & Metals Co. 133 


Skil Corporation ...... 32-33 
S0l1-O-Lite Mfg. Co............ 108 
Southern Libr. CO.......ccccees 93 
Standard Conveyor Co......... 104 
Stanley Works, The.......... 26-27 
Stanley Works, The........ 110-111 
Strand Garage Door Div. (De- 

troit Steel Products Co.)....36-37 
Tannewitz Works... oieue ee 
Thomas Products Co.... - 107 
Trinity White Div., General 

Portland Cement Co... oo 2 
Truscon Steel Div., Republic ...... 

ee 45 
Vento Steel Products Co., Inec.. 101 


Vital Products Mfg. Co........ 121 
Ware Laboratories, Inc........ 35 
Warp Brothers ......... ~+ 142 
Webster Lbr. Co., H. E........ 138 
Wells Lbr. Co., J. W...... 135 
Wells Lbr. Co., J. W . 180 
West Coast Lumbe rmen’'s Anon. 39 
Western Pine Assn - 
Western Products, Inc.. cos Bae 
Westinghouse Micarta . ove 10 
Weyerhaeuser Sales Co .16-17 
Wisconsin-Michigan Page. 130 
Wood Products Co.... ; 135 
Yardley Plastics Co aes ee 
Zegers, Inc. . ov aie 


(To obtain more data on advertised products see page 138) 
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@ GOOD ADHESION ... slides easily. 


@ DISSOLVES QUICKLY in hot or cold 
water... won't spoil. 


@ FREE FLOWING... .won't coke in box. 


Available in 5 02. and larger quantity size containers 


GLUE X 4 
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CONSUMERS 


HA 














SAWHORSE BRACKETS 


NO NAILS @ NO BOLTS 
NO SCREWS 


ALL-WELDED CONSTRUC. 


ry TION. Use any 2 x 4s 
' and crossbar 


earton. Dealer helps 


Nationally advertised 
—order from your 
wholesaler, or direct if 
he cannot supply you. 





HAVEN STAMPED 


GRAND HAVEN, M 
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1 man knocked at the front door and it was opened by a beauti 
ful blond. “May I speak to your husband for a moment?” asked 
the man, 

“I'm sorry,” she said, “but my husband is away on business and 
he won't be home for at least a fortnight.” 

The man took another look at the blond. “That's all right,” he 
murmured. “I'll wait.” 


* * * 


Did you hear about the deaf mute who broke three fingers 
screaming ¢ 
oe 2 


Some girls are wild about yachts and they don’t be- 
have so good ina car either. 


» * » 


This is the only country in the world where as soon as a feller 
can afford a Plymouth he buys a Packard. 


* + * 


Said a feminine voice from a parked car, “What's that 
you've been drinking, rubbing alcohol?” 


eS * 


Homestead Brand Shingles—prized by every budding young 
doctor who wants to hang out his name on the very best 

However, if you, as a retailer, are inclined to think in terms of 
volume sales be assured you need not rely solely on the medical 
man’s demands. Builders everywhere recognize the name Home- 
stead Brand, know it’s a Certigrade shingle and a protected prod- 
uct a M AUK item, bound to be good 


+ * * 


Simple Celia says when a girl plays ball with a man 
it means she plans to be the catcher 


oe 

Salesman: “This model has a top speed of one hundred miles 
an hour and she'll stop on a dime.” 

Prospect: “What happens after that?” 

Salesman: “A little putty knife comes out and scrapes you off 
the windshield.” 

* * ¥ 
Then there was the young girl who ran all the way 
home one night because she was being chaste. 


o + * 


One chorine to another, “Nice necklace. 


Re, BS How much did you 
play for it?” 


+ + * 


Do You Know What Dep’t. 
Do you know what causes alcoholism? Liquor. 
Do you know what cures a hangover? Suicide. 
Do you know what works as a tonic for business?’ MAUK 
merchandise 
* * 


MAUK Seattle Lumber Co. 
Seattle 5, Washington 


7 + * 


The C. A. MAUK Lumber Co. 
Toledo, Ohio 
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(To obtain more data on advertised products see page 138) 


DEALER POINTERS 


Courtesy Zonolite Co., Chicago, IM. 
P. Bunyan Pushes Vermiculite 


This 14-foot Paul Bunyan was built by the Windsor 
Locks (Conn.) Lumber Co. out of vermiculite plaster 
to help celebrate the town’s 100th anniversary. Paul 
and his blue ox, Babe, rode on the company’s float 
during the parade. 

The legendary super-lumberjack of the 1800’s is 
now in front of the firm’s entrance “to remind cus- 
tomers of the stuff he was made of.” In some places, 
the plaster is 3-4 inches thick and the whole statue 
is waterproofed. Framework was made of wire mesh 
and wood. The vermiculite plaster was used because 
of its light weight. 
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Billboard Helps Locate Yard 


Faced with the problem of a showroom set back 
from the street, the Wilbur Lumber Co., Cedar Lake, 
Ind., erected this bright billboard out front. The 
sign helps attract more drive-in customers. Notice 
the play for financing on the billboard. 


October 4, 1954, AMERICAN LUMBERMAN 
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2 a ears 
The “BIG 4” makes light work of the heavy job! 





‘ 


“Big 4” 
S Flexible Door Hangar 


The Paul Bunyan 
of the 
Hardware World «i 


Put these rugged, sliding door hangers on the job and ibe 
assured of smooth _petformance the year ‘round.’ 


Hanger wheels operate on steel iihieitnns encased 
in a heavily embossed protecting hood. 


The special Braced Rail is designed to serve the “BIG af with Braced” Rail 
an even, perfect tread to speed action. 


WITTIA MANUFACTURING COMPANY : Sterling, Illinois 





. ‘ 
a a th . ; 


2 ai ce 
=m al 
¢ 


‘Home Owners, Renters, Builders, Industrial Users have bought 


| Over 77,000 ,000 Yards of Warp’s Window Material 


29 Year Old Policy of “Quality First” Makes 
Warp’s Window Materials the Leaders 


This picture 
shows a recent | 
Warp's new, 5 
crystal-clear 
Flex - O - Glass 
enclosing a Famer 
porchonamod- |i! ifs 
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Flex-O-Glass was first developed back in 
1924. This early beginning opened the 
door to better living for millions of home 
owners and renters. This revolutionary 
new substitute for glass brought low-cost 
protection from cold, wind, snow, sleet, 
and rain, within easy reach of everyone 
who could drive a tack. 


The 29 years from 


search, experimenting and testing by Warp 
Bros. The original Flex-O-Glass Racnenesed 
into an entire family of window materials 
that fit every purse and purpose... from 
the modern day crystal-clear Flex-O-Glass 
to the reinforced types so well suited for 
extra heavy duty and long wear. These 
boys also pioneered in storm window kits 
as well as packaged molding. Warp Bros. 
have always offered the largest and most 


THEN to NOW have been 


complete line of Window Materials in 
filled with continuous re- 


America. 


The Best known Stores carry “Warp’s” 


—the First Name in Window Materials! savmene 


Today’s hometown merchant is keenly aware oO a) ot end of -ai 
of his responsibility to render better service alti ° 

to his customers. That is why he prefers to Fer declers 
handle only reputable name-brand merchan- whe prover 
dise such as “Warp’s.” Thirty thousand 
hometown merchants from coast to coast are 
enthusiastic over the steadily increasing con- 
sumer acceptance of Warp’s Top Quality 
Window Materials ... the all-out national 
and local advertising and merchandising 
support makes for easier sales, friends, 
and repeat business. 


WARPS PRICES ARE NATIONALY ADVERTISED 


This 6’ x 9 porch was 
enclosed with one of 
Warp's Window Mate- 
rials by the owner and 
his wife in just two 
hours. Total Cost only 
$11.50. 


FREE DEALER TIE-INS 
Window Posters, Ad Mats and Count 
Cards Free to tie you in with Warp 
National Ads. Write Werp 8B 
Chicago 51. 








OW TERIALS 


} “WORLD'S LARGEST PRODUCERS OF { | 
| TOP QUALITY WINDOW. MATERIALS—ESTABLISHED 1924” / | 


